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Our first business, like yours, is Victory. But even though our 
representatives may not be able to call as often or sell as vigor- 
ously as usual, we haven't forgotten the glorious future which 
Victory will usher in and the ideals of freedom and self-expres- 
sion for which America fights. 


When and as we can, without prejudice 
to our war production, we continue 


—to present smart and salable 
merchandise 


—to keep alive high ideals of 
craftsmanship and good service 


— to maintain the fabric of an 
efficient distributive system 
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MANUFACTURING JEWELERS 
118 Richmond Street, Providence, R. I. 
Branches: New York, Chicago, Los Angeles 
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THE KOW-ITE 
FABRIC WATCH STRAP 


WITH AUTOMATIC FIT 


(PATENT APPLIED FOR) 
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Attach in usual manner by removing pin-bars and 





passing them through the open section of strap. 

















The watch, large or small, centers itself in proper 
position and stays put! Both pin-bars lie between 


double plies of fabric for extra protection. 








ade of finest quality gabardine obtainable. 
Has the weight, feel and strength of leather. 
Equipped with Kon-ite molded buckles and 
keepers. The usual Kon-ite Quality, 


of course, which means the finest materials 


and excellent workmanship. 
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We won't need your services to clear up the “Mystery of the Missing Designer” .. . 


Because there is no mystery. Marcé has been missing only from the recent K &O ads. 


Actually, while K & O craftsmen and machinery have been so absorbed turning out 
precision parts for our fighting forces, Marcé has been dividing his time between helping 
with these war efforts and working out some new conception in jewelry design for that 
great time when Victory will be assured ... We have confidence in that triumph as we 


have confidence in our industry .. . 


And as a proof of what we mean we take this moment to commend the efforts and 
recommend support of the Jewelry Industry Publicity Board . . . We have contributed 
because it’s not only good policy — it’s the soundest insurance for the future. 


KATZ & OGUSH 


INCORPORATED 
CREATORS OF FINE JEWELRY AND WATCHES * ENJOYING THE CONFIDENCE OF THE INDUSTRY 








33 WEST 607" ST. (6) NEW YORK, N. Y. 
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— ago America placed 
its O.K. on Hamilton’s 
peacetime products. 

Now the Army and Navy 
have added their “E’’ for the 
excellent quality and satisfac- 
tory quantity of Hamilton’s 
wartime products. 

That makes it unanimous! 

The things Hamilton learned 
by making fine watches exclu- 
sively for fifty years, came in 
mighty handy when Uncle Sam 
asked Hamilton to take on the 
job of making super-fine time- 
pieces for the armed forces. 
The things Hamilton learned 


0 
= Makes It Unanimous f 


by designing, developing and 
producing the famous Hamilton 
marine chronometer and many 
other accurate war timepieces, 
have set new standards of accu- 
racy for Hamilton’s post- 
war watches. 

That’s why after the war— 
as before the war—Hamilton 
will be the watch you'll proudly 
show, when your customer says 
“Show me America’s Fine 
Watch!’’ Hamilton Watch 
Company, Lancaster, Penna. 


Hamilton 


Makers Of The Watch Of Railroad Accuracy 
NOW MAKING ACCURATE WAR TIMEPIECES 
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More than Just a Name... : 
A Symbol of Service Today 
A Promise for Tomorrow 








UNTERMEYER, ROBBINS and COMPANY 


136 West 52nd Street, New York, N. Y. 


* * UTMOST WR RELIABILITY 


SINCE 1865 





SERVING THE JEWELRY INDUSTRY FOR MORE THAN 75 YEARS 
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IS A NATURAL 
JEWELRY METAL 


Baker Jewelry Palladium is distinctly not a substitute for 
anything, but it is a natural jewelry metal in its own right. 
It just happens, very fortunately for the industry, that it 
is available at this critical time to help the manufacturer 
and jeweler to carry on in the absence of the other 
precious metals. 
It was logical that we, as the world’s largest refiners 
and workers of the platinum metals, should have 
developed and perfected jewelry palladium, pro- 
ducing an alloy with exactly the right qualities 
for jewelry. 
A fine watch deserves a case not only of beauty, 
but one with an intrinsic value in keeping with 
it. Such watch cases are now being made of 
Baker Jewelry Palladium, whose untarnish- 
able whiteness and splendid wearing quali- 
ties make it the logical choice. Moreover, 
this proves the faith the manufacturers 
have in its future, because good watches 
are often kept for a lifetime. 


Jewelry Palladium has come to stay. 





BAKER & CO.. INC. 
SMELTERS, REFINERS AND WORKERS OF PLATINUM, GOLD AND SILVER 


113 Astor Street. Newark 5. N. J. 
LAM CLL SAN FRANCISCO CHICAGO 


FOR JULY, 1948 














EVery SUNDay, 
Coasr ro Coasr 


IKE many another manufacturer, 
we are making war weapons to- 
day. 

But we are also looking ahead to 
the postwar day when International 
Sterling and 1847 Rogers Bros. Silver- 
plate will be greater profit makers for 
you than ever before. 

These famous trade-marks will be 


kept alive in the millions of homes 
reached by “Silver Theatre.” The 


6 To 6:30 
COLumBia N 


strong desire for International pat- 
terns will be maintained until Victory 
comes and the purchasing power of 
the nation again is used for peace- 
time products. 


You know that “Silver Theatre” 
created one of the great sales stories 
of radio advertising. It will again... 
an even greater sales story! Your cam- 
paign for postwar sales begins Sun- 
day, July 4th! 


INTERNATIONAL SILVER COMPANY, Meriden, Connecticut 
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EVERY MINUTE COUNT 


in turning out more and more war equipment 


Make 


EVERY DOLLAR COUNT 


by buying more and more WAR BONDS 


: BRIDGEPORT, | 
BRUNER-RITTE R, Tie Ee cas Steer: 630 rem ae 





BANDS — KEEP COMPANY WITH THE WORLD'S FINEST WATCHES 

















“HEARTS—EYES—BRAINS —by BULOVA! 


JEWEL BEARINGS ° TELESCOPES ° CONOSCOPES . NAVIGATION WATCHES 
NAVIGATION CLOCKS * TIME FUZES . ALTIMETERS * RATE OF CLIMB INDICATORS 
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SOLD THROUGH WHOLESALERS 
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SEAMLESS RING CO. 


71 NASSAU STREET @e NEW YORK CITY 






















































































MANUFACTURERS OF WEDDING RINGS e ENSEMBLES e DIAMOND RINGS 
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Af Jans lord — 


From a recent address in which the Kreisler 
Pension Plan was presented to emplo yees 


HIS is a year of war. Blood is being 

mixed with dust and sand and sea. 
Millions upon millions of valiant hearts 
are giving up this precious ingredient— 
not only that freedom might survive but 
that freedom might flourish. Because 
out of this mixture of blood and dust 
and sand and sea will be formed the clay 
of freedom: Freedom of Speech... 
Freedom of Worship . . . Freedom from 
Fear... Freedom from Want. 


Today, in presenting the Kreisler Pen- 
sion Plan to you, we pay tribute to Free- 
dom from Want, perhaps the most im- 
portant of all freedoms. For it is under 
the pinch of want that a viewpoint be- 
comes narrowed, that bigotry and in- 
tolerance take root, that fear settles 
down upon us like a shroud. But give 
a man three square meals, a comfortable 
place to live, and a means of livelihood 
for himself and his family! Only then 
is he ready to assume his destiny as 
brother to every man. 


In the Kreisler Pension Plan, the Com- 
pany dedicates itself to an ideal for 
which our men are fighting—the ideal 
expressed in that simple, deep-meaning 
phrase: ‘Freedom from Want.” The 
object of the Plan is to establish a fund 
which will afford an added measure of 
security to Kreisler men and women. 


But security is not a narrow, pefsonal 
thing. When a man works, he works not 
for himself alone but for his wife, his 
children—for his present or future de- 
pendents. And it is only right that they 
share in the security which comes to 
him. That is why the Kreisler Plan was 
so conceived ... that it provide also a 
measure of security for your dependents. 


As the years roll by, every one of you 
will gain increasing satisfaction in life 
and work because of this added peace of 
mind. That is our sincere wish. 


acgies Kessler 


JACQUES KREISLER MANUFACTURING CORPORATION, NORTH BERGEN, NEW JERSEY 
New York Showroom: 630 Fifth Avenue 


Manufacturers of Watch Bands, Watch Straps, Ladies’ and Men’s Accessory 
Jewelry Sold Through Retail Jewelers Only — NOW IN WAR PRODUCTION 
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This is the fifth in a series of adver- 
tisements by J. R. Wood & Sons, of- 
be ba-Yo Mb be Gal olth¢-Mcolt-beloldel-) dio) ol - Mo) ahasT-) 
fundamental American institutions. 
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a Stopondanss and go is ‘the real birthday of this nation. 


This year we celebrate this historic date with more thanksgiv- 
ing than ever in our hearts for the Life, Liberty and the pursuit of 
Happiness which have been secured as every American’s right! 
And realize that this inspiring phrase is constantly and practically 
being interpreted in our lives, assuring us all, in simple, every- 
day things as well as in principle, the enjoyment of Life, the 
privileges of Liberty and the pursuit of Happiness! 


Because privilege also implies responsibility, it is important 
for all of us to pledge ourselves to support America in War and 
in Peace! Today, one of the important evidences of good faith is 
the purchase of War Bonds and Stam of dollars 
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A Symbol Of Quality — 1850-1943 






216 EAST 45th STREET, NEW YORK CITY, N. Y. 
Members of Gemological Institute of America- Our Diamond 
department maintains a Certified Gemologist for service to 
the trade « Support Your Jewelry Industry Publicity Board. 
Buy War Bonds... Keep Them! 
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"IT'S SMART BUSINESS for YOU 


1. To Sell RONSON Lighter Accessories 





2. To Avoid Inferior Imitations” 








ONSON WICKS 


Test Them Yourself! 


RONSONOL (FUEL) 


Test It Yourself! 


RONSONOL, a finer, livelier, longer- 
lasting, more efficient lighter fuel. 
Ignites instantly, burns witha clean 
flame, is pleasingly scented and, if 
spilled, will not mar the finish of 
the lighter. 

Lighter owners should avoid sub- 
stitutes, many of which burn with 
a smoky flame, coat the working 
parts with soot and injure the fin- 
ish of the lighter. 

RONSONOL really costs less, con- 
sidering how much further it goes. 


RONSON hp REDSKIN* ‘FLINTS’ 


{with the distinctive RONSON ‘REDSKIN’ €oating| 
Test Them Yourself! 


The distinctive ‘REDSKIN’ coating 
is your guarantee (and your custom- 
ers’) of highest quality, tempered 
hardness, showers of sure-fire 
sparks and freedom from the pow- 
dering and other deterioration 
common with inferior imitations. 
Their extra-length means many 
more lights and fewer refills. Care- 
fully sized, they always fit—not only 
RONSON, World’s Greatest Lighter, 
but ALL lighters—which means 
limitless sales of this famous flint. 


Correctly woven of highest 
quality materials, RONSON 
Wicks are carefully sized for 
proper capillary action and 
for long-term use. They draw 
readily, light instantly and 
burn evenly. 

Your customers will get fine 
results by using these long- 
lived, scientifically perfect 
RONSON Wicks. Don’t injure 
your good-will by selling 
under-size, sub-quality wicks ! 








Steady national advertising of RONSON Lighter Accessories is teaching more and more lighter owners to look for the famous 
RONSON trade mark. By selling them genuine RONSON ‘Flints’, Wicks and Fuel you are building ever mounting customer 
satisfaction, repeat sales and substantial profits. 





War-time production makes it urgent that orders for RONSON Accessories be placed 
well in advance. Send your order now ... or write for complete information on all 
RONSON Accessories, as listed below, to Art Metal Works, Inc., Newark, N. J. 


NATIONALLY ADVERTISED! 


RONSON ‘“FIVE-FLINTER”’ RONSON =~ REDSKIN® ‘FLINTS’ RONSONOL LIGHTER FUEL 


























ms 
In Envelopes : 
Five entre-fength, genuine RONSON High quelity, clean burn- 
REDSKIN ‘FLINTS’ in convenient carry- Snere<teagth ing, pleasantly scented. 
ing package to prevent loss. ‘Flints’ genuine RONSON Four fluid ounces He 
fitted into ingenious pull-out ‘‘draw- *REDSKIN ‘FLINTS,’ sturdy bottle. Retail 25¢. 
er." Retail 15¢. | with distinctive 
| ‘REDSKIN' coating. } 
goal aor: } m ‘ | 
we (3 flints in enve- The Ronson Servicer 
\ AT a lope. Retail 10¢.) 
by 3 \ . ° 
Ae i “_ Supplied on dis- Contains one Wick with 1H} 
(mt a play card holding 24 envelopes, as inserter, a file wheel 
i —<—< illustrated, cleaning brush, a 4-oz. 
Ronson Wicks. Full-length RONSON bottle of RONSONOL, 
Wicks each packed with inserter, in three extra-length 
\ envelope. Retail 10¢. RONSON’ REDSKIN'FLINTS' 
and a General Instruc- 
tion Foider. Retail 50¢. 
Extra-Length \ Press—it's Lit! 
pees Pei Release —It's Out! 
RONSON : REDSKIN Flints 7 4) 
s ‘ — ? 
in Glass Vials FOR ALL LIGHTERS 
Packed especially for Men going over- * 
seas. Retail: 40 ‘Flints', $1.20; 100, 
$3.00; 200, $6.00. 
LIGHTER ACCESSORIES *Trade Mark Registered 
By Makers of RONSON, World's Greatest Lighter 
F 
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Cupid is recruiting an army, too—an army of 1,000,000 new 
brides during this current year. And as the wedding march rises 
across the land more and more retailers are turning to Lovelight 
Diamond Rings. These luxurious Rings—in solitaires and sets— 
are in demand because they present the utmost in beauty, in qual- 
ity, in value at popular price levels. Check into the new Lovelight 


Ring designs available now. 
= ya 
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‘A. EDWARD FISHER & CO. ING. rrr’? 


580 FIFTH AVE F NEW YORK 


FOR Juv, 1913 














We take this opportunity of expressing sincere appreciation for your 
patience and cooperation during these difficult times. We will con- 
tinue to apportion on a quota basis, as heretofore, the limited 


quantity of watches that become available as shipments arrive. 











LOUIS AISENSTEIN & BROS.: ROCKEFELER CETER-NEw on 


630 FIFTH AVENUE ee 
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WE'RE SHY ON PIE 


Food rationing has hit your family. What do 
you do about it? 

Like all good Americans, you slice the pie 
smaller... butter the bread thinner . . . stretch 
the coffee farther. Above all, you share fairly 
and equally the things you have. 

That’s exactly what your friendly wholesaler 
is exerting every effort to do. Jewelry metals 
are rationed 50% and more. Furthermore, J. B. 
and most other manufacturers are producing 
war materials. And with a big, big family of 
customers—all hungry for supplies—it simply 
isn’t possible to fill all orders completely. 


With great ingenuity, your wholesaler is find- 





ing and creating new items to replace those 
that have gone to war. Depend on him now, as 


always, to take care of your merchandise needs 





as well as is humanly possible. He and we are 
pledged to do our utmost to help keep your busi- 
ness safe and sound .. . till Johnny comes 


marching home. 


©) 1943, Jacoby-Bender, Inc., New York 
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HOW FAR is a MENTE? 


The roaring progress of the airplane has created entirely new 
concepts of time. A minute to our fathers means an entirely 
different thing, in relation to space, than a minute to our air- 
minded sons. 















The consumers of the future, trained today in methods of split- 
second accuracy, will want watches of more-than-normal 





; dependability. 
=\ For this challenge Defender Watches are ready now. Water- 
proof and Shockproof, Nonmagnetic and Automatic they have 
iv“ the requisites to serve as the time-defenders of the future. 


DGTENDEWn 


EDWARD L. STERN & CO. 610 Fifth Avenue, New York 


FOR JULY, 1948 
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“Watch Band 
Repair — 
_/ Orders 





Repaiz Sexvoice on Watch Bracelets 
cannot be kept BALANCED? 


HETHER it’s gasoline or sugar or materials 

for watch band repairs, there’s a universal 
shortage of all. The same is true in regard to skilled 
labor, since much of this time is necessarily de- 
voted to the production of essentials for war. 

The obvious result is that watch band repair 
service is limping along behind schedule. Definite 
delivery promises cannot be made, for the reason 
that completion of the work is subject to material 
and labor available at the moment, and this situa- 
tion changes from day to day. 

We do not like being in this position, any more 
than you relish the idea of explaining delays to 
your customers. We are doing everything within 
our power to keep watch band repair service as 
efficient as circumstances permit. So, until busi- 
ness returns to a normal basis, we ask your under- 
standing cooperation. so that our present difficul- 
ties may not be made even greater. 


Watch Attachment 
Research Committee 


PROVIDENCE, R. }. 


i 


WHEN SELLING A 
WATCH BAND 


1. Take time to advise your custo- 
mers regarding correct treatment for 
maximum service. 

2. Explain that the length of life of 
watch bands is limited. This varies 
with circumstances of usage, such as 
the wearer's occupation. the climatic 
conditions, the amount of acid in the 
wearer's system, etc. 

This will be of great help in fore- 
stalling unreasonable expectations 
and unwarranted demands for re- 
placement. 


WHEN A BAND 

NEEDS REPAIRS 
1. Send band direct to the factory 
(not to the wholesaler). This saves 
time. 
2. Notify your customers that there 
may be delay, due to shortage of 
men and materials. 
3. Do not send in bands which are 
obviously beyond repair. 
4. Do not, under any circumstances, 
advise customers to send their bands 
direct to the factory. You can handle 
it much better. 
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| CHICAGO 
j 5 E. Washington St. 





zk” & & “The Leaders in Quality and Workmanship Since 
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LGIN AMERICAN continues 

to devote its plant to the 
production of important war 
materials. However, Elgin 
American craftsmen, within 
permitted limits, are still pro- 
ducing the finest heavy weight 
Sterling Silver compacts and 
cigarette cases. 
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NEW YORK 
358 Fifth Avenue 
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TRUCK SERVICE 


Our trucks cover the principal 
centers of New England and 
Greater New York. Just send a 
card or phone our nearest branch 
and a truck will call. 


* 








Refining always has been a service required by 
the arts and specialized industry using silver, 
gold and platinum. 


But war has changed this picture. The produc- 
tion of silverware and jewelry has been cur- 
tailed ... and silver has become an important 
war metal — enormous quantities are being 
demanded. Now scrap and waste have taken on 
a greater importance. 


War equipment producers as well as silverware 
and jewelry manufacturers all over the country 
are putting the responsibility of getting these 
much needed metals back into use up to our 
Refining Department. This refining war task 
and our regular service to silversmiths and 
jewelry manufacturers are stepping along at 
high speed. 


It is in times like these that the advantages of 
Handy & Harman’s experience, accuracy, speed 
and reputation for giving consistently high 
returns have extra meaning. Find out now what 
they offer —try us with your next shipment. 


HANDY & HARMAN 


82 Fulton Street, New York 


sondosee gel Principal Plant — Bridgeport, Conn. Service Plant 


Service Plant 


New York City 
Phone: Beekman 3-2460 
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425 Richmond Street, 


Phone: Bridgeport 9-1681 Providence, R. |. 
Chicago Office — Phone: Franklin - 8068 Phone: Dexter 4798 


THE JEWELERS’ CIRCULAR-KEYSTONE 








FORSTNER CHAIN CORPORATION 


Plants and General Offices, Irvington, New Jersey 


New York Sales Office, 320 Fifth Avenue 
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Composite View ‘of the three Forstner Plants 


FOR JULY, 1943 
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THEY’LL WANT TO 





with “True-To-You” Jewelry by Uris! 


Millions of Wives, Sweethearts, Sisters and Mothers will 
be wearing this new distinctive jewelry in ‘43. It’s the 
popular style today! And women will get this jewelry as 
gifts from their men in the service or by purchasing it 
themselves. EITHER WAY, YOU CAN MAKE THE 
SALE IF YOU FEATURE NATIONALLY ADVER- 
TISED URIS JEWELRY! e The Uris Pendant and Pin 

thrilling alone—make a glorious combination. And the 
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©'43, URIS SALES CORP., 222 FOURTH AVE., DEPT. K., N. Y. 


Charm Bracelet is a ‘‘love blitz’ all in itself. Uris Jewelry 
is solid ten carat gold. (Also available in sterling silver.) 
It is hand-finished and hand-assembled. And the name 
Uris, famous for over a generation, is your assurance that 
quality will never take a “furlough.” e ‘True-To-You™ 
pins and pendants are available in every rank and for every 
service. Made in white or yellow gold according to regu- 
lations. e Write for information on prices & delivery. 
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A DISTINGUISHED TIMEPIECE 


MATCHLESS FOR SMART. 
RUGGED, MASCULINE STYLING 


17 JEWELS 
14-KT. SOLID GOLD CASE 


22-KT. APPLIED SOLID GOLD 
HOUR INDICATORS 


RETAIL PRICE 





2s WATCHES 
FOR ALL TIME + SINCE 1878 


CROTON WATCH COMPANY e 48 WEST 48TH STREET «© NEW YORK 


FOR JULY, 1943 







































































Despite war, embargoes, priorities, et al. Rolex has 
enjoyed a unique reputation in the past year. To 
our dealers throughout the country, we extend our 
thanks and appreciation for their patronage and 
patience which has made this possible. We have 
been fortunate in having a limited quantity of Relex 
watches for delivery to their discriminating clientele 
and to give each of our dealers an opportunity for a 
share of the business. We shall do our utmost to con- 
tinue on a similar basis for the coming year—in addi- 


tion to which we are doing everything in our power, 


by a substantial and carefully planned advertising 


campaign to develop consciousness for future Rolex 
sales —with the customer at large—and to the grow- 


ing value of the Rolex franchise for our dealers. 





ROLEX 


The Masterpiece of ’ Watch Craftsmanship 


SOLD EXCLUSIVELY BY QUALITY JEWELERS 
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@ Top Panel ... DUO PHOTO RING; Sterling 
Silver; Top swings open; all insignia 


@ Middle Panel . . . WAAC Ring, Sterling Silver; 
Ladies’ 10 Kt. Gold Emblem Ring; Men’s Sterling 
Emblem Ring 


© Bottom Panel . . . Two of a selection of smartly 
styled Stone Rings for Men; set in 10 Kt. Gold 


yk ALL "PALM" Products are sold through the Nation's LEADING WHOLESALERS 
ROOTED IN QUALITY... GROWING THROUGH SERVICE 


RICHARD POLUMBAUM COMPANY 


Offices: 630 Fifth Ave., Factory: 22 West 48th St., New York 
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PREFER 


PALLADIUM PLATING SOLUTION 


I. No mystery in (Paurte) operation. 


It’s easy to use. Just dilute pALLITE Palladium Plating solu- 
tion in water and it is ready for plating. No complicated 
voltmeter or ammeter readings are necessary; just apply 
2-6 volts to give enough current for light gasing at the 
cathode. Anyone can get perfect results with PALLITE. 









2. (Pauit 


always works. 


In many shops. PALLITE Palladium Plating solution baths 
have been in operation for 6 or 8 months. They always give 
the same satisfactory results: all that is necessary is an 
occasional filtering and the replenishing of the palladium 
metal with additions of PALLITE. 


xs has tremendous throwing power. 


PALLITE will cover remote corners without the need of special 
anodes. In a difficult problem,* a leading airplane parts 
manufacturer found he could easily plate the inside of an 
8 in. tube, because of the tremendous throwing power of 
PALLITE. (If you are plating chains this is of great impor- 
tance.) Compare the throwing power of PALLITE with that 
of any other palladium plating solution. 


Years of research has made PALLITE the perfect Palladium 
Plating solution. It is not just an old formula with slight 
changes, but a new type of Palladium Plating Bath, per- 
fected for complete satisfaction, That’s why leaders in in- 
dustry, insist on PALLITE: those who have tried other solu- 
tions always come back to PALLITE. Ask us for the names of 
leading firms in your industry who prefer PALLITE. 


*Phospho-Bronze parts, used in high frequency transmission equipment, 
must be silver plated to facilitate current flowing on the “skin” or the 
silver plate. To protect this silver plating, pALLITE Palladium Plating 
solution has been carefully tested, found ideal, and now is being used 
exclusively. (Name of manufacturer on request.) 


PRECIMET LABORATORIES 


Division of GEORGE C. LAMBROS 


Research & Development Engineers in Precious Metals 


64 Fulton Street New York (7), New York 
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LEADERS in INDUSTRY 
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BEAUTY, tal Y ACCURACY 
WATCH COMPANY 


15 MAIDEN LANE NEW YORK, N. Y. 


N D IMPOR Fee 
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Their promise for the future is bright, indeed! 





Judge them how you will — on their past and 
present records, or universal popularity — 
RENSIE watches give promise of a bright, 
enduring, triumphant future. After victory 
as now—they must be counted among 


America's foremost watches.... 





SINCE 1908 -m— 


PAUL V. EISNER « CO. 


Importers of Watches 
580 FIFTH AVENUE + NEW YORK CITY 
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DISTINCTIVE 
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J. J. WHITE jewelry has always been distinguished for its quality, admired for its 
skillful design, and cherished by men and women everywhere for its heirloom charac- 
teristics. It is distinctive —~ the kind of jewelry you want to continue to sell to maintain 


the hard-earned reputation of your store. 


Today, the quality of J. J. WHITE jewelry is no less, but the quantity definitely is. 
The war, restrictions, shortages — many things have contributed to a smaller produc- 
tion. But, jewelers throughout America, who have bought and sold our merchandise 
with confidence for almost half a century, know they can depend on the jewelry that 
bears the J. J. WHITE trade-mark. So, what we are making now is still the kind 
of jewelry you expect us to make! 5 J. WHITE Manufacturing Company, Providence, 


R. I., and New York — Chicago. 
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be your guide... 
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Through the wholesaler 


since 1896 
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580 Fifth Avenue 
New York City 











Importers of Fine Watches 
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BEST DRESSED WATERPROOF WATCHES WEAR 
“NEET”’ WATER- REPELLENT FABRIC STRAPS! 














2 STYLES 


each with famous 
color-harmonizing 


SO-LITE 


Buckles 


* 
“ALL-IN-ONE” with 


push-pin safeguard 


* 


INSERT 
PUSH-PIN 
AND ATTACH 


2=PIECE 


Here are the straps your waterproof 
k = oe watch customers are asking for —made 


THROUGH 
OTHER BAR ’ of O.D. poplin, finest of all Zelan-pro- 


cessed water - repellent, pre - shrunk, 
longer lasting fabrics. And made as 
only NEET straps are made—fops for 
workmanship, design and styling! In 
several khaki shades, same as used in 


army field jackets. 
HOLDS WATCH 
IN PLACE 


=i a 


$a 


ARISTOCRAT OF 
WATCH STRAPS 


* CONSULT YOUR WHOLESALER 





LASKO STRAP COMPANY + 26 Exchange Place - Jersey City, N. J. 
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“T have lost-a my Pantelleria!! 


4S, Musso is being treated, these 


days, no better than one of those Los | 


Angeles “zoot suiters” ... and why 
not? He zs no better. 


He has lost his ‘‘Pantelleria’’. He is on his 
way to lose his “shirtelleria’’, too. 


The hammer blows are falling . . . and 
WE are swinging the hammer. 


But there are lots of nails still to be driven 


into the coffins of the Beast of Berlin, the | 


Rat of Rome and the Twirp of Tokio... 
and it’s still a serious and sometimes dis- 
heartening business. 


Rats are most dangerous when they are 
cornered, so we must be more than ever on 
the alert from here out, must redouble our 
buying.of bonds, our willing paying of 
war taxes. With our feet at the start of 
the right road we must all work together, 
harder than ever, to keep our businesses 
alive for the now-brightening future. 


You’re working with us. We’re working 
with you. 


TEAM-WORK does it. 


at 


Mrc - Co - North Attleboro - Massachusetts 
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the past generation 
y only one watch name 
Y has won a place utthin 


\ the rank: of lhe leaders 
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PALLADIUM 
Onguistde Y, nly Mehl 





Aptly called “today’s metal for exquisite jewelry,” 
Palladium is increasingly popular with designers, 


manufacturing jewelers, and the buying public. 


A lustrous white, Palladium accentuates the radiance 
and color of gems... contrasts beautifully with gold 


in two-tone jewelry. 


Lighter in weight than platinum, Palladium has 75% 
more bulk to the ounce and is considerably lower in cost. It 
is resistant to tarnish and when alloyed has the strength 


and hardness necessary for fine jewelry. 


Palladium has many of the same working characteristics 


as 14 karat gold and needs no special tools to raise beads iF 





or to effect clean-cut and smooth-edged designs. 


Get better acquainted with Palladium today! 


PLATINUM METALS DIVISION 


e ‘THE INTERNATIONAL NICKEL COMPANY, ING. 
rite for new booklet 


giving further information , . , » - =p 
pone “enon 67 Wall Street, New York 5, N. Y. 


Se ae 
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HUHEN WAR CLOUDS ROLL BY 


bringing the sunshine of Peace and Victory—only until then, will we be able to 


again fullfill the requirements of your Wholesaler with adequate quantities of SPEIDEL 
merchandise . . . For, until that day arrives we have a far greater — more important 


task confronting us. 


Producing jewelry comes second—giving our every possible effort to war production 
is first. Consequently, deliveries to the wholesalers have been greatly reduced—in 
turn your orders to your jobber will also have to be, in some cases, drastically cut down. 
So please try to understand the position your Wholesaler is in—do your share—your 


patriotic share by co-operating and being patient...... 


No better investmentt—WAR BONDS—Buy them regularly. 


Sei 


se FP eee F t 
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On a desk in the 
Nation’s Capitol 





Before the war the owner of this desk, like 
thousands of other family-loving businessmen, sent us, 


through a Mason Masterpiece dealer, a pair of his baby’s 





shoes to be immortalized in bronze. Today this Mason 
Masterpiece stands a living symbol for the things this 
man fights for. 


As the lights in his office burn late into the night, we at 
L. E. Mason Company like to think that in some small 


¢ way this Mason Masterpiece has given courage and strength 

. ' aSr 

5 yard *" 

— hel 5 od 
rte OY 


to its owner. For he, like other fellow Americans, is working 


long hours to help defeat our axis enemies. 


Today the craftsmen at L. E. Mason Company are work- 
ing long hours, too, to help defeat these enemies. Today 
we have turned our “ploughshares” into weapons of war. 


Our facilities are 100% directed to making war materials. 


POST WAR PLANS — After the war the L. E. Mason Company will 
be ready to serve you again well and quickly. After the war the L. E. 


Mason Company will be helping you get a bigger share of the market 





through dramatic national afd local advertising —with special promotion 


and merchandising aids for your store. 


*% Write today. If you are not now a Mason Masterpiece dealer, pos- 
sibly an agency may be available in your community. Drop us a line today 
for complete information. In this way we can keep you informed as to our 


future plans—and you will be one of the first to benefit from the profit- 


“HEIRLOOMS OF BABYHOOD” 


MADE BY THE L. E. MASON COMPANY, BOSTON, MASS, 
* * 


able Mason Masterpiece line. 


MASON 
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Here are three of the original series of 
six Audubon Bird Pins and Earrings .. . 
Jordan's sensational new fall 
jewelry line! Made of a com- 
pletely new chip and crack resistant material, 
these pins and earrings are sculptured in the 
finest detail . . . hand painted in the natural 
and elaborate tones of the genuine Audubon 
birds with jewel-set eyes and added touches of 

gold for coming fall days and evenings. 
Jordan's Audubon jewelry is planning a 
direct publicity tie-up with Warner Bros.’ Pic- 
tures, Inc. forthcoming production ‘‘Singing in 
the Wilderness,” based on the actual life of 
John James Audubon. 
The Pins are approx. 342”, earrings approx. 


14” (choice of plastic screw or clip). pogy: 
Ready for immediate delivery. H il { H ] f ] 
= es AN ae a, 
303 FIFTH AVE., NEW YORK, N. Y. © 87 WEYBOSSET ST., PROVIDENCE, R. |. ¢ 707 SOUTH HILL ST., LOS ANGELES. CAL. 
oe = FORMERLY KAYE JORDAN COMPANY 
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For sixty years—ever since 1883—the blue and white emblem pic- 
tured on the right hand page has been a potent warning to crooks 
to stay away from the stores where it is displayed. 

One of the reasons for the effectiveness of the protection offered 
by the Jewelers’ Security Alliance is the fact that it is nationwide 
in scope and is guided and administered by men actively engaged 
in the jewelry business, drawn from every section of the country, 
who are thoroughly familiar with its operations and its problems, 
both national and local. 

The jewelers whose pictures you see around the borders of these 
two pages are the Executive Committee and the Advisory Board. 
They are men who know conditions in Massachusetts and in Cali- 
fornia, in Minnesota and in Louisiana, and in every district between. 
They are your neighbors and fellow jewelers. They are the men 
who guide the policies and methods of this great organization for 
YOUR protection. 

Are you taking advantage of the safeguard that it affords? The 


cost is low—the benefit is great. 


YOU ARE NOT REALLY A PART OF THE JEWELR®iN 


> JEWFLERS’ CIRCULAR-KEYSTONE 


Jeweler 




















Memaee =e Seweler 


securtt Alliance 
CAN FOR PROTEC TION AGAINST 
BURGLARY SNEAK THEFT HOLDUP 
PINKERTONS NAT DETECTIVE AGENCY 
DETECTIVE AGENTS FOR THE ALLIANCE 

























Pictured above, starting in upper left hand corner of opposite page are aneen of The Jewelers’ Security Alliance 




















! Executive Committee. ror right: Walter Eitelbach, Walt Eitelt & C President: Victor Lambert, 

! bert Bros., Vice President; Alengudee H. Arnstein, Arnstein Bros. & C Treasurer; Bert Oe: Jules Franklin ‘ 

Henry |. Jacobsen, Jacobsen Bros.; William Elder Marcus; William B. ‘Ogush, Katz & ush; Daniel why W S 

Hedges & Co.:; W. Waters Schwab, J. R. Wood & Sons, Inc.; Nathan J. Stern, Stern Bré . & C Otto D 'Wormeer. 

i 

H In clockwise position around both pages, starting in the upper right hand corner are the following members of the 

? ADVISORY BOARD: R. H. Bromberg, Bromberg & Co., Bir gt Ala.; Arthur P. Care, E. W. Reynolds Co., In 

, Los Angeles, Cal.; Joseph Jessop, J. Jessop & Sons, Inc., San Die 9 Cal.: Joseph Granat, Granat Bros. Inc., Sa 
Francisco, Cal.; Charles J. Michaels, Michaels, Inc., Hartford, Conn.; Frank Milhening, J. Milhening Chicag 
lll.; Milton Adler, Coleman E. Adler & Sons, Inc., New Orleans, La.: Alfred Krower, _ nard Krower & ‘Sons, New 
Orleans, La.; Leon Engel, J. Engel & Co., Baltimore, Md. Harold |. Alberts, |. Albe Sons, Inc., Boston, Mass. 

i Louis A. Gautherat, E. H. Pudrith Co., Detroit, Mich.; J. D. Dougherty, J. B. Hudson Co Minneapolis, Minn.; E. A 
Kirchner, Kirchner & Renich, Minneapolis, Minn.; Herbert H. Kiger, C. A. Kiger Co. Kansas City, M Benjamin Katz, 
The Gruen Watch Co., Cincinnati, Ohio; Bruce MeCague, Cowell & Hubbard Co., Cleveland, Oh Jacob Davis, Bar 
ett Davis, Pittsburgh, Pa.; William G. Thurber, Tilden-Thurber Corp., Providence, R. |.; William T. Denn, Hubbard 
Denn Co., Salt Lake City, Utat 
Other members of the Advisory Board whose photographs are not available: Cyrus Gates Alten, Bohm-Allen Jewe 

Co., Denver, Colo.; Harry F. Arold, Hardy's, Inc., Seattle, Wash.: Paul Feldenheimer, Pau jenheimer, Inc., Port 

3] land, Ore.: Ed. F. Herschede, Frank Herschede Co., Cincinnati, Ohio: James A. McElroy, M. Schussler & Co., Sar 

i Francisco, Cal.: H. A. Maier, Jr., Maier & Berke le, Atlanta, Ga.; Ralph Plumb, Plumb Jewelry Store, Des Moines 
wa; Harry Rosenzweig, |. Rosenzweig & Sons, Phoenix, Arizona 





The Jewelers’ Security Alliance 


} 535 FIFTH AVENUE NEW YORK CITY 





a INDUSTRY IF YOU DO NOT BELONG TO THE JEWELERS' SECURITY ALLIANCE 
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Sify Loop 


IS THE ONLY 
“GUARD” THAT 
SECURES WATCH 

TO STRAP 


WITHOUT 


REMOVING 
SPRING PINS! 


HAS THESE ADDITIONAL 
SELLING FEATURES, TOO! 


@ WATER-REPELLENT—sheds per- 
spiration! 

@ ONE-PIECE—continuous-length; 
no metal touches the wrist. 


MACHINE-STITCHED EYELETS — 
well-tailored thruout. 


LIGHT-WEIGHT — extremely 
comfortable to wear. 


PLASTIC BUCKLE—saves essen- 
tial metals. 


Available in Navy Blue, Tan, 
Olive Drab, and White 





LOUIS STERN COMPANY 


. Beet oe ee eee 
NEW YORK PHILADELPHIA 





CHICAGO 








NY 





1. Enemy planes rise 
from distant airfields. 





The facts about 


RADAR 


“The whole history of Radar has 
been an example of successful 
collaboration between Allies on 
an international scale.” 

THE NEW YORK TIMES, MAY 16 


Tous amazing electronic invention that 
locates distant planes and ships despite 
darkness and fog is a great co-operative 
achievement of Science and Industry. 
In this country and in the British Isles, 
over 2000 scientists and engineers, some 


2. Radar sends out beam of ultra-high-frequency waves, reflected back 
to instruments which determine planes’ location, speed, and direction. 





working alone, some in the Army and 
the Navy, many in research laboratories 
of colleges and industrial firms, joined 
eagerly in the search for Radar knowledge. 


Team-work that succeeded. Once this 
electronic device had been perfected, in- 
dustry after industry rallied to the 
nation’s call to manufacture Radar. 
General Electric is proud to have played 
a large part, with other manufacturers, 
in supplying to the Army and Navy this 
key weapon whose peacetime applica- 
tions hold so high a promise. 


Electronic aviation tomorrow. (As early 
as the Twenties, General Electric engi 
neers and scientists were developing the 
kind of high-frequency tubes, circuits 
and apparatus that now make Radar pos 
sible. Thus long before Pearl Harbor, 
General Electric 
was able to build 
Radar equipment. 
Post-war applica 






GENERAL @ ELECTRIC 











3. Interceptor planes then surprise 
and destroy the advancing enemy. 


tions of Radar will be many. Planes will 
land blind. Transoceanic liners will slip 
safely into fog-bound harbors. 

In addition to Radar, General Electric 
is supplying to the Army, Navy, and 
Marines radio transmitters, antennae and 
receivers, carrier-current equipment, all 
kinds of electronic tubes, electronic mea 
surement equipment, and monitors. 
There is no better assurance that G-E 
home receivers, after the war, will be of 
outstanding quality! Electronics Depart- 
ment, General Electric, Schenectady, 
New York. 


Tune in General Electric's WORLD TODAY and 
hear the news from the men who see it happen, 
every evening except Sunday at 6:45 E.W.T. over 
C.B.S. . . . On Sunday evening listen to the G-E 
Mazda Lamp program over N.B.C. network. 


175-87 


G-E employees are now purchasing over $1,000,000 in War Bonds weekly 







































































































Yf pre-war quality 
“€/ under war-time conditions 








“Original Designs by DelSesto” is only part Under war-time conditions, it’s not easy to 


of the story of PreciousAll quality. The rest = maintain such a high standard of quality. Of 





of it transpires after the designs leave the course, production is smaller, so one might 





drawing board. think we’d rush along the things we’re mak- 


ing, to satisfy the demand for more goods 


In a factory where care and preciseness are ;, g, hurry. 


the every-day watch-words, designs by 


DelSesto come to life in sparkling precious But we won't sacrifice our quality for speed. 





metals. Experienced, conscientious hands Even in our polishing and coloring depart- 
guide the raw materials exactingly through = ments, where PreciousAll jewelry receives its 
every intricate step of the manufacturing last gleaming coat, the same care that was 
process, and the finished PreciousAll pin or always taken is taken today. There may be a 
brooch, bracelet or earring is an adornment _—_ shortage of men and materials in our factory. 


of jewel-like brilliance. but there’s no shortage of patience and skill. 





oo!!! | 
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I Deltah ORIENTAL PEARL REPLICAS 


Nearest thing in reproductions 
to the real thing in Orientals 


Sort of super pearls, these—the kind that so closely resemble 
precious Orientals in beauty, color and multi-colored 


iridesence that even experts are amazed! 


Supported by the most extensive national advertising 
campaign in our history—a campaign that directs 
America’s fashion-conscious women #0 jewelry stores only! 
Sell DELTAH REPLICAS—and you sell the best in 


modern pearl reproductions—easily, and more profitably. 


SOLD EXCLUSIVELY BY JEWELERS——CONSULT YOUR WHOLESALER 


L. Heller and Son, Inc., 411 Fifth Avenue, New York 











More than ever... 























WE’RE WATCH CONSCIOUS 


There was a time when fine watches inspired us 
to make fine chains—Simmons Quality Gold Filled 
Chains ... known throughout the nation. 
But today the picture is different. As we look at 
a watch we can only think of minutes. .. minutes 
in terms of lives. We appreciate the value of 
time. We know better, with each succeeding 
| second, the urgency of work . . . production of 
| implements of war. 
| Our minutes, our hands, our skill, our machines 
are now devoted to important war production. 
Our craftsmen are doing their part... and they feel 
good about it. They'll feel even better after the 
war, knowing that they helped win. They’ll be 
better able to take up their work again, as leaders 


in Quality Gold Filled Jewelry. 





R. F. SIMMONS COMPANY 
ATTLEBORO, MASSACHUSETTS 
Largest Manufacturers of Quality Gold Filled Jewelry in the World 
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There’s a Billion Dollar market waiting 


for those who make and sell radios. 


Ten million radios wore out the first 
year after Pearl Harbor. This figure will 
have doubled itself by July, 1943. This 


will represent approximately one-third of 


the present radios in the United States! 

But that’s just part of the picture. 
The war has created a new mass market. 
Millions of war workers are restlessly 
waiting for the hour when they can 
walk into a store and buy a radio set. 
It figures to be a Billion Dollar market, 


mister. Make no mistake about that! 


Sonora’s big 1943 national advertis- 


ing campaign is keeping this famous 


onors 


Clear as aBell 


It's going to be the Jobber! 





name right up in front of the respon- 
sive readers of America’s top maga- 
zines: Life, Esquire, The American 
Weekly, Redbook, Time, American 
Home, Cosmopolitan, American Maga- 
zine ...a combined circulation of 
54,200,000. 


Among all nationally advertised 
radios, Sonora’s set-up is the only one 
that always was custom-made for the 
jobber’s benefit. In the future as in 
the years gone by you can be sure— 
with SONORA — IT’s GOING To BE 


THE JOBBER! 


SONORA RADIO & TELEVISION CORPORATION 


325 NORTH HOYNE AVENUE ¢ CHICAGO 











FUNCTIONAL JEWELRY 
FOR WARTIME 
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HE functional value of the identification bracelet for wartime has once more im- 
pressed upon us the necessity for this type of jewelry. 

The Jewelry Industry Publicity Board has advocated the identification bracelet 
along with finger printing for all civilians. 

Silver identification bracelets for men, women and children is a protective mea- 
sure—has been and continues to be a part of our promotional program. Metallic wrist 
bands will be promoted for peace time. 

Military jewelry for sentimental reasons has reached its all time high, but in 
Postwar days we will invent new emblems for the pursuits of peace. 
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Gemex GEMEX COMPANY 


1200 Commerce Ave., Union, N. J. 


WATCH ATTACHMENTS 
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Jewelry 


for MEN 


In line with the fashion for more careful 
grooming for men, which was started by 
men's magazines, and the Men's Tailor As- 
sociation, the Jewelry Industry Publicity 
Board has promoted men’s jewelry since 
1936. 
Here’s a summary of some of the J.I.P.B. 
activities in popularizing jewelry for men: 
% Encouraged manufacturers of men’s 
shirts to push French cuffs so that cuff 
links would be a necessity. 


% Publicized men’s pocket watches and 


chains for business wear. Corre- 
spondingly, wrist watches were fea- 
tured for casual wear, sports, motor- 


ing and travel. 
* Supplied ESQUIRE with men’s jew- 
elry which was shown at their annual 


style clinics. 
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% Writers of men’s fashion columns 


were shown previews of new trends 1n 


men’s jewelry. 


%& Sponsored trade and consumer fashion 


shows at which men models wore 
poc ket watches and chains. For sports 
clothes and campus wear wrist watches 
leather bands were 


with metal or 


featured. 


% Continuously publicized cuff links and 


tie clasps with marked success. 


The success of these activities more than 
justifies a continuance of this effort to make 
this functional jewelry an accepted “must” 
in the grooming of men at work or at play. 
Funds from the Post-War Chest will be al- 


located for this purpose. 


THE HADLEY COMPANY 


Providence, New York, Chicago, Los Angeles. 
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Following our announcement, last 
week, that an advertisement has been tion’ 
sent to India by Airgraph, comes news spo? 
of how an advertisement, radiophoto- the 
graphed from New York, was drawn on mie 
an Airgraph form in this country and gro! 
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sent to India. and 
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America in papers circulating abroad faths ‘ 
among American troops. India was the in @ 
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-adio-photography and air- 
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SPEAKING OF 


HOROLOGICAL super-edition 
of Eddie Cantor in family mat- 
ters, Walter S. Nance of Temple, 
Tex., has this advice to fellow-jewel 
ers who are finding watchmakers 
difficult to obtain: 
the father of plenty of girls, and 
make watchmakers of them all. 
Himself the fourth or fifth gen 


eration in a long series of watch- 


Simply become 


makers, it is small wonder that Mr. 


ME AND MY 


POP WILL Sy 
o OVERHAUL Se . 
49 \T! > a 
eV5 z (7 => 
tw ~ ys 


Gal 













Nance’s 10 daughters—yes, that’s 
right, 10—have been crazier over 


watches, clocks and such _ things 
than over dolls. 

Thera, the oldest daughter, be- 
came an accomplished watchmaker 
under her dad’s tutelage long before 
the present war-time shortage of 
mechanics, and obtained employment 


with J. A. McKinnon & Co. at the 


Texas capital. 
Currently being trained in the 


time-keeping arts are the next three 
oldest girls. Flora, though married, 
works at the repair bench every day. 
Lucille, 15, and Katherine, 13, are 
in school, but after-school, Satur- 
days and vacations they’re in the 
shop learning many of the skills that 
made Thera so proficient. 

With a backlog of six more girls 
and one boy, all too young to get 
into training as yet, Mr. Nance is 
“confident of the 


he knows that it is only a question 


future,” because 
of time when the three now in train- 
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ing will want to move on and some 
of the 
enough to replace them. 

So Mr. 


worrying about a manpower short 


remaining six will be old 


Nance, for one, isn't 
age in the watchmaker line! 
© © 

HEN the mutineers from the 

Bounty landed on Piteairn 
Island, they had only one wedding 
ring among them, so for 40 years 
that 


groom to bridegroom for each mar- 


ring was loaned from _ bride- 
riage ceremony. 

Then other rings arrived, and the 
first gold band became a relic owned 
by the oldest surviving member of 
the original mutineers and passed on 
to the next oldest as the previous 
possessor died. At last John Adams, 
last of the 


beside his 


mutineers, was buried 


wife’s grave near their 
home, and the islanders lost track of 
the original wedding ring. But not 
long ago the wife of an officer in 
the British 


breaking sods 


Colonial Service was 


for a garden plot 
when she uncovered a much-worn, 
old-fashioned gold band. A crown 
“G” and “R” for 


George Rex inside the ring and the 


and the letters 
place it was found, near the site of 
the Adams house, proved its authen- 
ticity beyond doubt as the historic 
trophy. “Finders keepers,” said the 
Islanders when Mrs. Henry Maude 
Mrs. 


give it to a 


offered to give it to them; 
Maude 
British museum. 

© © 
.! TOP us if you've heard this one. 


Several versions have been go- 


promised to 


ing the rounds, and here’s the latest: 
The timekeeper of a western ship 


TRADE 


_. wewelers 


2 


-(ircular. 
AR I 
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yard has among his duties the blow 
ing of the whistle to signal the clos 
ing time of each shift. He was seen 
to conscientiously check his watch, 
each morning, with the clock in a 
nearby jewelry store. 

One day he dropped into the store 
and asked the jeweler just what 
method he employed to check his 
perfect time. 

“Oh,” exclaimed the jeweler, “we 
always have the correct time be- 
cause we always set the time with 


the shipyard whistle.” 
© © 


EWELRY doesn’t grow on trees 

or maybe it does. At least, 
some of the brains department of thie 
American lumber industry seem to 
think jewelers should go to work 
with wood the same way Solomon 
used the towering cedars of Lebanon 
for building his temple. 

Witness this 
to the National 
Association of 


statement credited 
Lumber Mhnufac 


turers Washington, 


1 a oe 
“Conversion to wood of products, 


including jewelry, previously manu 


HURRY, WE VE 
GOT AN ORDER 
FOR 5000 

4 WATCH 
CASES! 












factured of metal will release to war 
service more than 5,000,000 tons of 
metal during 1943.” 

Its table detailing quantities of 
wood to replace metal in specific 
uses included: 

Matcrials: 


“Item or Class of 
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Jewelry. Sq. Ft. Plywood Replac- 
ing Metal: 38,800; Bd. Ft. Lumber 
Replacing Metal, 737,200; Approx. 
No. Tons Metal Conserved, 776.” 

Ain't propaganda wonderful? 
Especially when you think of silver 
birch and golden oak! 


o © 


¢¢"PXHERE has been more mov- 

ing around the past year 
than ever before,” said the manager 
of Dodds, Burbank, Calif., jewelers, 
“and in all defense plant areas a 
great influx of new people. The mer 
chant who first gets the trade of 
this class is apt to hold it, if his 
prices are right and his service 
good. Burbank is one of the cities 
that has greatly increased its popu- 
lation, we have made friends with 
many of the newcomers through the 
Hostess Service, a co-operative 
scheme carried out by a number of 
enterprising merchants, one in each 
line of business. 

“The Hostess Service issues a 
booklet containing a brief history 
of the city, the location of schools, 
churches, public buildings, public 
utility offices, etc., and a letter from 
each merchant supporting the plan. 
This letter has a coupon attached 
entitling the new resident who re- 





ceives the booklet to a worthwhile 
gift if he or she comes into the 
store and gets acquainted. 

“We pay the Service 10 cents a 
name for all such names, together 
with information about the new- 
comers. To date we have received 
an average of 150 names a month, 
some 100 of which have come in 
with the coupon. We feel it is easily 
worth the $15 that the names cost to 
get that many new prospects into 
our store. We have a _ follow-up 
letter, telling the newcomers that 
we are glad to have had the oppor- 
tunity of being among the first to 
welcome them to our city, and con- 
gratulating them on choosing this 
community for a home. We impress 
upon all our salespeople that they 
must back up the Service with real 
friendliness when they come in, and 
it is this friendliness that turns the 
prospect into a customer.” 


© © 


HE antics of people who sud- 
denly become aware of the fact 
that diamonds are composed of prac- 
tically pure carbon always amuse 
us. The latest candidate for our 
tolerant chuckles is the compiler of 


a nationally “‘fact-is- 


syndicated 
stranger-than-fiction” 


‘artoon, who 

















"But I'm sure you'd enjoy driving rivets!" 


informs his readers in a rather awed 
fashion that a human being exhales 
enough carbon in an hour to make a 
diamond worth #100,000. The very 
thought seems to leave him breath- 
less. 

Personally, although we admire 
science for many things, we think 
that the facts concerning the com 
position of diamonds should never 
Not that we 
fear that someone will suddenly dis 
cover a method of synthesizing dia 
monds and thereby ruin the industry 


have been disclosed. 


the possibility seems, at the mo 
ment, remote. We object to the 
spread of such knowledge on purely 
humanitarian grounds. Human na 
ture being what it is, entirely too 
many people, aware of the fact that 
diamond contains carbon, will start 
grubbing around in the coal bin or 
scraping black stuff from the cyl 
inder heads of their autos. 

While these souls will not be 
harmed but only disappointed, a hor- 
rible fate may await those who read 
of the carbon content of human 
breath. Poor misguided souls may 
sasily stop breathing in the hope 
that a gem stone will form in their 
gullet. The picture is entirely too 
gruesome for us to contemplate and 
we refuse to accept any responsibil 
ity for tragedies which occur. Gentle 
men of science, the burden is entirely 


on you. 


© © 


ITH the police urging each 

and every man, woman, and 
child in the U. S. to be finger- 
printed, Arnold Hemersbach, Man- 
hattan engraver, comes forth with 
the suggestion that fingerprints be 
engraved on identification bracelets, 
watch backs, and the like. 

Besides its practical side as an aid 
to identification, such finger-printing 
on gold or silver has plenty of nov- 
elty and conversation value. 

Mr. Hemersbach’s method is sim- 
ple—that is for a skilled craftsman. 
The individual who wants his finger- 
print cut into metal presses his 
thumb, first finger, or other finger 
on engraver’s transfer wax, just hard 
enough to coat the pores with wax. 
Then he touches thumb or finger to 
the metal surface, and the engraver 
does the rest with his customary 


tools. 
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Groundwork for Post-War Selling 
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- Los Angeles jewelers’ long-range campaign that "jewelry is 
the perfect gift for any occasion" consistently wins this sort 
d | of support from the daily press. Newspapers feature jewelry 
in their shopping columns and promotional announcements 
; ELLING jewelry today, as every jeweler knows, is 
. no problem—-with automobiles, radios, tires, refrig 
erators and electric appliances off the market, with 
gasoline and shoes and food and travel tightly rationed, 
and with literally billions of new wages burning holes 
in millions of pockets, any and every luxury that is still 
, available is going to be bought. 
1 But what’s going to happen when the war ends, and 
: all these other things are again competing for the con 
. sumer’s dollar? Will jewelry continue to hold its place 
in public favor? 
Doing something to insure that it will, is—or should 
be—a matter of prime importance to jewelers every- 
where. On that account, campaigns that are aimed at 
| building long-range acceptance and prestige for jewelry, 
as well as immediate sales, are especially important right 
now. Consequently, the program that is now being car 
ried on through the combined efforts of a group of Los : 
Angeles jewelers is well worth studying—and perhaps pitting Gifts Uraed for 
| adopting—by similar groups in other cities, because it ' wtesee ng istmas 
holds promise of some substantial results in that direc- ms 
| tion. 
Originator and sponsor of the idea was LeRoy’s, a 
| leading credit jeweler of that city. Vigorous merchan- 
f disers and large-space advertisers, LeRoy’s evolved the 
notion that if they and other jewelers would co-ordinate 





their promotional efforts on the theme of jewelry as the 
ideal gift for all occasions, and enlist the cooperation 


of the newspapers, the public could be made conscious 









(Please turn to page 80) 
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by JOSEPHINE RIPLEY 


R. GALLUP hasn't taken a poll on it yet. But if 
he does, he will undoubtedly find that America’s 
Number One outdoor sport is window shopping. 

It’s a free-for-all game that appeals to the classes 
and the masses, the young and the old. Oh, he doesn’t 
want to buy anything, the average window shopper pro- 
tests. He just wants to look. 

That’s what he thinks! 
another, and the first thing he knows they all lead into 


But one look soon leads to 


Kor Good Display. Don’t Over-Trim 


the store. The cash register rings, and a sale has been 
Just like that! 

It wasn’t done with magic or mirrors, but it wasn’t 
random luck. 


made. 


It was contrived all right. Ask the win- 
He knows more about Mr. and Mrs. Aver 
age American than they know about themselves. He 


dow dresser. 


knows the sort of things they like, and when they’re 


wanting them most. Not that he’s a mind-reader. But 


he has his eyes open, and his ears, too. 





This window arrangement com- 
bines a pattern of Wedqwood 
china with two unusual cera- 
mics. by Will George. Apple 
blossoms, attached to a stand- 
ard in the background, add 
variety and a touch of color 
to the display. The background 
color is aquamarine, This "'win- 
dow"' is located inside the store. 









































Silver window at the Bigelow- 
Kennard store in Boston. These 
silver pieces are displayed on 
circular standards of pale 
pink against a background of 
aquamarine. The pussywillows 
are tied with a huge bow of 
white ribbon with pink and a 
touch of blue in watered effect. 
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This bag and glove display at Bigelow-Kennard Co. is arranged against a pale 
blue-green -background, which sets off the contrasting colors of the bags, brown, 


maroon and black. A jonquil yellow chiffon scarf is threaded softly among the bags, 
blending appropriately with the general color effect. The flowers in the background 
are nasturtiums. The artificial hands holding bags and gloves are a blue-green. 


Alvin W. Krone, window display man at Bigelow 
Kennard Co. in Boston, confided the other day: “‘I some- 
times stand outside just to listen to the comments of 
people as they pause at our windows, so that I can get 
a first-hand idea of what they admire, what they want, 
and what I should display for their benefit.’’ 

One of the most successful window designers among 
Boston jewelers, Mr. Krone has originated ideas that 
were copied widely throughout the country. Bigelow- 
Kennard, for instance, was the first to use the circular 
display disk which is now popular everywhere. Mr. 
Krone fashioned this originally from a circular mailing 
tube for which he cut a top to fit, covering the entire 
standard with a smooth-fitting fabric. This not only 
provided setting for the larger pieces of merchandise 
but brought them up to eye-level and increased the op 
portunity for attractive groupings. 

The distinctiveness of Bigelow-Kennard’s windows is 
directly traceable to this artistic inventiveness on the 
part of the decorator. A graduate of the Massachusetts 


School of Art, Mr. Krone has had 15 years’ experience 
in the profesion of window trimming. He is also head 
of the china department and is one of the store’s di 
rectors. 

There is no set formula or pattern for window dis 
play, according to Mr. Krone. It’s just a matter of 
following principles of design, he says, and avoiding 
such things as over-trimming or over-crowding. For in 
stance, he points out, the window decorations should 
never be allowed to steal the show. 

“The decorations should not dominate, but blend with 
the display. Fabrics should be simple in style and tex 
ture,” he explained. “The majority of merchandise in 
the jeweler’s window is small in scale, and therefore 
one should be particular about the pattern of the fabric 
as well as its texture. It should be carefully chosen 
with relation to the merchandise.” 

He believes it is a mistake to try to treat individually 
two windows which are in a small unit. “They need 
(Please turn to page 81) 


**There’s no set formula for window display.” 


says Alvin W. Krone, who favors soft backgrounds 
and sprays of artificial flowers. “See that props 
don’t steal the show, avoid over-crouding— 


and the cash register will prove customer appreciation.* 
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Cash in the bank, but what and where to buy? 


Is A Bad Market 
Getting Worse? 
Yes, says this observer—but 


honest, reliable merchants will reap 


the benefits after Victory Day 


by A. S. PERRY, Mer 


ndising Counsellor 








WO weeks ago I met a jeweler. “Listen,” he said. 

“I’ve got the jewelry situation all figured out. | 
know what's going to happen. I know what to do.’’ So 
he went on, giving me a complete picture of the market, 
its trends, and a microscopic analysis of what he intended 
to do for the future. One week later I heard that my 
jeweler friend was in the psychopathic ward for obser- 
vation. 

No, that isn’t an actual true story, of course, but it 
has just enough actuality in it to make it plausible. The 
jewelry market today is probably more complicated 
than it has ever been before and it is a pretty safe bet 
that it will get still more difficult to understand as each 
week passes. 

No one understands the present situation, nor pro- 
fesses to. Opinions offered by leading manufacturers 
and wholesalers are simply their personal guesses, and 
things are so topsy-turvy that often the office boy’s pre- 
dictions are as good as the general manager’s. The one 
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Blissfally unaware of what’s happening to them, many jewelers—especially 


smaller ones—know only that **business is good.”’ Here are some grim facts 


about teday’s market. complicated by labor shortage. metal restrictions. 


higher landed cost of imported goods, and the flourishing black market 


regrettable thing that continually stares me in the face 
is the almost impervious attitude of the smaller jeweler. 
It is not complacency, it is ignorance of present-day 
conditions. He just does not know what is happening 
to him. He knows that business is good, that it takes 
a little while to get deliveries, but he hasn't waked up 
to the fact that the future of the jewelry industry looks 
pretty dark. 

Hence this article in an effort to set forth a panoramic 
view of what actually exists in the New York market 
today. Note the specific mention of time 
because the picture of what is happening changes daily. 
Note, too, that dependable conclusions simply cannot be 


drawn as to what may happen tomorrow or next week. 


today 


It may be anything. 


LABOR SHORTAGE TO BLAME 

Unquestionably, labor shortage is the greatest single 
factor in causing the present scarcity of merchandise. 
Labor shortage, too, is responsible for the slow-moving 
It is responsible for a lessening of qual- 
ity standards, lack of 
And the labor situation is something that we 


service wheels. 
increased prices and artistic 
beauty. 
can be sure will not improve till the war is over. 

That the help problem is the thing at the bottom of 
today’s service situation is exemplified by these two 
incidents. 

Recently we purchased some watches for a client, 
who wanted them immediately. The importer gave us 
an invoice for the timepieces stating only that 25 watches 


He then handed 


from abroad, 25 


were purchased at so much per unit. 


us 25 cased movements as received 


leather straps and 50 push pins. It was up to us to 
attach the straps to the watches, wrap them, ship them, 
and re-invoice them with complete descriptions and stock 
numbers. Note that the watches were not individually 
boxed and that virtually none of the details was handled 
by the importer. He simply did not have sufficient 
watchmakers, bookkeepers, or shipping clerks to handle 
the entire transaction. Yet, because of the overwhelm- 
ing demand for watches he could get away with this 
lowering of service standards, because if we did not 
accept the transaction as presented to us, there were 
10,000 other buyers right behind us who would accept 
it gratefully. And, in addition, we might mention that 
we paid cash on the spot. 

The other worthy-of-study incident occurred in con 
nection with a recent order for gold filled identification 
bracelets, which was accepted by a downtown wholesale 
jeweler. The order called for 108 dozen to be divided 
among 18 different clients and shipped in lots of from 
one to ten dozen. After a lapse of 30 days, the order 
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remained unfilled. A subsequent visit to the wholesaler 
revealed the filling that 
orders, 18 invoices, 18 ledger sheets, 18 shipping labels, 
all the wholesaler’s 


former employees who were experienced in that work 


reason order required 18 


18 packages, and so on. Since 
were in the armed services, and he had to work with 
fewer and untrained help, while his customers’ require 
ments were far above normal, he wanted to take the 
no new accounts, deliveries in fewer and 
When we as 


easiest road 
larger shipments, prompter settlements. 
sisted in preparing the invoices and the packages, paid 
cash and had shipment made to one destination, we 
effected the purchase satisfactorily. 

Now let’s look at the rules that have been laid down 
by the vendor for conducting today’s business. Here 
are a few samples: 

Watches. No American watches are being made for 
civilian use. Any that are added to a jeweler’s stock 
come from the stocks of wholesalers, 
released them from factories that have just completed 
the final touches to a timepiece that had been started 
prior to their conversion to war work; or from the black 


who may have 


market. 

However, Swiss watches are arriving in good quan- 
tities, but the supply is not enough, because the demand 
has reached undreamed-of heights. Swiss watches today 
must necessarily be higher priced, partly because of 
price increases by the Swiss makers, partly because more 
of them than in the past arrive completely assembled 
and cased, making the duty, plus the other costs of their 
handling, far in excess of the prewar level. 

A 17-jewel men’s 101% ligne steel-cased sweep second 
wrist watch costs from $11 to $34, depending on qual 
itv. In normal times, the same watches would have a 
top of from $7 to #24. 
interfered with their sale, obviously. In 
importer tells you he has 25 pieces for you and tells 


This price increase has not 
fact if an 


you to be in his office with the money at 3 o'clock, you 
had better be there, hour 
late he may have an appointment with another jeweler 


because, if you arrive an 
at 3:30 and “your” 25 watches will be gone when you 
arrive. 

Moreover, the black market is flourishing with watches 
changing hands at retail on a so-cal!led wholesale basis. 
But let’s not go into that! 

Gold-Filled Jewelry. 
goods have been produced only on a base of sterling sil 
ver. Now that both gold and silver are drastically cur 


tailed, manufacturers are seeking ways to produce goods 


For some time past gold-filled 


in the easiest manner. Expansion bracelets, for example, 
involve the manufacture of a commodity that encom- 
(Please turn to page 93) 











**That store with all the china 
and silver”’’ is how women identify 
the Elebash Jewelry Co.. whose 


aceent is on table accoutrements 


by ROBERT A. LATIMER 


MONG many things jewelers are learning from the 
A present conflict, one outstanding point is that the 
jewelry store isn’t necessarily limited to personal beau- 
tification, to the selling of watches, gems and luxurious 
jewelry. New lines, new merchandising methods, and 
more particularly, new customers, are demonstrating 
that if necessary the jeweler can expand his stocks to 
handle successfully a great many supplemental items 
and that he can sell utility as well as luxury for the 
home. 

That's the theory on which the Elebash Jewelry Co. 
of Montgomery, Ala., has built up a desirable volume 
of business in four allied lines which they feature as 


60 


Building More Sales With 


Jewelry for the Home” 


On this ivory-white shelving, backed with mirrors, the Montgomery, Ala., store 
shows 40 patterns of medium- and high-quality china, plus 20 styles of famous- 
name crystal. A different setting combination is presented each day on the table. 


“Jewelry For the Home’’—sterling flatware, sterling 

hollowware, imported and domestic china, and fine glass 
ware. Through the war, and into peacetime afterwards, 
it is the intention of John A. Malcolm, manager, to con 
tinue to emphasize this aspect of the store’s merchan 
dising, not only because it deals with lines fairly unham 
pered by rationing but because it opens up a market over 
and above the standard jewelry field. There will always 
be customers for diamonds, watches, costume jewelry. 
By the same taken, there will always be customers who 
want the luxury and beautification of their homes which 
is provided by the four lines mentioned above. 

The Elebash store, located a few steps away from 
the Alabama capital’s busy downtown square, has been 
steadily operating on this theory ever since the war 
began. A complete change in the war market was one 
reason. Another was the strain on regular lines which 
couldn't be supplied. “We have been planning for years 
to hit the customer with a double appeal,” Mr. Malcolm 
said. “The idea is simply that we want to sell the cus- 
tomer the jewelry she wishes to wear herself, and then 
go beyond that with excellent china, glass and silver 
which is equally precious and decorative in terms of her 
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home. Now that the war has cut down on so much of 
the regular jewelry lines, we already have the founda 
tion built, and can switch emphasis to the idea of hom« 
beautification.” 

Thus “Jewelry For the Home” now occupies the lion's 
share of the space in the Elebash store—more than 70 
per cent of the total interior and with at least half of 
window displays given over to china, glass and sterling. 

China display shelving and cases begin at a point 
one-third back from the entrance and fill up all the rest 
of the store. Approximately 35 feet on either wall is 
devoted to tall, ivory-white wooden china display shelv- 
ing in four levels, neatly recessed for safety, but encour 
customers to handle the open stock dinnerware 


aging 


shown as much as they wish. In the space between, 
three pyramid-type fixtures of the same white, likewise 
recessed, show complete dinner table settings-—and in 
front there is a regal mahogany table which shows a 
different pattern and setting combination every day the 
year around. One large “bin section’ along the shely 
ing, is mirror-lined, and shows only fine glassware, 
including some of the most expensive patterns manufac 
tured. A soft green carpet, comfortable furniture, and 
convenient display of all patterns is an invitation to 
“browse” which few customers can resist. 

Dovetailed 


neatly with it is the sterling flatware shop, which begius 


That’s the china and glass department. 


immediately at the right front and merges smoothly 
ir.to sterling hollowware. Some 50 patterns of fine 
sterling and a small selection of English plate are dis 
played in a flat table-height case where customers may 
When they've 


they wish 


step from china to flatware instantly. 


seen the flatware—chairs convenient if 
another step carries them to the first of six wall cases 
which are given over completely to sterling hollowware. 
Candelabra, fruit bowls, tea services, trays, ete., cover 
the entire wall area of the front. There are four con 


secutive “punches” at the homeowner thinking of exclu 


sive, beautiful table settings—and except for the six 
counter cases in which standard jewelry lines are car- 
ried, all of the interior store space is given to these four 
lines. To a jeweler accustomed to case after case of 
variegated items in small quantities, Elebash’s is a most 
unusual sight—but after all, it does a most unusual job 
of selling. 
“When we 
sively, it was decided that halfway measures would do 
“We would rather 


have a woman identify our store as ‘that place with all 


went into ‘jewelry for the home’ exten- 
no good,” Mr. Malcolm explained. 
‘a jewelry store down 


the china and silver’ than as 


town. Consequently, everything about our display 
policy, inside and out, is planned to get the customer 
thinking about us as the outstanding place to get fine 
That’s the effect we want, and it 


has been pretty well achieved.” 


things for her home: 


Actually, 


never on so 


China leads the parade in this program. 
the store has handled it since 1928, but 
extensive a scale as at present. 

Now, the Elebash store carries 40 patterns of fine 
china, all the way from moderately-priced complete 
settings to the best of imported English open stock. 
Such famous names as Wedgwood, Spode, DeHaviland, 
Lenox, etc., are played up heavily. Each pattern is 
shown in a small bin by itself with a small two-way sign 
in a chromium frame accompanying each pattern. On 
the front, this gives the pattern name, the name of the 
manufacturer, information about quality, ete., and most 
important—the flat price for services for four, six and 
eight. 

“Larger-unit sales come more easily this way,” Mr. 
Malcom explained. ‘“Too many customers are afraid 
to ask prices of good open-stock or want to buy just 
a one- or two-place setting to start with. When they see, 
however, a flat price covering sets of various sizes, they 
know instantly whether they can afford it.” Demon 


(Please turn to Page 108) 


Logically adjoining the china and crystal department are sterling flatware cases 
on one side of the store, and, pictured below, the sterling hollowware section. 
John A. Malcolm, store manager, is a great believer in correlated merchandising. 
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“Pay Me 


—@Qr Else?” 


Beware of threats, postal cards 
or simulated documents in trying 


to collect slow-pay accounts 








The author, now in the Army, represented a number 
of retail jewelry associations while a practicing at- 
torney in New York City. Mr. Baer has made no 
effort to be strictly legalistic in this article, and the 
rules of law that he sets forth are only general prin- 
ciples which may be somewhat modified in different 
states by specific statutes.-The author’s purpose is 
only to indicate the trend of the law under court 
decisions of the past few years. 








HEN a buyer and a seller enter into a con- 

tractural relationship, in which a transaction is 
fully completed except for the payment to the seller 
of the entire consideration due him, a number of rights 
spring into being. On the hand, we have the 
right of the creditor to insist upon payment of a just 
debt, and on the other hand, the right of the debtor to 
be free from conduct of the creditor which goes beyond 


However, this border 


one 


the border line of law and ethics. 
line is not sharply defined and varies with the facts of 
each case. 
Credit men, 
all have their pet theories on collection methods, and 
with a particularly difficult account, the effort to collect 
naturally becomes more intensive. These steps of last 


collection managers, and store owners 


resort may take a number of forms. Chief among them 
and most frequently used, however, are some of the 
following: Threats, both oral and written, the use of 
postal cards, the use of notices simulating court docu- 
ments, and the use of garnishments and assignments of 
wages. 

If a creditor can possibly collect an account himself 
without resorting to his lawyer, he usually prefers to 
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Only one kind of threat is legal in all states 
—the seller's right to repossess under contract. 


do so. Most sellers feel that a debtor wants to keep 
his financial difficulties to himself, and that legal action 
is attended with such publicity and causes such resent- 
ment that it will injure the good will which the store 
enjoys from the general public. Accordingly, threats 
of all types, fashions, sizes and shapes are employed 
in the effort to collect the debt without resort to litiga- 
tion. 

In a good many cases, these threats are illegal. Some 
times a creditor knows this, but sometimes all that he 
realizes is that there is money coming to him which has 
not been paid. Therein lies the risk. For what may be 
interpreted as only forceful language in one state may 
be considered illegal in another. Thus, while it is illegal 
in some states to threaten to report non-payment of a 
debt to a credit clearing bureau or other agency of 
similar nature, correspondence of this kind may be law- 
fully carried on in a neighboring state. Only one type 
of threat is clearly within the law everywhere. That is 
the seller’s right to threaten to repossess merchandise 
which is the subject matter of the sale whenever the 
contract reserves that right. 

Frequently, threats are made orally 
the telephone, or by an outside collector, or by a com- 


perhaps over 


pany employee when face-to-face with the debtor in 
the store. While the representative of the seller is 
not bound to use language which would not singe the 
ears of a church congregation, it is safe to say that oral 
threats should not go far beyond what would ordinarily 
be put into a letter. 

Most dangerous of all written threats is the postal 
ard. While a sealed letter allows the sender a cer- 
tain amount of latitude, any open postal card which 


bears a demand for money on its face is absolutely 
(Please turn to page 83) 
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THE WORLD'S MOST HONORED WATCH 


FIFTY-THREE YEARS AGO, a chronometer made in the 
Longines factory received the. first observatory award 
ever to be won by a factory-made timepiece. Since then 
standardized Longines chronometers and watches, con- 
structed of interchangeable parts, have won literally 
thousands of awards for accuracy at government observ- 
atories here and abroad. Reproduced above is a tele- 
gram announcing the latest of these accuracy awards 
by which Longines retains the precision record for 
wrist watches at the Neuchatel Government Ob- 
servatory in Switzerland. The uniform high standard 
of Longines construction is reflected in the fact that 14 


LONGINES-WITTNAUER WATCH CO., INC. °f the 20 winning Longines watches carried consecutive 


NEW YORK 


FOR JULY, 1943 


MONTREAL 


GENEVA manufacturing numbers. 
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onyx (on’iks or own’iks). As most 
commonly used, without prefix or 
suffix, it generally means dyed 
black chalcedony. The different 
meanings of this word have be- 
come complicated by a long his- 
tory; today it connotes a variety 
of banded agate with flat parallel 
layers. Green onyx is also dyed 
chalcedony. To the Greeks, onyx 
was a synonym for alabaster, and 
their alabaster was banded stalag- 
mitic calcite. Hence, there is 
justification for such common uses 
as Brazilian onyx, Oriental onyx, 
Mexican onyx, cave-onyx and so on. 
Onyx is derived from a Greek word 
for nail, which refers to the color 
bands seen under the finger nail. 
An onyx lamp or an onyx pen- 
stand refers to calcite-aragonite 
marble variety of onyx (hardness 
3); an onyx ring stone refers to 
the black chalcedony-agate crypto- 
crystalline quartz variety (hard- 
ness 7). 

onyx opal. 
bands. 

oolitic (oh’uh-lit’-ic). 
like; composed of small rounded 
masses like a fish roe, a not un- 
common texture of some stones. 

opal (oh’pall). A non-crystalline 
silica jell, solidified into a series of 
extremely thin films. differing 
slightly in refractivity and contain- 
ing usually 3 to 13 per cent water. 
The play of colors characteristic of 
most of the precious varieties may 
be due to the outer films’ breaking 
up reflected light into its component 
hues. Hardness, about 5%; refrac- 
tive index very low, 1.45; specific 
gravity, 2.1. Precious or noble 
opal, cut cabochon except for fire 
opal, includes: WHITE OPAL, BLACK 
OPAL, HARLEQUIN OPAL, LECHOSOS 
OPAL, F'RE OPAL and GIRASOL, which 
see. See also the following varie- 
ties of common opal, which have 
little or no play of color: AGATE 
OPAL, CACHALONG, HYALITE, HYDRO- 
PHANE, MILK OPAL, MOSS OPAL, OPAL 
JASPER, OPAL MATRIX, OPAL ONYX, 
PRASE OPAL, RESIN OPAL, ROSE OPAL, 
WATER OPAL, WOOD OPAL. 

opal agate. Alternately banded chal- 
cedony and opal masses. 

opal cat’s eye. A brown. yellow, or 
greenish opal from Yarra-yarra 
Creek in western Australia shot 
with narrow white, brown or gol- 
den fibrous bands. 

opal glass. A common milky translu 
cent type of glass, which is made 


Opal with parallel flat 


Literally, egg- 
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by the addition of some fluorite. 
Imitation pearls have been made 
by etching opal glass in hydro- 
fluorice acid. 

opal jasper. A slightly translucent 
common opal, colored by iron, and, 
hence, red, brown, green, yellow or 
black. 

opal matrix. A_ white 
found with opal in 
which contains small opal chips 
and which is sometimes cut into 
beads. Also applied in the U. S. 
to brown limonitic masses with tiny 
veins of precious opal which are 
sometimes cut in gemstones. 

opal mother. A similar, but darker 
matrix material, from Hungary. 
See OPAL MATRIX. 

opal onyx. An Honduras precious 
opal occurrence in which the gem 
material forms thin bands in com- 
mon opal. 

opalescence. A term used not to indi- 
cate similarity to an opal, but a 
milky or pearlv luster. 

opalescent chrysolite. Misnomer for 
cat’s eve. 

opalescent sapphire. 
eve, 

opaline. Oval matrix. 

opalite. Impure, colored 
common onal. 

opalized wood. See PETRIFTED WOOD. 
This is a variety of fossil in which 
the replacing comnound has been 
opal. sometimes common, sometimes 
precious. 

open diamond. A design for watch 
hands: the pointer end is diamond- 
shaped with the inside metal cut 
out. 

opener. 1. For watch jeweline, ad- 
justable tools in sets. the iaws of 
which swedge onen the hyrnished 
bezel that origirally he'd in a 
broken jewel. enabline re-burnish- 
ing the bezel over edge of a new 
jewel. 2. A blade in a handle, for 
opening watch cases. 

oper-face. A watch ease with glass 
cover over its dial. instead of a 
metal cover that has to be opened 
to exnose the dial to view. See 
DFMI-HUNTER: HUNTIN® CASF, 

opening. Horol. 1. The angular 
measurement of the distance he- 
tween the two lins of a evlinder 
eseanement, measured with the 
vertex of the anele in the balance 
center. and its. sides nassine 
throuch the lins of the evlinder at 
the noints of eontact of eseane 
whoe] teeth with the evlinder shell. 
This term is sometimes applied also 


sandstone 
Queensland 


A sapphire cat’s 


forms of 








to the similar parts of lever and 
verge escapements. See ESCAPE- 
MENTS. 2. In making jewels for 
pivot bearings, the operation fol- 
lowing “piercing” a stone, done with 
a copper broach charged with dia- 
mond powder, used to give the final 
form and finish to the hole. See 
JEWELING. 

opera glasses. 
lar tele- 
scopes 
with 
plain 
refract- 
ing lens 
systems. 

operculum 
(o- per’ - 
ku-lum). 
Shell or 
Chinese cat’s eye. The lid of a 
(Turbo) snail shell, the dise which 
closes the opening when the snail 
is retracted. Those used occasion- 
ally as gems are dome-shaped, 
green or brown, their underside is 
dark brown, shows a growth spiral, 
and is covered with a horny sub- 
stance. 

ophiokiolus. A stone on an amulet 
recommended in an old Greek lapi- 
dary to protect sailors from the 
hazards of the sea. Kunz believes 
it to have been an agate. 

ophites. Serpentine marble, porphyry 
or tale, used by the Egyptians and 
described by Pliny. 

ophthalmius. A medieval name for 
opal. 

opsianus. Ancient amulet stone, like 
ophiokiolus, but this was jet. 

optical anomalies. Gemol. Unusual 
phenomena, such as strain in an 
isometric mineral like garnet, 
which causes it to be birefringent. 
Synthetic spinel is always bire- 
fringent, while natural spinel is 
usually isotropic. 

optical black. An intense black finish 
for brass, originally used on the 
inside brass parts of microscopes, 
ete., but used also for oxidizing 
engraved lettering on brass name- 
plates and other jewelry trade 
work; it is produced by immersion 
of the work in platinum chloride 
solution. See OXIDIZING. 

optical properties. See DISPERSION ; 
INDEX OF REFRACTION; BIREFRING- 
ENCE; REFRACTION, etc. 

optic axis. The direction in a crystal 
along which no double refraction 
is observed. In hexagonal and 


Usually, small binocu- 


Opera Glasses 
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**Citation for Individual Production 
Merit”! This emblem has been awarded to 
each of three Elgin scientists for time fuze 
developments of high military importance. 
Only seven other such citations have been 
granted since Pearl Harbor—in every case 
for suggestions or inventions vital to the war. 





Walter 


combe, 


G Ensign wupo ecciving the 


nation’s Citation 















T. Albert Potter (left), President of the Elgin National Watch Company, congratulating (left to right) Dr. Carl N. Challa- 
Kohthagen and George y Pr Werit 


for Individual Prod 


FOR AIDING ANTI-AIRCRAFT ACCURACY! 


“Congratulations on receiving the ci- 
tation forimprovementsin the manu- 
facture of time fuzes for anti-aircraft 
projectiles worked out by you and 
passed on to War Production Drive 
Headquarters by your Labor-Man- 
agement Committee. In making the 
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Elgin fuze timing system available to 
all makers, Elgin is rendering a most 
valuable service to our war effort.”’ 
DONALD NELSON, Chairman War Production Board 


( N May 31, 1943, Donald Nelson an- 

nounced the nation’s highest wartime 
civilian honor, the “Citation for Individ- 
ual Production Merit,” to Elgin scientists, 
Dr. Carl N. Challacombe, George G. En- 
sign and Walter Kohlhagen for an out- 
standing contribution to the accuracy of 
army and navy anti-aircraft fire. 


NAVIGATION WATCHES 





STOP WATCHES . 


‘OR JULY, 1943 


AVIATION CLOCKS . 





SPECIAL TIMING DEVICES FOR NAVAL AND AVIATION USE 


Improvements achieved by the three 
men in the manufacture of time fuzes 
were passed on to the WPB through 
Elgin’s labor-management committee. 

The new Elgin system affords a more 
effective means of controlling the “‘char- 
acteristics of the firing curve of anti-air- 
craft mechanical time fuzes,”’ according to 
ordnance officials. 

For 18 months Elgin’s entire output 
of time fuzes has been accepted by U.S. 
ordnance authorities without a rejection. 

Thus, in one more way Elgin scientists 
and craftsmen are contributing to Victory. 


* ELGIN + 


GREATEST NAME IN AMERICAN FINE WATCHMAKING SINCE 1865 


Elgin manufactures for army, navy and aviation use: 


TANK CLOCKS . 




















TITH enemy planes diving 

often at speeds of 400 m.p.h. 
the accuracy of anti-aircraft fire de- 
pends fully as much on the split-sec- 
ond timing of mechanical time fuzes 
as it does on correct altitude and range. 
A recent engagement in the South 
Pacific proved the high standards of 
{merican gunnery and equipment 
when the crews of a single battlewagon 
destroyed 32 Jap planes in 25 minutes! 











COMPASSES TIME FUZES FOR SHELLS . 


RAILROAD AND TRANSPORTATION WATCHES 




















JEWEL BEARINGS 

















onyx (on’iks or own’‘iks). As most 
commonly used, without prefix or 
suffix, it generally means dyed 
black chalcedony. The different 
meanings of this word have be- 
come complicated by a long his- 
tory; today it connotes a variety 
of banded agate with flat parallel 
layers. Green onyx is also dyed 
chalcedony. To the Greeks, onyx 
was a synonym for alabaster, and 
their alabaster was banded stalag- 
mitiec calcite. Hence, there is 
justification for such common uses 
as Brazilian onyx, Oriental onyx, 
Mexican onyx, cave-onyx and so on. 
Onyx is derived from a Greek word 
for nail, which refers to the color 
bands seen under the finger nail. 
An onyx lamp or an onyx pen- 
stand refers to calcite-aragonite 
marble variety of onyx (hardness 
3); an onyx ring stone refers to 
the black chalcedony-agate crypto- 
crystalline quartz variety (hard- 
ness 7). 

onyx opal. 
bands. 

oolitie (oh’uh-lit’-ic). Literally, egg- 
like; composed of small rounded 
masses like a fish roe, a not un- 
common texture of some stones. 

opal (oh’pall). A non-crystalline 
silica jell, solidified into a series of 
extremely thin films. differing 
slightly in refractivity and contain- 
ing usually 3 to 13 per cent water. 
The play of colors characteristic of 
most of the precious varieties may 
be due to the outer films’ breaking 
up reflected light into its component 
hues. Hardness, about 5%; refrac- 
tive index very low, 1.45; specific 
gravity, 2.1. Precious or noble 
opal, cut cabochon except for fire 
opal, includes: WHITE OPAL, BLACK 
OPAL, HARLEQUIN OPAL, LECHOSOS 
OPAL, F'RE OPAL and GIRASOL, which 
see. See also the following varie- 
ties of common opal, which have 
little or no play of color: AGATE 
OPAL, CACHALONG, HYALITE, HYDRO- 
PHANE, MILK OPAL, MOSS OPAL, OPAL 
JASPER, OPAL MATRIX, OPAL ONYX, 
PRASE OPAL, RESIN OPAL, ROSE OPAL, 
WATER OPAL, WOOD OPAL. 

opal agate. Alternately banded chal- 
cedonv and opal masses. 

opal cat’s eye. A brown. yellow, or 
greenish opal from Yarra-yarra 
Creek in western Australia shot 
with narrow white, brown or gol- 
den fibrous bands. 

opal glass. A common milky translu 
cent type of glass, which is made 


Opal with parallel flat 


64 


by the addition of some fluorite. 
Imitation pearls have been made 
by etching opal glass in hydro- 
fluoric acid. 

opal jasper. A slightly translucent 
common opal, colored by iron, and, 
hence, red, brown, green, yellow or 
black. 

opal matrix. A white sandstone 
found with opal in Queensland 
which contains small opal chips 
and which is sometimes cut into 
beads. Also applied in the U. S. 
to brown limonitic masses with tiny 
veins of precious opal which are 
sometimes cut in gemstones. 

opal mother. A similar, but darker 
matrix material, from Hungary. 
See OPAL MATRIX. 

opal onyx. An Honduras precious 
opal occurrence in which the gem 
material forms thin bands in com- 
mon opal. 

opalescence. A term used not to indi- 
cate similaritv to an opal, but a 
milky or pearlv luster. 

opalescent chrysolite. Misnomer for 
cat’s eve. 


opalescent sapphire. A sapphire cat’s 


eve, 
opaline. Oval matrix. 
opalite. Impure, colored forms of 


common onal. 

opalized wood. See PETRIFTED WOOD. 
This is a variety of fossil in which 
the replacing comvnound has been 
opal. sometimes common, sometimes 
precious. 

open diamond. A design for watch 
hands: the pointer end is diamond- 
shaped with the inside metal cut 
out. 

opener. 1. For watch jeweline, ad- 
justable tools in sets. the iaws of 
which swedge onen the hvrnished 
bezel that originally he'd in a 
broken jewel, enabline re-burnish- 
ing the bezel over edge of a new 
jewel. 2. A blade in a handle, for 
opening watch cases. 

oper-face. A watch ease with glass 
cover over its dial. instead of a 
metal cover that has to be opened 
to exnose the dial to view. See 
DFMI-HUNTER: HUNTIN® CASRF, 

opening. Horol. 1. The angular 
measurement of the distance he- 
tween the two lins of a evlinder 
esecanement, measured with the 
vertex of the anele in the balance 
center. and its sides nassine 
throuch the lins of the evlinder at 
the points of eontact of eseane 
whoe] teeth with the evlinder shell. 
This term is sometimes applied also 











to the similar parts of lever and 
verge escapements. See ESCAPE- 
MENTS. 2. In making jewels for 
pivot bearings, the operation fol- 
lowing “piercing” a stone, done with 
a copper broach charged with dia- 
mond powder, used to give the final 
form and finish to the hole. See 
JEWELING, 

opera glasses. 
lar tele- 
scopes 
wit} 
plain 
refract- 
ing lens 
systems. 

operculum 
(o - per’ - 
ku-lum). 
Shell or 
Chinese cat’s eye. The lid of a 
(Turbo) snail shell, the dise which 
closes the opening when the snail 
is retracted. Those used occasion- 
ally as gems are dome-shaped, 
green or brown, their underside is 
dark brown, shows a growth spiral, 
and is covered with a horny sub- 
stance. 

ophiokiolus. A stone on an amulet 
recommended in an old Greek lapi- 
dary to protect sailors from the 
hazards of the sea. Kunz believes 
it to have been an agate. 

ophites. Serpentine marble, porphyry 
or tale, used by the Egyptians and 
described by Pliny. 


Usually, small binocu- 





Opera Glasses 


ophthalmius. A medieval name for 
opal. 
opsianus. Ancient amulet stone, like 


ophiokiolus, but this was jet. 

optical anomalies. Gemol. Unusual 
phenomena, such as strain in an 
isometric mineral like garnet, 
which causes it to be birefringent. 
Synthetic spinel is always bire- 
fringent, while natural spinel is 
usually isotropic. 

optical black. An intense black finish 
for brass, originally used on the 
inside brass parts of microscopes, 
ete., but used also for oxidizing 
engraved lettering on brass name- 
plates and other jewelry trade 
work; it is produced by immersion 
of the work in platinum chloride 
solution. See OXIDIZING. 

optical properties. See DISPERSION; 
INDEX OF REFRACTION; BIREFRING- 
ENCE; REFRACTION, etc. 

optic axis. The direction in a crystal 
along which no double refraction 
is observed. In hexagonal and 
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**Citation for Individual Production 
Merit”! This emblem has been awarded to 
each of three Elgin scientists for time fuze 
developments of high military importance. 
Only seven other such citations have been 
granted since Pearl Harbor—in every case 
for suggestions or inventions vital to the war. 


T. Albert Potter (left), President of the Elgin 


George 


Walter Kohlhagen and 


combe, 


National 


G Ensign upo eccivine the nation’s 


Watch Company, congratulating (left to right) Dr. 
Citation 















Carl N 
Prod tio 


Challa- 
dividual Yerit 
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FOR AIDING ANTI-AIRCRAFT ACCURACY! 


“Congratulations on receiving the ci- 
tation forimprovements in the manu- 
facture of time fuzes for anti-aircraft 
projectiles worked out by you and 
passed on to War Production Drive 
Headquarters by your Labor-Man- 
agement Committee. In making the 
Elgin fuze timing system available to 
all makers, Elgin is rendering a most 
valuable service to our war effort.”” 
DONALD NELSON, Chairman War Production Board 

N May 31, 1943, Donald Nelson an- 
( ) nounced the nation’s highest wartime 
civilian honor, the “Citation for Individ- 
uel Production Merit,” to Elgin scientists, 
Dr. Cart N. Challacombe, George G. En- 
sign and Walter Kohlhagen for an out- 
standing contribution to the accuracy of 
army and navy anti-aircraft fire. 


NAVIGATION WATCHES . STOP WATCHES . 


SPECIAL TIMING DEVICES FOR NAVAL AND AVIATION USE . 


FOR JULY, 1943 


AVIATION CLOCKS . 


Improvements achieved by the three 
men in the manufacture of time fuzes 
were passed on to the WPB through 
Elgin’s labor-management committee. 

The new Elgin system affords a more 
effective means of controlling the “char- 
acteristics of the firing curve of anti-air- 
craft mechanical time fuzes,”’ according to 
ordnance officials. 

For 18 months Elgin’s entire output 
of time fuzes has been accepted by U.S. 
ordnance authorities without a rejection. 

Thus, in one more way Elgin scientists 
and craftsmen are contributing to \ ictory. 


* ELGIN « 


GREATEST NAME IN AMERICAN FINE WATCHMAKING SINCE 1865 


Elgin manufactures for army, navy and aviation use: 


TANK CLOCKS . COMPASSES 


. 

















TITH enemy planes diving 

often at speeds of 400 m.p.h. 
the accuracy of anti-aircraft fire de- 
pends fully as much on the split-sec- 
ond timing of mechanical time fuzes 
as it does on correct altitude and range. 
A recent engagement in the South 
Pacific proved the high standards of | 
{merican gunnery and equipment 
when the crews of a single battlewagon | 


destroyed 32 Jap planes in25 minutes! 














TIME FUZES FOR SHELLS . JEWEL BEARINGS 


RAILROAD AND TRANSPORTATION WATCHES 












A JEWELER'S DICTIONARY 
(From page 64) 


tetragonal crystals it is parallel to 
the long axis, in the other bire- 
fringent systems there are two 
optic axes, inclined at varying 
angles to each other. It is the 
angle between these two axes which 
is known as 2V and that figure is 
one of the properties determined 
in a complete study of a mineral. 

orange heat. One of the degrees of 
“red-hotness” observed in visual 
control of heat in hardening steel; 
it is equivalent to the range be- 
tween 2000 and 2200 deg. F., and in 
color comes between cherry-red 
(lower) and white (higher) heats. 

orange shellac. The variety of ori- 
ental resin best suited for setting 
pallet-stone and roller jewels in 
steel parts of watch escapements; 
differentiated from white shellac, 
which is used by jewelers as a 
cement for securing certain kinds 
of gems in mountings. 

orange spoon. A spoon about the size 


<o> 


Orange Spoon 








c= 





of a teaspoon with a pointed bowl. 
Used for oranges, grape fruit and 
mellons. 

orange topaz. Citrine quartz. 

orange wood. Peeled straight twigs 
of several varieties of shrubs yield- 
ing a hard compact-grained wood, 
the “pegwood” of commerce; used 
for finishing the cleaning of pivot 
holes in timepieces. It is marketed 
in sizes; sticks averaging one- 
eighth inch diameter are called 
watch pegwood; one-fourth inch 
sticks are called clock pegwood. 

ordinary and rejection cleavage. <A 
shape classification used in the 
assortment of diamond lots at the 
mine. Rather low on the scale, fol- 
lowed only by flats, macles, rub- 
bish and bort. 

Oregon jade. This seems to have 
been applied to several things, in- 
cluding a green jasper, a green 
grossularite garnet, and the com- 
pact variety of vesuvianite more 
commonly known as californite. 

oregonite. Kinradite variety of jas- 
per. 

oreide (o'ree-ide). A variety of brass 
used for imitating gold and for 
alloying. A customary  oreide 
formula, among others, is copper 
100 parts, tin 17 parts, magnesia 6 
parts, ammonium chloride 3.6 parts, 
crude argol, 9 parts. 

organ clocks. A class of striking 
clocks in which, instead of on bells 
or gongs, the time signals are 
sounded by miniature organ-pipes 
with leather bellows. Cuckoo 
clocks are the simplest form of 
organ clocks; more elaborate ones 
have pipes arranged in scales for 

playing tunes. 


* cite marble. 


Orlov, 


orichalcum. The highly valued brass 
of the ancients, described by Pliny. 

orient. Gemmologically speaking, the 
luster of the surface of a pearl. 
See DIFFRACTION. 

Oriental. Misnomer prefix often ap- 
plied to corundum having a similar 
color to the stone described in the 
second part of the name; this cus- 
tom began centuries ago in Europe 
when the harder, more lustrous 
gemstones came by route of the 
Orient. See OCCIDENTAL.—o. agate. 
A meaningless term, theoretically 
used to distinguish better colored 
agate from. paler “occidental” 
agate. —o. alabaster. The ala- 
baster of the ancients, a banded 
calcite. See ONYX. —o. alman- 
dine. Violet corundum. —0o. ame- 
thyst. Violet corundum, and violet 
spinel —o. aquamarine. Bluish 
or greenish corundum. —0o. car- 
nelian. An earlier differentiation 
of a more translucent material, as 
opposed to a variety cut from Idar 
agates. —o. cat’s eye. Chryso- 
beryl cat’s eye. —o. chalcedony. 
The more translucent variety, as 
opposed to milkier “occidental” 
chalcedony. —0o. chrysolite. Yel- 
lowish- green cortndum. — 0. 
emerald. Emerald green corun- 
dum. —o. girasol. Sapphire cat’s 
eye. —o. hyacinth. Reddish sap- 
phire. —o. jasper. Bloodstone. 
—o. lapis lazuli. Ordinary deep- 
colored lapis lazuli. —o. onyx. 
Erroneous name for a banded cal- 

—o. opal. A mislead- 

ing name formerly applied to the 

Central European opal which 

found its way into the market 

through Constantinople. —o. syn- 
thetic alexandrite. A compound- 

ing of errors, but it means the imi- 

tation alexandrites made from syn- 


thetic corundum and spinel. —o. 
topaz. Yellow sapphire. —o. tur- 
quoise. Genuine turquoise; if the 


prefix were forgotten entirely much 
confusion would have been avoided; 
it is a strange anomaly that the 
genuine should sometimes have to 
have its genuineness accentuated 
by the meaningless prefix. —o. 
vermeille. Bright carmine red to 
reddish sapphire. 

oriented section. A crystal section 
made with the optic axis in a 
definite position, as opposed to a 
random section made by cutting a 
slice of a gem without first deter- 
mining the direction of the optical 
and crystallographic axes. 

original lot. An unsorted batch of 
stones, as sold by the Diamond 
Syndicate. 

Orleans pastes. Glass and enamel 
imitation gems developed (1691- 
1715) by a chemist named Hom- 
berg in cooperation with the Re- 
gent Orleans, at the Palais Royal, 
which duplicated Orleans’ own col- 
lection and many of the royal gems, 
They are supposed to have been 
especially fine imitations. 

Orloff or Orlow diamond 











(Orloff). One of the most famous 
of all Indian diamonds, one of the 
Russian crown jewels. It is cut in 
an odd shape to preserve the maxi- 
mum weight, the “Hindu cut” or 
Indian cut, and it weighs 199.6 ct, 

ormolu (or’mo-loo). An alloy metal 
of copper, tin and zinc, its nature 
affording sharp castings of a color 
closely resembling yellow gold, 
usually finished by an exceedingly 
light gilding, and used for small 
clock cases, or for ornamental 
trimmings on wood clock cases. 

ornamental stone. Generally speak- 
ing, any decorative stone; more 
specifically, something which occurs 
in quantities too large for it to be 
termed either precious or semi- 
precious in the old usage. Mala- 
chite and labradorite could be in- 
cluded in this group. 

orphanus. A _ stone of the imperial 
crown of the Holy Roman Empire, 
described by Albertus Magnus, and 
believed to be an opal. 

Orpin Palmer diamond. A 117% ct. 
diamond found in 1902 in the Vaal 
River estate. 

orrery. A mechanical feature of a 
clock which shows the motions of 
the bodies of the solar system, all 
moved by gearing, some orreries 
having the planets, etc., repre- 
sented by hands on a dial; some 
arranged as models of the bodies 
themselves shown in their relative 
positions at any time. Orreries of 
greater or less completeness have 
for centuries been made on public 
or architectural clocks; and some- 


times as features of domestic 
clocks. 
orthite. Allanite. 


orthoclase (or’tho-klase). The potash 
member of the feldspar group ap- 
parently crystallizing in the mono- 
clinic system. See MICROCLINE. 
Orthoclase has a number of gem 
varieties: adularia, sometimes a 
moonstone variety; sanidine, a 
colorless to yellowish transparent 
variety; and some sunstone. 

orthorhombic system. One of the six 














Orthorhombic crystals; (above) 
(below) combination of forms, 
Webster. 


prism, 
topaz. 


bi-pyramid, 
After Robert 


crystal systems, this has three un- 
equal axes, at right angles to each 
other. A building brick would be a 
typical shape for a simple crystal 
of this system. Several gems 
crystallize in it, topaz, chrysoberyl 
and peridot, for example. 
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On the Fighting Fronts, it’s youth and vigor . 
on the Home Fronts, it’s skill and experience 
. the right combination for VICTORY. Here 
at Wadsworth, master machinists, long skilled in 
precision work, are proud of their aca. 





output of War Materiel. In addition, WADS- 
WORTH quality and craftsmanship is main- 
tained in the production of Watch Cases for our 


Armed Forces. 


Wadsworth 





THE WADSWORTH WATCH CASE CO., 


FOR JULY, 1943 


INC., DAYTON, KENTUCKY 
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A JEWELERS’ DICTIONARY 
(From page 66) 


orthos. The name which has been 
suggested for a transparent gol- 
den-yellow orthoclase from Itron- 
gay and Fianarantsoa, Madagas- 


car. 
oscillation, center of. See PENDULUM. 
osmium. A hard, white metallic ele- 


ment of the platinum group, pos- 
sibly the heaviest element known. 
Specific gravity 22.4 to 22.6; melt- 
ing point about 2700° C.; chemical 
symbol Os. In the massive form it 
is highly resistant to corrosive 
agents. It can serve as a hardener 
of platinum, but is rarely so used 
because when heated it forms a 
volatile and poisonous oxide. Its 
alloys, some of which are extremely 
hard, are used to tip pen points 
and_ the like. See PLATINUM 
GROUP; IRIDOSMINE, : 


osmiridium. See IRIDOSMINE. 
Otto Borgstrom diamond. A 121% 
ct. diamond found in the Gong 


Gong diggings in September, 1907. 

ounce, Troy. A unit of Troy weight, 
which is used for weighing precious 
metals. The ounce contains 20 
pennyweights each of 24 grains. 
The Troy pound contains 12 
ounces; but quantities of precious 
metals are customarily expressed 
in ounces, however great’ the 
amount. 

outer case. The protective case in 
which watches prior to modern 
forms were carried; the movement 
was in an inner case pierced with 
the key-hole, and sometimes with 
ornamental open-work, particularly 
on repeaters. See PAIR-CASE. 

outer diameter. The full diameter of 
a gear wheel or pinion; differen- 
tiated from the pitch or acting 
diameter. See ADDENDUM; DEDEN- 
DUM; GEARING. 

out-of-action. See OVERBANKING. 

out-of-angle. A term used by escape- 
ment adjusters in watch factories, 
indicating that the fork moves an 
unequal angular distance beyond 
the line of centers on the two sides 
of the line, with the escapement 
banked to drop-lock. See all defi- 
nitions beginning with FORK. 

outside drop. The angular distance 
traveled by an escape wheel from 
the instant of the release of a tooth 
from the L pallet stone until 
another tooth comes to rest on the 
R pallet stone. See DROP; LEVER 
ESCAPEMENT. 

overactive compensation. See OVER- 
COMPENSATED. 

overbanking. A faulty condition in a 
lever escapement, in which failure 
of the guard or safety-action al- 
lows the fork to pass over to the 
wrong side of the line of centers; 
then the roller jewel, instead of 
entering the fork-slot, comes to 
rest against the outside of one of 
the fork-horns, stopping the watch 
instead of unlocking the escape- 





68 


wheel for the next impulse. The 
correction of the fault is to 
lengthen the dart in double roller 
escapement, or bend the guard pin 
toward the roller edge in single 
roller escapement. See GUARD AC- 
TION; LEVER ESCAPEMENT; REBANK- 
ING, 

overcoil. The portion of the outer 
coil that is bent up- 
ward and _ formed 
into a_ terminal : 
curve in a Breguet \ 
hairspring. See |. } 
BREGUET HAIRSPRING; \\___/ / 
HAIRSPRING, 

overcoiling tweezers. 
Tweezers with tips 
one of which is in 
form of a concave 
arc, the other tip a convex arc fit- 
ting into the concave one, for bend- 
ing terminal curves on overcoils of 
Breguet hairsprings. See BREGUET 
HAIRSPRING: OVERCOIL. 

over-compensation. In adjustment 
of a watch to temperature, a con- 
dition in which the watch would 
gain time in heat, and lose time in 
cold. This is due to having too 
much weight, too many screws, or 
too-heavy screws, in the balance 
rim near the cuts in the balance 
rim; and the remedy is to move 
some of the weight (for example, 
two opposite screws) to positions 
away from the cuts in the balance 
rim. See UNDER-COMPENSATION. 

See REBANKING. 

overrunning. In a chronometer or a 
duplex escapement, a fault in 
which two of the escape wheel 
teeth may pass through the escape- 
ment during one vibration of the 
balance, caused by faulty adjust- 
ment of drop of teeth on impulse 
pallet. 

oversize. A trade term applying to 
watch repair parts sold by material 
dealers, in which some dimensions 
are greater than standard; _in- 
tended to be reduced in size to ob- 
tain a more exact fitting to old 
parts than could be done with parts 
of standard dimensions. 

oversprung. The type of watch de- 
sign in which the hairspring collet 
is placed on the balance staff above 


———— 


Overcoil 


over-motion. 


the balance; differentiated from 
“undersprung.” 
oviform, ovoid. Silverware. Terms 


employed to indicate that the body- 
piece of a vase or urn or similar 
article is egg-shaped. 

ovo do ema: Brazilian term for water- 
worn rock crystal pebbles. 

ovolo. A round, convex border, with 
a section approximately a quarter 
of a circle. 

ounce pearls. Poor quality pearls. 

outside goods. Lot of diamonds 
bought and resold by the Syndicate 
which originated from a producer 
out of the control of the syndicate. 
They are usually river stones, often 
of irregular shape. 





oval graver. A graver of lenticular 
cross-section, used by engravers; 








[2 x a 
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Oval Graver 
not properly for lathe turning 


work. 
owl-eye agate. Eye agate with two 
similar eyes. See CYCLOPS AGATE. 
oxblood. A highly valued deep red 
shade of coral, also known as moro 
by the Japanese. 
ox-eye. Labradorite 
schiller color. 
ox-eye agate. See OWL-AGATE; CYCLOPS 


with a dark 


AGATE. 
oxide of iron. See ABRASIVE; ROUGE. 
oxidizing. A black finish applied to 


metals, either fully covering the 
surface, or as background for high- 
lighted features of a design pro 
duced by polishing off the oxida- 
tion from higher parts of embossed 
or engraved work. Oxidizing may 
be done by immersing silver or 
other metals in a solution of liver 
of sulphur (potassium sulfurated), 
or platinum chloride. 

oyster fork. A long slender three 
tined fork for individual use. 
Used when eating oysters, clams, 
shrimp, and cocktails. 


P 


paar. Pearl oyster bank on the coast 
of Ceylon. 

pack-hardening. A method for hard- 
ening a number of small steel parts 
of watches, tools, etc., at one time. 
The parts are packed in powdered 
charcoal, enclosed in a metal box; 
the whole is heated red-hot; then 
the parts are spilled into water or 
other quenching medium for hard- 
ening. Two advantages are: Avoid- 
ance of formation of scale on the 
work, and time-saving over sep- 
arate heating of a number of 
pieces. 

packing. In waterproof watches, the 
pierced washer of prepared leather 
or other substance in the pendant- 
tubing, through which the winding- 
stem passes. 

padparadscha or padmaradschah. The 
first version is the German one and 
it is especially applied to the syn- 
thetic orange or pinkish orange 
corundums. According to Herbert- 
Smith, it was adapted from the Sin- 
halese word for lotus-colored “pad- 
maragaya,” hence the second 
version. There is question whethe1 
the word has any standing as a 
name for a natural gem. 

paederos. Pliny’s leading white gem. 
presumed from his description to 
be an opal. 

(The 33rd instalment of this glossary 

of jewelry trade terms will follow 

next month. The whole work will re- 

appear in book form.) 
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R IN the jeweler’s ABC stands for ruby, the July birthstone. Source—Especially 
the Mogok tract in Upper Burma, famed for the prized “pigeon’s blood” carmine 
red; also Siam, Ceylon, Montana and North Carolina. Composition—Oxide of alumin- 


ium, colored by chromic oxide. T'raditions—Emblem of passion, affection, power and 
majesty, according to “The Magic & Science of Jewels & Stones.” “It removed obstacles, 
gave victory, and signified vitality, life and happiness,” and even to dream of a ruby 
“indicated to the business man rich patronage and success in trade, to the farmer a 
successful harvest and to the professional man elevation or fame.”’ How mounted—Small 
round and calibre-shaped rubies make spectacular effects when arranged in the popular 
shower and ribbon styles indicated above by Sol P. Kaufman, noted jewel designer, of 
562 Fifth Ave., New York. Ring, broach and earring at top of page comprise an 
ensemble, featuring these treatments. Most of these designs prove that the magnificence 
of the ruby need not be prohibitive in price. 
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- the Nathan Organization 


has merited its reputation 


as Stone Headquarters 


Through two generations this 
company has concentrated on 
the stone needs of the indus- 
try and has built its reputation 
on the consistent ability to 





meet almost any specific re- 
quirement . . . When you 
want the right stones — at 
the right time and the 
right price — come direct to 
* STONE HEADQUARTERS 


*Precious, Semi-Precious & Synthetic Stones 
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PRECIOUS STONES and PEARLS 
610 FIFTH AVE. . NEW YORK, NY. 
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Frank J. Meyer, manager of Fisher's, 
Pueblo, Colo., certainly believes ''There's 
a difference in diamonds," and through 
consistent institutional advertising makes 
the name Fisher synonymous with quality. 
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Diamond Sales— 


Built on Reputation 


D 


By GLADYS B. BURGER 








— name, so the sages said, is more priceless 


than rubies. That still holds today, only we can 
amend a little and say that a good name is invaluable 





in selling fine diamonds. 















Fisher’s of Pueblo, Colo., is a good name that has 


enjoyed a fine reputation for 44 years. Its success story 


po tat 


is eloquently brief—they simply sell more of the better Fisher's advertisements 

diamonds! appeal to the intelli- 

How? gence of diamond buy- 
ow! 


ers; customers are pre- 


First, through consistent, institutional newspaper ad sold, before they come 
vertisements. Skillful promotion in advertising links un in to look and buy. 





forgettably the name of Fisher with quality diamonds. Suality gaaMONds inhe,ig 

5 ‘ . : raithttorwany ST from ‘tion for 
/ One of a few phrases, all notable for their vivid brevity, about Pane, Pople te tn 
| : 


© tell yey ee 


is always used in Fisher advertisements. 

Every advertisement stresses the number of years 
) that Fisher’s has been in Pueblo—now 44 years. Every 
) advertisment repeats some familiar Fisher phrase, such 
as “Look For The Name Fisher’s On The Gift Box,” 
“You Can Buy A Fisher Diamond Only at Fisher’s,” 
“Ask Pueblo People Who Know,” and—most important 









The » 













best w 
. cnn ’ ¢ ‘ ° ” bey new the deaienaw 8 diamond jg 
of all There's a Difference in Diamonds. Al whe ay ™ whom you 
eet rely upon italy 


A store of quality, Fisher's insists upon quality dia dea neti of the 
as re 


monds, says Frank J. Meyer, manager, and every dia 







mond must be exactly as represented by the importer 
who sold it. 

Realizing, though, that the average retail customer 
knows little about quality gems, Fisher’s often points 


(Please turn to page 78) 


THE JEWELERS’ CIRCULAR-KEYSTON®S 


me ener geTen 


Rett whee ai 





Here's a clear-cut triumph of American ingenuity! OVAL imitation stones 
resemble gem stones so closely even experts are amazed! Birthstones in 
choice of three shapes, 12 glowing colors, .all staple sizes, made of 
special glass. Also, buff-top stones especially suited for military rings. 
They must be seen to be fully appreciated. Write for samples, prices. 


Prompt delivery assured. Sold only in wholesale quantities, 


MADE IN AMERICA BY AMERICAN CRAFTSMEN 









OVAL MANUFACTURING CO., inc 


64 West 36th Street . . . New York 


in Providence OVAL IMPORTING CO. 
212 Union Street . . . Providence, R. |. 
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Mr. and .Ars. Sproesser (center) and chorus 


Music Hobby 
Boosts Sales 


forming and leading town chorus 


wins friends for Jeweler Sproesser 








Inside the Sproesser store, which also sells musical instruments. 


NIR WILLIAM OSLER, the famous physician and 


surgeon, once asserted that ““No man is really happy 


or safe without a hobby, and it makes precious little 


outside interest 
butterflies ; 


mountaineering or antiquities 


difference what the may be — botany, 


beetles or roses, tulips or irises; fishing, 
anything will do so long 
as he straddles a hobby and rides it hard.” Laurence 


Sterne, the 18th Century novelist, devoted an entire 
chapter of T'ristam Shandy to a whimsical defense of 
hobbies. And A. Edward Newton, the famous American 
book collector, was most emphatic in the matter, advis 
ing the cultivation of not one, but “a pair of hobby-horses 
that can be ridden in opposite directions.” 

Since a hobby is generally considered as that which 
the individual finds most interesting, jewelers’ hobbies, 
by and large, are usually connected in some fashion with 
their businesses. Some jewelers collect antique clocks, 
for example, and exhibit them occasionally in their shops. 
Others collect-replicas of fabulous gems and exhibit 
them in much the same manner. Still others engage in 


In each case 


lapidary work or intricate watchmaking. 
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the hobby acts to a certain extent as a means of creating 
good-will. 

Many jewelers, however, have outside diversions far 
removed from the jewelry business sports, philately, 
photography and the like. While to them it may seem 
rather far-fetched to suggest that they develop good-will 
for their store through their hobby, in actual practice 
such an avocation is an extremely effective means, since 
the public is far less likely to assume that everything 
the jeweler does is “just an ad.” 

An excellent example of how a hobby originally un 
related to the jewelry business has created good-will for 
three generations, is afforded by the W. C. 
Co. of Watertown, Wis. 

In 1856, just eight years after the Wisconsin territory 


Sproesser 


became a state, W. D. Sproesser opened a jewelry store 


in Watertown. In addition to being a jeweler, Mr. 
Sproesser was an accomplished flutist and spent much of 
his spare time playing the instrument with the enthusi 


His son, W. D. 
Sproesser, Jr., inherited his father’s love for music and 


astic approval of his townspeople. 
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No meeting in recent years has been of such vital interest to 
you as the forthcoming August Wartime Conference of the 





National Retail Jewelers Association. Current problems brought 
about by scarcity will be discussed. All angles concerning sub- 
| stitute materials will be presented. New light will be shed on 





successful operation under wartime conditions. The speakers 
have been carefully chosen from government agencies and the 
| industry, and the program will be interesting, forward-thinking 

and practical. The aim of the Wartime Conference is to be of 
‘ real help to you in your future planning. And the aim of The 
\ Waldorf-Astoria during your stay is to make your visit de- 
lightful and worth while in these unsurpassed accommodations. 
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VON 





PARK AVENUE + 49TH TO 50TH +» NEW YORK 


FOR JULY, 1943 
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became a trumpeter with the Union forces during the 
Civil War. At the close of the war he returned home and 
organized the Watertown Cornet Band, which became 
famous locally and through numerous concerts afforded 
the younger Sproesser contacts with future customers. 

By i886 the Sproesser store was one of the finest 
jewelry stores-in Wisconsin and did a thriving business 
due, in a large degree, to the musical interests of the 
founder and his son. In that year Sproesser Jr. took 
his 16-year-old son, William, into the business. The 
musical heritage was continued in this generation, too, 
for while the father continued his cornet playing, young 
William became an accomplished pianist. 

Today, at the age of 71, William Sproesser still car- 
ries on his business and likewise continues the Sproesser 
musical hobby. Like his father, he too organized a musi- 
cal group, the Watertown Male Chorus, consisting of 
35 voices. Rehearsals are held in a room over the Sproes 
ser store and at recitals the local auditorium is invariably 
packed with people who come from miles around to hear 
the group. Mrs. Sproesser, also musically inclined, ac- 
companies the chorus so that the enterprise may truly 
be considered a family matter. 

Good-will obtained through band and choral concerts 
was not the only advantage of the Sproesser musical 
hobby; it provided, in addition, a new department which 
further enticed customers to the jewelry store. Many 
years ago the Civil War Sproesser, as a result of the 
interest created by his cornet band, installed a music 
department. This was continued and expanded by his 
son and in the era when “talking machines’ and pianos 





were the rage, the store became musical headquarters for 
the area. As a pianist, William Sproesser had an excel- 
lent advantage as a salesman since he could sit down 
and demonstrate his wares in a thoroughly competent 
fashion. Band instruments were also added to the stock 
and with the advent of radios and radio-phonographs, 
these, too, were sold, along with sheet music and records. 


The enormous value of this music department, fruit 
of the Sproesser hobby, is immediately apparent. Per 
sons dropping in for sheet music, records, violin strings 
and the like (all fast turnover items), are constantly 
exposed to the stock of jewelry in the store. 

Many people who would not normally be jewelry 
buyers, when thinking of a gift suddenly recall some 
thing they casually saw at Sproesser’s a few days before. 

Others, merely intent on purchasing sheet music or 
records, are reminded of an approaching birthday or 
anniversary by the jewelry display and make a purchase 
forthwith. 

Young people, not normally given to frequenting 
jewelry stores, make the music department their head 
quarters because of their fondness for popular music, 
and eventually become interested in the jewelry dis- 
played in the front of the store. 

For various reasons, because of their interest in music 
and the presence of such a department in the store, 
many customers are attracted who might otherwise never 
have considered buying jewelry. 

Thus the Sproessers’ hobby of music is an eloquent 


salesman for jewelry, watches and silverware. 
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Emerald Gut and Marquise 


DIAMONDS 
STAR SAPPHIRES 


RUBIES * STAR RUBIES * SAPPHIRES 
CAT'S EYES * EMERALDS ¢ PEARLS 


We have a large stock of Precious Stones,—mounted and unmounted from 
which to make your selection. Let us cooperate with you on your special calls. 


We are in the market for Diamond Jewelry and can offer good prices ¢ 


or large pieces which your customer may desire to dispose of 














Jerome Richheimer 


608 FIFTH AVE. NEW YORK 





DIAMOND SALES BUILT ON REPUTATION 
(From page 72) 


out in advertising, “The best way to know a diamond 
is to know the dealer from whom you buy it. All who 
do not qualify as experts must rely upon the integrity 
of the tradition for 
qiality and intrinsic worth, a 44 years’ tradition for 
in description, and 


dealer. Fisher diamonds bear a 
careful 
trustworthiness.” 

“Ask Pueblo People Who Know” has been the regu- 
larly featured slogan in the weekly Fisher advertise- 


representation, accuracy 


ment in Air Scoop, official paper of the advanced air 
base at Pueblo. 
for a diamond promotion to the military trade. 


Fisher's uses this medium exclusively 
These 
advertisements, averaging 1 column by 6 inches, are in- 
stitutional in appeal, as are most of Fisher’s diamond 
advertisements. The headlines are appealing in their 
romance-minded yet the 
of the copy is in keeping with Fisher traditions. 

Mr. Meyer 
even before the 


timeliness to soldiers, prose 

When a diamond customer enters Fisher’s, 
feels that 
tomer has seen a stone. 


a sale has been made, cus- 
He believes in appealing to 
the intelligence of the customer who wants to buy a 
diamond. One 


time, and the sale of a quality diamond to a quality 


does not buy diamonds often in a life- 


customer by a quality store requires a special brand of 
The 


diamond from the 


psychology. customer, already desiring a Fisher 


“education” in diamond buying ac- 
quired through Fisher advertisements, must now be sold 


the diamond. The actual sale must represent more than 


a profitable transaction. It must establish a permanent 
basis of trust and satisfaction. 

A psychologist as well as a diamond expert, Mr. 
Meyer understands the unhappy complications that can 
arise when a customer is sold a diamond he really can- 
not afford. 

For that reason, Mr. Meyer always asks the customer 
the considered price range for the diamond desired. To 
display first the most expensive diamonds, and then 
work down to the customer’s established price level not 
only takes precious time, but is an anti-climax that 
disappoints and frustrates the customer. It is foolish, 
Mr. Meyer says, to show $1,000 diamonds to the customer 
who can only afford one that costs #250. From the 
standpoint of the customer, it is even more foolish to 
buy a diamond he knows he can’t afford and plunge 
into debt for it. The will never be satis- 
customer will blame the 


heavily sale 
factory, and the 
dealer for his financial entanglements. 

So after finding out the price range, 
within it in the shows. However, if he 
knows the customer well and knows he can afford a 
better diamond, or if the customer has no fixed idea as 
to how much he wants to spend, Mr. Meyer then suggests 
a price range that he thinks will be in keeping with 
his customer’s financial standing. 

In the privacy of Fisher's secluded diamond room, 
he lets the customers sell themselves. Like a wise parent 
guiding a child, this expert who really knows diamonds 
no tricks and 


eventually 


Mr. Meyer stays 


merchandise he 


proves he knows people too. There are 
no subtleties used in diamond sales at Fisher’s. The 


customer, usually convinced beforehand of the quality 








TO: 


Mr. A. A. Bloom 
Enroute, U. S. A. 


FROM: 
Jean Ritz-—Woller 


SUBJECT: 
Goods available 


Don't show loose precious or semi-precious stones. 


Even the fine 


retailers we have been doing business with for years are experi- 
encing great difficulty in securing satisfactory materials and 
skilled jewelry craftsmen in making up salable pieces. 


You know we had the foresight to mount a large percentage of our 


loose stones. 


of moderate priced 14 K precious stone pins, 


You will receive daily shipments of our new line 


samples of which 


sold so readily on your last trip. 


HERE ARE A FEW ADVANCED SKETCHES OF NEW ITEMS- 


you may still offer your clients an ample selection of: 


RINGS--Star Sapphire, 
Topaz, etc. 


Ruby, Emerald, Opal, Aquamarine, 


Amethyst, 


PINS-—Our regular line as well as new items you will receive. 


EARRINGS--This line being expanded. 
220 W. 5th St. 


JEAN RITZ-WOLLER CO. 


New goods on the way to you. * 


LOS ANGELES, CALIF. 
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Deliver us from evil 


BUY WAR BONDS 


THIS SPACE IS A CONTRIBUTION TO AMERICA'S ALL-OUT WAR EFFORT BY 


KUSHNER & PINES, INC. 


Makers of Distinctive Mountings — Refiners of Precious Metals 


21 West 46th Street New York City 
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G , | | and worth of any Fisher diamond, feels that there is 
E no question of the truthfulness of any statements made 
M | to him. This confidence is never abused. Never is a1 

| , 


attempt made to “high pressure’’ the customer into : 
| speedy sale. 


| Fisher’s sells diz 1s ly to diamond customer: 
DIAMOND PAPERS OR JEWELERS SUPPLIES | isher s Sé€ S dadlamondas on 5 oO ¢ 1 onc customers 


| If a customer has come in to buy a watch, the salesma 





| doesn’t say. “When you're done, come back and look 





| at some fine diamonds I just received.” Perhaps th 
| customer might look at the diamonds to accommodat: 
| ‘ , , ‘ , 
| him. It is possible he might become interested and even 
| buy one, but Mr. Meyer believes that the more probabk 
ec: === Bowe. 


| result would be merely an irritated customer. Fisher’ 
WAR BONDS & STAMPS 





| have impressive sales figures to prove the correctness 
| of their belief that most people know what they want 





and appreciate a store’s thoughtfulness in treating them 





as intelligent buyers. 





Another outstanding policy that reaps a_ golder 





If you must buy European or Domestic Papers, 





harvest of diamond sales is the friendliness of the store 







Wallets, Cotton, Tweezers, Diamond Cutters’ | atmosphere. Some quality jewelry stores with their 
| eyes exclusively on the “carriage trade,” have adopted 

' . . . . o . . 
Cement, etc., buy them from us and we'll buy | a snobbish viewpoint that is frightening to newcomers 





snore Gieinds end Stamps. and the people from “the other side of the tracks. 





Fisher's know that fine feathers do not always make 





fine birds, and that the most unprepossessing individual 


Write for Catalog, Samples, Prices sometimes has more money to spend than an individual 
of highly prosperous appearance. Any customer who 





















enters Fisher’s, no matter how he is dressed, receives a 


INC. real and hospitable welcome. 
9 W. 45th St., NEW YORK Summing it up, Mr. Meyer advises these points as 
* 


helps in building a profitable volume of quality diamond 
LARGEST DIAMOND SUPPLIES OFFICE IN THE WORLD 











sales: 
* 1. Make your name and reputation synonymous with 
quality. 
| 2. Develop and emphasize advertising slogans that 
| will be as well remembered as your name. 
| 3. Educate your customers through your advertising 
| that diamonds are different, and that you carry the best 
for the price paid. 
t. Keep the precious confidence of your trade with 
transactions that earn that trust. 
5. Sell the customer the diamond he wants at the 
price he can afford to pay. 


GROUNDWORK FOR POST-WAR SELLING 


(From page 55) 


of jewelry to a degree that would be impossible for 





any one jeweler working alone. If that result could be 





| 
| 
| accomplished, the benefit would be two-fold—it would 
| help jewelers through the difficulties of the present, and 





even more important, it would lay a solid foundation 





for substantial and lasting business when the war is won. 
LeRoy’s felt that the people best qualified to contact 
the other jewelers would be the newspapers. They had 







reason to want the idea adopted because it would prob 





ably mean more advertising for them; they already had 


specialists. in the sale and purchase of exceptional pieces contacts established with the various stores; finally, 


their motives in promoting the idea would be less likely 





to be questioned by these other jewelers than might be 


the case if the idea were suggested by a competitor. 
‘Harold Cohen 620 FIFTH AVENUE, NEW YORK 





Because LeRoy’s are large users of newspaper space. 
it was not too difficult for them to “sell” the newspapers. 
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reer? 


After that it was clear sailing. Jewelers quickly saw 
the possibilities of the plan and took it up wholeheart 
edly. 

Instead of just featuring this or that specific item 
of merchandise, jewelers’ advertising began to hammer 
on the idea that whatever the occasion, jewelry is the 
ideal gift. Not only Christmas, but Valentine's Day, 
Easter, Mother’s Day, Father's Day were all consis- 
tently promoted as gift occasions—always with tiv 
accent not on this watch or that ring, but always on the 
jewelry store at large as gift headquarters. 

The 
Jewelers found that not only were they building public 


results were a pleasant surprise to everyone. 
acceptance and prestige, but that immediate sales were 
ry’ 

rhe 


happy over their increased advertising linage, and were 


far beyond their expectations. newspapers were 
ready for further suggestions. The “shopping columns’”’ 
in the metropolitan dailies have, for long, been the exclu- 
sive stamping grounds of the department stores. LeRoy’s 
induced them to feature jewelry in these columns not 
only during the gift season, but all through the year. 
Items played up were not just from LeRoy’s but from 
all the participating stores, with their names mentioned. 

These shopping columns carry a lot of influence, not 
only in the direction of increasing sales of the featured 
items, although many of them are sold because they 
were featured, but even more in the creation of a wide- 
spread interest in the general type of merchandise that 
is featured, and the creation of a lasting demand through 
the endorsement of the fashion writers who sign these 
columns. 

Then the newspapers of their own accord went a step 
farther by including jewelry in their own promotional 
announcements, with such copy as 

“Make your Easter gift this ycar a tangible token 
of affection. As a remembrance of enduring beauty 
it will reflect your thoughtfulness throughout the 
years. The announcements of local jewelry stores 
appearing in The Evening Herald and Express will 
serve you as dependable guides in the selection of 
Easter gifts.” 

The combined effect of all these approaches, continu 
ally repeated, has been to make Los Angeles more 
jewelry-conscious, more inclined to think of jewelry first 
when a gift is to be purchased. Los Angeles jewelers 
believe that their colleagues in other parts of the United 
States, working in the same way toward a common end, 
can likewise make their publics realize that the finest 
gifts for any occasion may be obtained from their local 
jeweler. 


FOR GOOD DISPLAY, DON'T OVER-TRIM 


(From page 57) 


not be identical in background and trimming, but they 


should both be part of a general color scheme,” he 
argues. 


Window displays are changed every week at Bigelow 
Kennard’s, but the background color setting Mr. Krone 
leaves the same for several weeks. He has four windows 
to trim-—two in front and two at each side of the en 
trance. 

For the Easter windows this year, Mr. Krone chose 
a background of aquamarine. He varied the color effect 
in some of the windows by the use of a pink globe in 


FOR JULY, 1943 












ALTON 


Mitehe oh the Samm, 


Because of conditions over 
which we have no control we 
are not able to guarantee deliv- 


ery of ALTON watches. How- 
ever. all ALTON watch orders 





will receive our best attention, and we will 
supply whatever possible. 

We urge our customers and friends to be 
patient with us during this uncertain period, 
until we are again able to fill all orders com- 
pletely and promptly as in years gone by. 


W. & G. DIAMOND RINGS AND SETS 





in 146 


gold 
Solitaire has two side diamonds and 


yellow gold Matched set yellow 


Matched set in 14K 
Solitaire has two side diamonds and 


25 Carat center diamond. Wedding 15 Carat center diamond. Wedding 

ring has five fine diamonds ring has five fine diamonds 
Grade Grade Grade Grade 
A AA A AA 

D858—Set—Retail .$197.50 $218.25 D870—Set—Retail .$131.25 $146.25 
Keystone Price 158.00 174.50 Keystone Price 105.00 117.00 
D859—Solitaire— D871—Solitaire— a 

Retail 153.75 174.50 Retail 87.50 102.50 
Keystone Price 123.00 139.50 Keystone Price 70.00 82.00 
D860—Wedding Ring D872—Wedding Ring 

— Retail 45.00 —Retail 45.00 
Keystone price 36.00 Keystone Price 36.00 


Prices and quality of W. & G. Diamond 
Rings and Sets are the same as in 1941— 
no advance in price, no reduction in quality. 


SEND FOR THE W&G DIAMOND CATALOGUE 
FOR READY REFERENCE 


Weksler & Goodman. Ine. 


Distributors of Keystone, “tar, Belove. an! 
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the overhead spotlights, casting a softer glow over the 
display. 

This was particularly flattering to the silver which 
was arranged in one of the sidewalk windows. It was 
exhibited on cylindrical standards covered with pink 
fabric and of different heights, the display building up 
a silver tea service. 





to a peak of interest in the center 
Branches of pussy-willows, tied with a wide ribbon of 
pink and white, with a faint touch of blue, added a 
note of spring, but left the emphasis still on the mer- 
chandise in front. 

Background colors should be soft, as a general rule, 
the decorator explains, although with metals it is possi- 
ble to use stronger tones. Mr. Krone is particularly 
skillful in the use of artificial flower sprays for a color- 
ful background touch. It may be a_ natural-looking 
cluster of nasturtiums suspended in just the right spot, 
or a branch of apple blossoms. Some of these sprays he 
buys made up; others he assembles according to his own 
design. 

One window setting which drew especial applause 
recently combined spring yellow with celadon sea-green. 
The decorator produced a note which someone passing 
It said, “Many 


compliments on your windows,” and was signed by a 


by had left for the window dresser. 
man—-a stranger to Mr. Krone, but evidently someone 
who admired the windows sufficiently to stop and say 
so. 

People often go out of their way to let the store know 
how much a certain window appeals to them. The 
more usual form of appreciation, however, comes by way 





of the cash register, so to speak. A display of china 
flower arrangements a few weeks ago brought many 
customers inside. “In fact,” Mr. Krone said, “I think 
window display is one of the best mediums of advertis- 
ing. You can trace more direct sales from it than from 
any other source.” 

Diamonds hold a good share of the spotlight in most 
jewelers’ windows these days. Bigelow-Kennard’s is no 
exception. In fact, the store recently ran a series of 
advertisements calling attention to their diamond win- 
dow from which the customer could easily make his 
selection before coming into the store, the price being 
clearly indicated on each ring. This advertising-window- 
display tie-in brought prompt and gratifying response, 
particularly from boys in the service. Many not familia” 
with the city took advantage of this invitation to window 
shop. 

As for ideas, Mr. Krone says he almost picks them 
out of the air. An idea may occur to him at the theater, 
or a lady’s hat may suggest a new notion for a window. 
Then again, he may build a whole display around a 
particularly artistic spray of flowers or a bit of fabric. 
Occasionally, he says, he sketches the design on paper 
before he executes it, but more often he carries the idea 
in his head. 

Bigelow-Kennard carries a variety of ‘‘allied” mer- 
chandise, including china, leather goods, luggage and 
lamps. This calls for a versatile decorator, particularly 
when it comes to luggage, which Mr. Krone admits is 
the hardest of all to adapt to window display. 

The construction of the windows has much to do witb 














quality and excellence to which we have 

steadfastly adhered is best exemplified in our 
distinctive trademark. It represents, not only our 
name, but the fine merchandise which we design and 
make. QL GQ We look forward to the end of this war 
and the resumption of normal living, at which time we will 
again be in a position to serve everyone with our complete 


and interesting line of Church Rings and Jewelry. 


Member American Gem Society 
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effective display. Fortunately, when Bigelow-Kennard 
moved from downtown to the new building which it now 
occupies on Boylston St., he had a major say-so.in its 
re-modelling. In designing the windows, he was _ par- 
ticular that they should be high enough from the side- 
walk and small enough for the most advantageous show 
ing of small merchandise. 

“I wanted to bring these windows up to eye level,” 


‘ 


he related, “so that they would be appropriate for the 


display of jewelry. Many windows are too low for 
small scale merchandise.” 

He also insisted that the windows should not be too 
high and thus detract from their artistic effect. The 
two street windows are 3 feet 6 inches above the side 
walk, 6 feet long and 4 feet high. The side windows by 
the entrance are 8 feet by 4 feet. 

These may be illuminated by two top spotlights and 
also by long fluorescent lights, which may be used with 
the spotlights or separately. 

In addition, there are two shadow box ‘“‘windows’’ 
just inside at each side of the door. These have no 
glass and are recessed in the walls, furnishing opportu- 
nity for pleasing displays to draw the attention of 
customers entering or leaving the store, and proving 
that Bigelow-Kennard gets its window shoppers both 


coming and going. 


PAY ME—OR ELSE 


(From page 62) 


illegal. In fact, the use of postal cards demanding the 
payment of money is expressly made illegal by a Fed- 
eral statute covering postal regulations. The reason is 
obvious. Even a debtor is entitled to privacy about his 
financial situation. To put such a demand on a postal 
card where it may be read by the world amounts to 
attempted blackmail or extortion and the offense is com 
mitted when the post card is mailed, whether it ever 
reaches its destination or not. 

A disappearing but still frequently used device to 
effect collection is the simulated legal document. This 
dodge which has been used with telling effect upon the 
more ignorant classes of debtors, but is now outlawed 
by statute in at least 10 of the larger states, for a time 
enjoyed the widest popularity of all collection methods. 
Broadly, it consisted in main part of service on, or mail 
ing to, the debtor of official-looking papers. Generally 
the simulation consisted of a red paper seal, plus a 
notary stamp, or was headed at the top, “The People 
of the State of - ,’ or any combination of 
these and other markings. Today, not only has the 
use of these items been forbidden in many states, but 
their mere printing has been deemed to be criminally 
punishable. It is therefore advised that the most ex 
treme caution, coupled with a full knowledge of the penal 
law of the creditor's own jurisdiction, should be em 
ployed in making use of simulated documents. 

Another happy medium of collection was the use of 
collect telegrams. The creditor had very little to lose 
when sending a collect telegram, for in 99 per cent of 
the cases, it would be accepted and paid for by the 
debtor. The latter, even if he did not comply with the 
demand for payment customarily set forth in the tele 
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Fine WATCH REPAIRING 








Our shop is equipped with the latest types of 
machines, including a Western Electric Timing and 
Recording Machine. 


Specialists in repairing Chronographs, Repeaters, 
Automatics and Water-Proofs. 


We have on hand a complete line of watch materials 
for our repairs and are also equipped to make any 
part for any watch. 


MARUDO WATCH CO. 


48 WEST 48th STREET 
NEW YORK CITY 














gram, would nevertheless pay for the telegram. When 
the debtor had received a few collect telegrams, he 
usually figured that it would probably be cheaper in 
the long run to pay his obligation to the creditor. This 
method of collection has also been specifically made the 
subject of penal statutes in a number of states. Even 
if it were not, it would be obvious that it is nothing less 
than the crudest form of blackmail. 

Threats to expose credit are near the top in collec 
tion methods of questionable legality. The forms of: 
these threats may be many, but the effect seldom varies. 
This is particularly true in small communities where 
any discussion of an unpaid obligation quickly becomes 
It is almost equally potent in those 
run 


common gossip. 
areas served by credit clearing bureaus, whose files 
into hundreds of thousands and whose subscribers 
Although most debtors in large cities 
well aware that their credit is checked before they 


are 
numerous. are 
are 
sold, the courts are extremely jealous of the right of 
debtors to be free from threats to expose the condition 
of their credit. While it is perfectly legal for a sub- 
scriber to a credit service to report the status of a 
debtor's account, and while in the more liberal juridic 
tions the debtor may be made aware of the fact, such 
threats are still dangerous. Everywhere the courts have 
consistently considered it a libel and punishable accord 
ingly for a creditor to offer to sell debts publicly, or to 
make prominent display of a debt in a public place or 
to publish debtors’ names in newspapers. 

Garnishees and assignments of wages have been 
accorded a definite and secure place in our national 
economy. The use of garnishees seldom causes any difli- 


culty because it is founded upon and based on a judg- 
ment which is in turn procured after the debtor has 
had an opportunity to have his day in court. The assign- 
ment of wages, however, being a voluntary instrument, 
which is given as security for a debt, and which may 
be filed with the debtor’s employer as a lien upon the 
employee’s wages, has in many cases been the subject 
of abuse. Not until 1942, when New York State took 
the lead in requiring a creditor to comply with certain 
formalities before filing an assignment of wages with 
the debtor’s employer, and affording any interested party 
relief from the assignment, was there any curb upon 
the use of this instrument. When properly used, it is 
a wholesome and salutary aid to the raising of the 
standard of living of many individuals who would other 
wise find themselves being refused credit on all sides 
But care must be exercised in using the assignment and 
the assignee should be able to vouch for the legitimacy 
of his claim. 

In a leading case in New York, which is one from 
which many inferences may be drawn, a debtor who had 
assigned his wages sued the creditor for refusing to 
release an assignment of wages which cost the assignor 
his position. The court held that the assignment of 
wages in this particular case was a legitimate one, but 
indicated in its dictum or comment accompanying its 
decision, that if the assignment of wages had been 
based on fraud or misrepresentation, its decision hold 
ing the creditor blameless might well have been dif 
ferent. 

What, if can be visited upon a 


any », consequences 


creditor for violating any statute which may cover one 
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No. K/20 Keystone No. K/21 Keystone 
List $33.50 List $74.00 
, , 5 Fine Diamonds 7 Fine inmonds 
No. K/26 Keystone List $200.00 14 Kt, Yellow "Gold ‘8 a ee wi 


27/100 Ct. Diamond 
14 Kt. Yellow Gold Wedding Ring Set 
Cut Enlarged to Show Fine Detail 


Three popular numbers from the comprehensive line of 
diamonds and mountings shown in the Allen Catalogue. 
Many designs not shown are in stock as a result of our 
volume purchases during the past two years. Whatever your 
diamond requirements Allen can supply you. Hundreds of 
other available items are shown in the Allen Catalogue or 
are in stock. 





We invite your inquiries for all jewelry store merchandise. 


BENJ. ALLEN & CO., 


SILVERSMITHS BLDG. 
10 Se. WABASH AVE. 


INC. 


CHICAGO, ILL. 
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To all my friends: 


After 35 full and active years in the manufac- 
ture of watch cases and jewelry, I have decided 
to retire from the firms of D. Ornstein and 
Sons, Inc., and Dorsons Jewelry Co. My inter- 
ests have been taken over by my sons, Bernard 
and Irving; aside from this, there will be no 
changes in the policy, the management and the 
efficiency of these firms. 


We—my sons and I—are proud of the work we have 

done and the reputation we have built. It is 

with complete confidence that I leave my sons 

in charge, certain that they will always live 
~ up to the high standards that we together have 
established. 


From now on, I will no longer be active in the 
business, but my advice and counsel will be 
available at all times. 


I cannot express adequately my appreciation to 
my friends in the industry: it has been their 
encouragement and Support.that has contributed 
to whatever success I may have achieved, par- 
ticularly during the last eight years. For my 
sons, Bernard and Irving, I ask for the con- 
tinuance of this confidence, knowing full well 
that it will never be misused. 


I extend personal greetings to all of you. 


Sincerely, 


Zany, 












FOR JULY, 1943 


or more of the acts described above, if that act is illegal 
in the jurisdiction of the creditor? An indictment for 
blackmail or extortion might be brought in. In those 
jurisdictions where some of these specific acts listed 
above have been defined as misdemeanors, criminal 
prosecution and punishment may follow. At the very 
least, the creditor leaves himself open to the payment 
of substantial damages. These damages may arise be 
cause of loss of employment, as in the case described 
above, for it is well known that many employers refuse 
to be bothered with the details of bookkeeping caused 
by assignments of wages. 

In addition, the injury to the debtor may actually be 
physical. It is common knowledge that many people 
undergo mental distress from the weight of their finan- 
cial burdens, and that this mental strain can develop into 
a physical illness is a proved medical fact. Many courts 
have therefore held, within the past few years, that a 
creditor, who, with knowledge of the mental suffering 
being endured by the debtor, duns him in such a fashion 
as to amount to a degree of extortion, thus causing physi- 
cal illness, is liable for both compensatory and punitive 
damages if the creditor, with knowledge of the already 
existent suffering and of the result which his own acts 
would produce, succeeds in making the debtor physically 
ill. That damages have not been recovered in more 
cases is due only to the difficulty encountered by the 
debtor in proving the connection between the creditor's 
actions and his own illness. 

This article is not intended to be an educational thesis 
in law, nor is it meant as a suggestion that collection 


methods be completely made over. It is intended only 


as a guide post to steer you away from possible trouble. 
To that portion of the retail trade which has never used 
any of the collection methods listed herein, it can be 
said that this is no time to start. To those retail firms 
that have in the past used one or more of the doubtful 
means of collecting accounts referred to in this article, 
my only suggestion is that they immediately make sure 
whether they are on safe ground. In the final analysis 
however, careful checking of credits will obviate the 
necessity for harsh collection methods. Then the moral 
of this article, if any can be found, would be the follow- 
ing little jingle: 

The seller who checks credits best, 

Will probably have a good night’s rest; 

While he who gives his goods away, 

Will never make his business pay; 

And if your debtor turns and tosses, 

Your ledger will be full of losses. 


ALL WORK AND NO PLAY? 


LEADERS ARE getting worried about the all work and 
no play program of many executives, for it is found 
that those who bear heavy responsibilities need to let up 
lest they crack up. Check over this brief list and mend 
your ways—it’s simple self-preservation and means you 
can do more for your country when well than when over- 
strained: unlimited working hours; inefficient working 
conditions including lack of office equipment and lack of 
efficient staffs; lunches gulped at the desk; little recrea- 
tion and no vacation for the duration; hardships in 
getting to and from business; a work load out of pro 
portion to individual resistance. 
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@ Hand made sterling 
pin in spray floral and 
bowknot design costs $30 
a dozen. From an exten- 
sive new line recently in- 
troduced by M. W. Carr 
& Co., 225 5th Ave., N. Y. 


@ From a new collection 
of drop earrings, available 
in green gold on sterling 
or a combination of pol- 
ished sterling and gold at 
$6 a pair retail. Offered 
for exclusive distribution by 
Zegorav, 104 5th Ave., N.Y. 





@ Attractive 
stone-set flower 
brooch, made of 
gold-plated ster- 
ling silver, by R. 
M. Jordan & 
Co., 87 Weybos- 
set St.,  Provi- 
dence, R. I. 





@ Florentine-type pin 
of hand-made sterling 
in bowknot design with 
leaf and rose motif at 
$8.80 wholesale; ear- 
rings to match $5.50 a 
pair. J. Leo Grogan, 
Inc., 225 5th Ave., N. Y. 











PALLADIUM 


AND 


ALBADOR 


(18k White Gold-Palladium) 


Now replacing the critical Platinum in Jewelry Manufacture 





The American Platinum Works 
est. Gv) 1875 


Newark New Jersey 
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TRADE MARK 


NOW MORE THAN EVER BEFORE 


BUY FROM 
BECKEN 
AND GET 





THE 
) 


a 


BEST 


IN SERVICE-— 
IN SATISFACTION— 
IN QUALITY— 
IN PRICE. 


BE NING Oo 
29 E. MADISON STREET, CHICAGO 
DETROIT DENVER 


AMERICA'S LEADING WHOLESALERS 





















SYSTEM FOR THE LARGE REPAIR SHOP 
With watchmakers and watch repair men scarcer than 
the proverbial hen’s teeth, any system of shop organiza- 
tion that permits fewer men to do more work without 
lowering the quality of the work is worthy of attention. 
E. C. Harrington who owns a jewelry store in Laredo, 
Tex., and is himself a watchmaker and repairman of 
many years’ experience, has a system which he says does 
exactly that, and is simple and workable. It was first 
developed and used by Mr. Harrington as foreman of 
large shops where the handling of work must be sys- 
tematized, but is equally adaptable, he states, to any 
store where four or more watchmakers are employed. 
Briefly, the essence of the plan is a sort of modifica- 
tion of assembly line methods, with each man specializ- 
ing on just one operation, and then passing the watch 
along to the next man who would perform the next step. 
Watches coming into the shop for repair are given 
first to whichever one of the four men is least busy, his 
job being to take the watch down and put the parts into 
a box with proper identification. To conserve the time 
of the skilled men, all the watches then go to a girl who 
need not be a trained watchmaker, but could do the job 
of cleaning the parts. As the watches are cleaned the 
girl passes them on to the first man, who puts up the 
train. This first man does nothing else, except that he 
might sometimes be the man to take the watches down 
as explained in the preceding paragraph. 
From this man the watches go to the next one who 
would be the escapement man and work on nothing but 
When had finished 
work he passes each watch on to the next man who puts 


escapements. this second man his 
in the balance wheels. 
As the third the 


wheels he passes the watches along to the fourth man 


man finishes putting in balance 
who makes a general inspection and whatever final ad- 
justments are needed. From him, the watches go to the 
shop foreman who makes a final inspection and O.K.s 
the work for delivery to the customer. 

Such a system not only provides for the maximum of 
work to be put through a shop with the minimum of 
labor, because of the efficiency of specialization, but has 
the further advantage of helping to insure first class 
work, since each man is a check on the work of the per 
son who preceded him in handling the watch. 


ARGENTINA MAKES LOW-PRICED JEWELRY 

The stars and stripes are popular jewelry designs in 
Argentina, where many a girl, by wearing a clip with the 
American flag, shows that she emphatically favors the 
Allied and Pan-American cause. 

The global war has had pronounced effect on the 
jewelry industry of Argentina, the New World’s only 
neutral state. For one thing, many new small fac 
tories are making low-priced jewelry as the result of 
reduced imports from the United States, Switzerland 
and recently even from Brazil. This new industry, be 
sides serving the Argentine market, is exporting to 
Bolivia, Peru and South Africa. 

As a rule, the Argentine manufacturer simply copies 
foreign models which he formerly imported or which he 
clips out from the U. S. fashion magazines. 
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IS NOT RATIONED 


Rationing cannot restrain love of beauty — the beauty 
existing in Sterling silver which Watson silversmiths 
have re-created from the priceless designs of museum 
masterpieces. People admire this lovelier Sterling flat- 
ware, want it for their own. And though there may be 
a delay in getting Watson Sterling, the irresistible charm 
of its patterns and the perfection of its craftsmanship 
will attract many first-time customers to your store and 


hold them in ever-increasing patronage. 
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MODERN SILVER 


I be availah 


anh le after 
’ Attleboro, ‘ 


To arouse this interest and hold it continuously, 
Watson “Modern Silver with the Beauty of Old Master- 
pieces” is now being featured in a series of advertise- 
ments in Life. Need we suggest that you secure to your 
business the prestige and profit, present and future, of 
the popular favor steadily inspired by Watson Sterling 
for 67 years! Handsome displays and other aids are 
ready for you. The Watson Company, 873 Watson Park, 


Attleboro, Massachusetts. 
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WITH THE BEAUTY OF OLD MASTERPIECES 
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BILL SCHLESINGER 


Exclusive Resident Buyer 
for the JEWELRY INDUSTRY 


On the job in New York 
to secure for you... 


MERCHANDISE 
YOU NEED! 








I am now prepared to serve old friends 
and customers as a New York resident 


buying office. 


Twenty-five years in the Watch import- 
ing, Jewelry Wholesaling and manu- 
facturing field have given me a host of 
contacts . . . sources of merchandise 
you need, at the right prices. My 
quarter-century jewelry background 
pledged to your service will save you 


time and money. 


Write or telephone for details of my 
plan—available on an exclusive basis 


only. 











WILLIAM SCHLESINGER CO. 


Resident Buyer 
580 FIFTH AVENUE ¢ NEW YORK 











IDEAS... 








OULD you like to do something really refreshing 

in your window? Start now to press, in the Good 
Book, between-leaves-fashion, flowers and foliage of all 
types. Paste onto your window to form a frame with 
the center oval clear. At the back of your window set 
a mirror. On the floor between the glass and the mir 
ror, spray luxurious jewelled pieces of all types. Your 
window card then should read, “See yourself framed 
in beauty with (name of store) jewelry for the setting.” 

* * * 


Have a corNeER and a need for a new department? 
Here’s one that’s tuned to the times, especially since 
many kinds of merchandise are hard to achieve. Set up 
and advertise a “swap shop’ where people may trade 
in scarce articles: electrical appliances and fixtures, 
alarm clocks, typewriters, etc. A Terre Haute, Ind., 
| department store retains 10 per cent of the sale price as 
a service charge and delivers the other 90 per cent in 
war bonds. Business is bustling and that store receives 
lots of praise for its patriotic approach. 

* * * 

Here’s a tip on troubles. A wise partnership—ahus- 
band and wife in business for many years—pass on the 
belief that it is a mistake to break bad news-of any kind 
to employees at the end of a week. Employees then get 
together with friends and relatives over Sunday and 
chew over the news, spreading their troubles and gen 
erally working themselves up until they’re really sore 
by Monday. Given out early in the week, bad news has 
a chance of being ‘digested philosophically” and by the 
end of the week hasn’t much chance of being the choicest 


conversational morsel. 
* * * 


AvuGust BRINGS a big day in the spiritual progress of 
the world—the 14th commemorates “Atlantic Charter 
Day.’’ You can make a week of a window build-up by 
writing to OWI for free “Four Freedom” posters which 
illustrate and explain the main tenets of American 
democracy and Roosevelt’s and Churchill’s agreement on 





| basic principles for the world. The “Four Freedom” 
posters are reprints of originally done paintings by 
Norman Rockwell for The Saturday Evening Post, with 
text by famous writers. Add to your window bonds and 

| stamps and a window card, ‘Make it all come true soon 

eS by buying Stamps and Bonds.” 

| * 


* * 








SEE FOR YOURSELF how many different ways you can 


| 
| use this idea first set up by Ramsay’s, Joplin, Mo. The 
store simply spread an elegant banquet lace cloth over 
a counter as if it were a table and then outfitted th 
| spread with informal units of hollow ware, gleaming 
| silver service, and appropriate china. 
. * * 


REMEMBER THE OLD-TIME vaudevillian who used to 


duce a pattern? He holds for you a simple and inexpen 


| chatter while tearing fan-shaped, folded paper to pro 
| sive trim. Take colored papers, fold as he did, tear and 
| 


then drape at the corner of a window, combining severa 
shades in a spray, use to fill in a bad corner, ete. 
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Encore! 


This little story might sound like 
a “brag” but that’s not the purpose 
of it. Our purpose is, by specific 
facts instead of generalities, to 
give you some idea of the charact- 
er of our business. 


The story might be titled “Encore Dayton!” for since our first visit there in 1917, 


we have been called back every time there was a stock or store to sell out. Proof, 
that we do our business in a way that leaves “a good taste in everybody’s mouth. 


In 1917 we bought Anderton’s in Dayton. Next we were called back to buy 
Bowers’, then Ebey’s. In the early twenties, to Dayton again, this time the Best 
store - the only store to have been established in one location for 105 years with- 
out changing hoes (Incidentally, you may be interested to know that the son 
from whom we bought the store was then 96 years old, and that the building 
which had originally cost $1250, was sold for a quarter of a million dollars.) In 
1928, we visited Dayton once more, this time to buy Newsalt’s, one of the best 





known stores of the middlewest. And since, we’ve been back twice, in 1932 the | 


Meyer store, and soon after the Sterzer stock. 


We have bought old stores like Best’s in Dayton, prestige stores like Udall & 
Ballou in New York, — stores and small ones. We think, Gordon Brothers, 
is the kind of firm, in which you too can have confidence, when and if you 


might decide to sell your stock or store. 
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CASH BUYERS OF JEWELRY STOCKS | 
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oldest and largest 


Tel. CAPitol 1728 


Always a reliable offer, usually the highest one. 


18 Province Street, Boston, Mass., 


Examples of other | 
stocks purchased | 
this year: | 
Kirchberg’s 
Chicago 
Charles Thomas Co. 
Nanticoke, Pa. 
Platinumsmiths, Inc. 
Chicago 
Charlton & Co., Inc. 
New York City 
E. M. Gattle & Co., Inc. 
New York City 


And others who asked | 
not to be listed in ads. 





















For 50 odd years 


DEE & CO. 


has served the jewelry trade 
in purchasing all kinds of 


OLD GOLD 
SILVER — PLATINUM 


filled and plated scraps, specs, 
watch cases, rings, bracelets, etc. 


Customers continue to ship their 


old gold to Dee because 


DEE CHECKS SATISFY 


Send us a lot—we can prove it 


ee ee J. 


CCCLOWMD. etal 1 
REFINERS MANUFACTURERS 


SS E WASHINGTON STREET, CHICAGO - 











GREAT POST-WAR JEWELRY MARKET INDICATED 


If victory comes within the next two years and if a 
high level of total output follows the peace, the year 1946 
will chalk up all-time record sales in American jewelry 
stores, according to a post-war market study by the 
Department of Commerce. 

The hypothetical sales picture for that year—assum- 
ing that the war and the immediate postwar reconversion 
period will be over, and that 96.5 per cent of those seek- 
ing employment will have productive jobs—includes: 

Sales of clocks and watches—$393,000,000, an in 
crease of 92 per cent over 1940. 

Sales of jewelry and sterling silverware-—$620,000,- 
000, an increase of 85 per cent over 1940. 

However, the study pointed out, there is nothing 
automatic or inevitable about the postwar market. “The 
market potential that goes with high income, deferred 
demand and accumulated purchasing power needs to be 
translated into effective demand for particular goods or 
services. 

“A peacetime level of production which approaches 
the capacity of available manpower after the war means 
a substantial increase over prewar standards of living. 
To reach this higher standard of living, consumers must 
be persuaded to buy more things than they have ever had 
before.”’ 

To a great extent, consumers’ ability to buy will result 
from a vast backlog of savings, which will total $40,000,- 
000,000 to $60,000,000,000 by the end of 1944. “Since 
the production of goods and services after the war will 
in large part create its own market, this accumulation 
of purchasing power should be more than ample to assure 
an aggregate demand for all the goods that the available 
” the study said. “In fact it sug- 
war may be to control 


manpower can produce, 
gests that the problem after the w 
a boom rather than prevent a depression.” 

The warning was given, though, that while increased 
production, such as will doubtless follow the peace, 
creates purchasing power it does not necessarily create 
the disposition to buy a specific product. Business, there 
fore, must shoulder the responsibility of translating 
purchasing power into effective demand. “This puts a 
premium on a thorough understanding of potential mar- 
kets and on forceful accurate merchandising. It means 
that costs must be at levels where people can buy and 
quality improvements must be made to create a strong 
desire for new goods.” 


WEARING NEW COSTUME LINES AIDS SALES 

Perhaps the most rapid means of getting new war- 
time costume jewelry lines into the popular bracket is 
by asking every saleswoman in the store to wear them, 
according to Ruth & Son’s Jewelry Co., Montgomery, 
Ala. 

As an example of how well this idea has worked out, 
the store carried a line of brilliant South Sea Islands 
costume jewelry made from nut shells and_ similar 
materials. Each of eight women employed by the store 
wore a different piece every day after receipt of the 
-and within one week, scores of women 
“just like the 


necklace I saw your Mrs. Blank wearing the other 


merchandise 
were coming in asking to see an item 


night.” 
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MERCHANDISE SITUATION IS ANALYZED 


(From page 59) 


passes numerous manufacturing processes. In addition 
to the preparation of the gold on sterling; there is the 
matter of riveting, the preparation of the shells, the 
steel springs, the center locket with its engine turning, 
The 


manufacturer reasons, then, that he should make an item. 


hinge, snap, etc., the assemblage and the finishing. 
which is more readily prepared—say an identification 
bracelet of sterling. This is but one of the many dozens 
It is 
safe to assume, then, that by Fall the trend of manu 


of reasons why expansion bracelets are so scarce. 


facture would be toward simpler, easier to make items. 
We might also note the interesting fact that already 
factories are making sterling jewelry in the less expen 
sive brackets, because two pieces at $6 can be manufac 
And the 


for material forces the trend in this direction. 


tured in place of one piece at $10. pressure 

Sterling Silver Flatware and Hollowware. Manufac- 
ture of these items has been so drastically curtailed that 
only a few factories in the entire industry now make 
anything at all. Consequently, they allocate merchan 
dise to their best customers, making only those items 
which are easiest to produce, reducing drastically their 
range of prices, styles and shapes, and allocating their 
goods on such a diminutive basis that only a_ few 
The this 


as well as in other segments of the jewelry business, 


jewelers are benefited. smaller factories, in 
seem to be in a slightly better condition than their 
larger brethren, because the government has not yet 
reached them for war work conversion. 

But as for prices? Well, a silver buyer with some 
40 odd years’ experience told us he would not know 
what the price of anything was! He knew what they 
should be, but as he put it, “If I need the merchandise, 
price does not matter. I am buying from firms today 
that I would not even consider a few years back.” 
concerned. 


Today's market condition is bad—for all 


{t gets worse daily. ‘To describe it as deplorable is to 
put it mildly. 

There seems to be little hope that there will be a 
return to normalcy till the war is over. But one unalter 
that the benefits of nor 


mal business in the industry will accrue to those men, 


able fact stands forth clearly 


who as wholesalers, manufacturers or retailers have 
conducted themselves as honest, reliable merchants. It’s 
not just an opinion—we can hear a growing undertone 


in jewelers’ voices now—it gets louder weekly. 


TRY A SHOW OF HANDS 


Ir YoU CAN GARNER a number of hands, suspend them 
at eye-level from the ceiling by brightly colored yarn. 
Some wrists may wear bracelets, some fingers rings, but 
all hands wear gloves and each: holds a matching hand 
bag. Bullock’s, Los Angeles, did it with much chatter 
value resulting. 

* a. * 

How LONG Is IT since you grouped together all the 
types of things you offer for wee ones? Here's a 
theme that'll tug at even the toughest heart, “Awaiting 
the touch of a little hand,” as originated by Georg Jen 
sen Inc., New York City. 


FOR JULY, 1943 
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.. to fit each indi- 
vidual watch bezel 


Watch-Craft ass 
fitting! They're “tail 
they snap in and | ly 

NO GRINDING N 
NECESSARY. Fach crystal 
sized, properly domed, tlexit 
A TRULY FINE CRYSTAI 
TER THE FINEST WAT 


WATCH-CRAFT 
Fancy Glass Crystals 


shapes 


glass 
} 


r-made”’ 


ires pertect 
crystal 


fit pertect 


@ Accurate sizes — correct 


@ Fine quality clear glass 


@ Stock control on sizes 


@ A lifetime of free crystal stocking 


information service. 


GREATER VALUE 


Write for Details. Box 7737, Chicago. 
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LONDON NEW YORK 


S. J. SHRUBSOLE 


Antique English Silver 
19-21 W. 57TH ST... NEW YORK PLAZA 3-8066 


Member of the Art and Antique Dealers’ League of America 


Old Sheffield Plate Tea Urn with Lamp 
Made in England, circa 1795 
Specialising in 
Antique silver and old Sheffield tea and coffee sets 


One of the Largest Wholesale Collections in America 





OUTSTANDING 
SERVICE RINGS 


AIR CORPS MARINES 


We are the creators of exclusive and distinctive 
designs in quality rings in a wide variety of styles. 


ENGAGEMENT RINGS 
WEDDING RINGS 


KEYSTONE JEWELRY & MFG. CO. 
64-66 NASSAU ST., NEW YORK CITY 











FOR HONEST RETURNS 
IN 


SWEEPS 
FILINGS 
SCRAP 


GOLD PLATINUM 


Refiners & 


Smelters 


PRECIOUS 


OFFICE: 


26 JOHN STREET, 
NEW YORK CITY 


FACTORY: 
BROOKLYN, N. Y. 




















CASH 


For your sample line, and odds and 


ends in 


STERLING FLATWARE 


—new or used; any silversmith, any 


quantity ; active, inactive or obsolete. 


Send for Our Offer 
We Pay Transportation 


Reference: Jewelers’ Board of Trade 


JULIUS GOODMAN & SON 
77 Madison Ave. 


Memphis Tennessee 
Julius Goodman Joseph A. Goodman 
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OF AMERICA’S MERCHANTS 
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You'll find the best answers to your 
wartime buying requirements at 
The Merchandise Mart — world’s 


largest buying center. 


Here is a vast concentration of 
Gifts, China, Glassware and Pot- 
tery, open to buyers of America 
every business day in the year! 
Here are up-to-the-minute avail- 


abilities, proving the genius of 





the American manufacturer in pro- 
ducing, in these difficult times, 


essential civilian merchandise. 


The Merchandise Mart is your 
means of continuous contact with 
sources of merchandise. Here 
your buying can be organized, sim- 
plified. Conserve both travel and 


buying time. Come to this great 


Center whenever necessary. 


THE RETAILER’S DEPARTMENT STORE + WELLS STREET AT THE RIVER 


CHICAGO 


FOR JULY, 1943 
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To reduce concentrated travel, directors of the New York, 
Chicago and Boston gift shows have cancelled these markets 
in a loyal and patriotic contribution to the war effort. 
But jewelers and giftwares managers hare a “Gift Show 
by Mail” in the next 22 pages. where leading manufacturers, 


importers and distributors show the cream of their collections 
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Tore 
225 FIFTH AVENUI 


NEW YORK CITY 


. TREET 


FOR JULY, 1945 





NEW 
Giftwares 








Hand-made pottery smoking sets that will lend an air of dis- 
tinction to any room. Tall boxes cost $30 a dozen for two-piece 
sets and low boxes, $39 a dozen for two-piece sets. A $25 
assortment will be sent by Mary Rodney, 225 Fifth Ave., N. Y 





These porcelain birds are 
9" high and decorated 
with a combination of 
four tropical colors with 
white. Available for im- 


mediate delivery at $3.50 Old English silver tea kettle and tray from a large 
each net. Fornari Craft- collection which ranges in net prices from $7.50 to 
ware Company, 225 Fifth $500. Sheffield and sterling pieces are also avail- 
Ave., New York City. able. Mabel MacLaughlin, 225 Fifth Ave., New York. 


"The Guardsman," an ex- 
cellent utility ashtray that 
snuffs out forgotten ciga- 
rettes, is packed four to 
a box at $12 a dozen 
boxes net. Distributed ex- 
clusively by Fondeville & 
Co., 149 Fifth Ave., N.Y.C. 





These two 6!/," vases are free hand engraved 
on clear crystal and wholesale for 80c each. 
Many other items are available in this line 
from 50c to $I! wholesale. Offered by A. 
Stanley Brussel, 225 Fifth Ave., New York. 


The illustrated pieces are authentic antiques 
selected from an extensive collection of fine 
Old World art objects on display in the show- 
rooms of Mary Ryan, 225 Fifth Ave., N. Y. 
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Set No. W14 
COCKTAIL SET 


The season’s most outstanding value. 
Eight smartly styled footed cocktail 
glasses, a Martini mixer and stirring 
rod, individually boxed, present a 


marvelous value. 


Set No. W14—$2.75 net 
F. O. B. W. Va. 








CANDY BOX 


Permanently colored in rich Cran- 
berry combined with clear crystal, 
this divided candy box with cover 


will readily resell. 7 in. diameter. 


No. 745—$7.80 doz. net 
F. O. B. W. Va. 





No. 745 


RUBEL & FENTON, 225 5th Avenue, New York 10, N.Y. 
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NEW 
Giftwares 












Dainty court ladies are the latest Goldscheider creations 
and are notable for their subtle color and perfect detail. 
$6.50 each wholesale. Everlast, 225 Fifth Ave., New York. 


Artistic Moorcroft 
Ware is vividly hand 
painted English pot- 
tery in cobalt blue and 
other brilliant tones. 
Ranging in wholesale 
price from $1.25 to 
$7.50, is available 
from stock. Price list 
on request from Ted- 
man Importing Co., 
225 Fifth Ave., N. Y. 





Birchina service trays with brightly decorated 
china plates on fine birchwood. Top tray 14" 
diameter, $2 complete; center, 16", $2.50 
complete and 20" bottom tray, $3.25 com- 
plete. Prices wholesale. Finland Ceramics & 


Glass Corp., 225 Fifth Ave., New York City. 





Interesting corks to enhance a man’s private stock. China 

birds, $8.40 a dozen; giant Brazil nut birds, $8.40 a 

dozen; and china Gremalins, $3.50 a dozen wholesale. 

One dozen is the minimum order for each assortment. 
Fanny Morse, 225 Fifth Ave., New York. 





The Nascon Mondex combines a monthly appoint- 
ment, calendar, memo and address book in a wafer 
thin vest pocket size. It has a saddle leather case 
in tan, blue or maroon; retails at $3.75. Nascon 
"At-A-Glance" Products, 60 E. 42nd St., New York. 


Antique reproductions of crystal with interior de- 
signs in pink, blue or yellow. Wholesale prices are: 
perfume bottle, $2.75; paper weight, $1.75; cigar- 
ette holder, $2; ashtray, $2 each; bookends, $8 
pair. Koscherak Bros., Inc., 129 Fifth Ave., New York. 
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A New Outstanding Achievement in American Translucent Fine China 
Ideal Ware for Jewelers’ Gift Departments ! 


Bonbon Shell—Gold Traced 5I4,""long $1.00 Each 9 Ashtray Embassy Goldcraft 4" long $1.25 Pair 
Bonbon Oak with Acorns 6 "long 00 Each 10 Cigarette Box Embassy Goldcraft 3.25 Eacn 
Bonbon Boat Gold Beads 51/4" long .25 Each 9/10 Cigarette Set—Embassy Goldcraft (Box & 2 Trays) 4.50 Set 
Bonbon = Shell Gold Top 5\/2"' long .75 Each i Sheba Jug—Goldcraft 5!/." tall 2.00 Each 
Bonbon Oak Gold Top 6 "long .75 Each 12 Swan Sugar & Cream, Full Gold 

Bonbon Leaf Gold Top 53%," long 75 Each Handles—8 oz. & 5 oz. 3.50 Pair 
Bonbon Boat Gold Top 51/4," long .75 Each 13 Swan Sugar & Cream, Traced Handles— 

Bonbon Festoon Gold Top 51/44" long 1.75 Each 8 oz. & 5 oz. 2.50 Pair 


BEST COIN GOLD USED EXCLUSIVELY PRICES NET WHOLESALE 


| 
2 
3 
4 
5 
6 
7 
8 


All items available also in floral treatments in beautitu 


tion of gift items, vases, cigarette sets and trays in so 
We urgently recommend earliest inspection o 
entire line to insure early Fall delivery. 


FONDEVILLE & CO. 149 FietH Avenue 
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New Giftwares 











"Cactus" dinnerware from the Lunning Collection. 
Caladon green and salmon motif on off-white. China 
with green amd gold border. Dinner plates, $20 a 
dozen retail. Lunning, Inc., 667 Fifth Ave., New York. 





Colorful decorations enrich the delicate translucent body 
of these cigarette sets in Concorde fine china. All the 
illustrated patterns wholesale at $2.50 per set which 
includes a box and two trays. Ashtrays alone cost $7.50 a 
dozen. Herman C. Kupper, Inc., 39-41 W. 23rd St., NY. 





A strong Chinese motif is evident in these unusual 
ceramic ashtrays and cigarette box offered in four 
rich colors. Ashtrays wholesale from left to right at 
$4.50, $3.75, and $4.50 a dozen. Cigarette box, $9 a 
dozen, Shown by Samuel Cohen, 225 Fifth Ave., N. Y. 
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Green ivy and gold bands against a pure white body 
make these vases dramatic accessories. 9!/4"" cylinder 
vase is $5; ivy drum, $5; and ivy flare vase, $4.50. Prices 
retail. From Martin-Freeman Co., 225 Fifth Ave., N. Y. 


"Glamour Stripe," 
the new Susan Bates 
knitting kit, retails 
at $7.50. Made by 
C. J. Bates & Son, 
Chester, Conn., and 
366 Fifth Ave., N. Y. 








"Bambi" with butterfly 
is one of a set of six 
appealing and lovable 
creations by Walt Dis- 
ney, shown by Paul A. 
Straub & Co., Inc., N.Y. 
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“DRESDENITE" AGAIN HEADS THE LIST FOR SMART SALEABLE 
FLORAL CENTERPIECES. Washable, unbreakable, permanent. 































Series 480 six different flowers $4.80 doz. 
Series 900 six different arrangements 9.00 doz. 
Series 1500 15.00 doz. 
Series 2400 24.00 doz. 


Series 4200 42.00 doz. 

Delivery from 4 to 6 weeks F.O.B 
B. R. GEBHARDT CO., Chicago. 
Illustrated is complete price range 
Six attractive arrangements in each 
price group. 





"ARTISTS GAME BAG"—Outstanding set of 8 
Same Bird glasses, designed by Lynn Boque Hunt 
world renowned American Sporting Artist. Boxed 
in attractive display carton. 


The set, including packing, $2.60 (minimum 6 sets). 
Immediate shipment from stock in New York. 


SUN GLO SELECTIONS 


The items shown are among our most 
saleable, and are featured, because we 


are able to offer satisfactory delivery. 


You may order by mail with confidence, 
because on all SUN GLO merchandise = ¢..4 45, $25.00 


satisfaction is guaranteed. $50.00 or $100.00 
DRESDENITE AS- 


If you plan to be in the New York market, | SORTMENT. 


we invite you to view our complete per- 
manent display. 





IT'S TIME 










TO THINK 
OF CHRISTMAS | 
Two most attractive 
numbers from our Xmas 
“CARIBCRAFT" TWO-TONE MAHOGANY hand carved and wed on py vith JUMBO 7” red candles 
hand finished. The finest quality the Island of Haiti produces settee sititiates tine a oe eRe 
No. 162B Compartment Bowl, 18" overall $6.50.ea Pras Choir boy = a No. SOI. Sante = 
No. 85B Fork & Spoon, 12" 1.00 pr with candle 12 nt. with cance 1U 
No. 162 Compartment Bowl, 16'' overall 3.50 ea. $18 3.00 doz, {min. | doz.] $ 5.00 doz. (min. | doz. 
No. 172 Round Nut Bowl, 12"' diam. 3.75 ea. A folder of complete line will be available. Order these numbers now. 
No. 168 Celery & Olive Bowl, 16'' overal 3.00 ea iin sev ni aan ame | Senet folder alan. Delivery from August !st 
No. 149A Deep Leaf Bowl, 12" overal 2.50 ea } : . 


Folder of complete line will be available. Order these numbers 
now. Supplement your order from foider later. 


SEND FOR $25, $50 OR $100 CARIBCRAFT ASSORTMENT 


IMMEDIATE DELIVERY FROM STOCK IN NEW YORK. 225 FIFTH AVE. ROOM 900 NEW YORK 


FOR JULY, 1943 103 








wad Yo Rirthonll/e 
este bows yror crn 
dane 


thls. 





These are examples of "the 
newest thing in wedding 
cards," sponsored by Bigelow- 
Kennard Co. of Boston. The 
panel is tinted shadow-green 
and doing away with a cover 
saves 50 per cent in paper. 


Tinted Wedding Stationery Is News 


by PRUDENCE ADAMS 


O one is more style conscious than the modern 

bride. Yet that same modern bride sends out a 
wedding announcement styled ‘way back in the horse- 
and-buggy era. 

That is, she did until Bigelow-Kennard Co. of Bos- 
ton, spurred by the wartime paper shortage, originated 
something brand-new in the line of wedding stationery 

‘a single-sheet paper in two-tone shadow-green! 

The new stationery, which made its Boston debut 
the first of June, represents a 50 per cent paper sav- 
ing with no sacrifice in quality. The single sheets are 
accompanied by only one envelope instead of the tradi- 
tional two of other years. 

Tinted wedding stationery, startling as it may sound, 
is really nothing that “hits you between the eyes.’ The 
new “Royalty-toned” paper is entirely in keeping with 
the dignity of its purpose. In fact, for such a radical 
departure from hide-bound tradition, it’s actually con- 
servative ! 

The shadow-green tone is well-described by its name. 
It is a delicate tint of gray-green. It is set off by a 
border, three-eighths of an inch wide, with an edge of 
the shadow-green to finish the sheet. 

Three new styles of engraving have been designed 
especially for it. They are equally distinctive. and have 


been named Gainsborough, Chapel Hill Text, and 
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Rococo Script. Gainsborough is the most striking. 
Chapel Hill Text is a modified script. The Rococo, as 
its name implies, carries suggestion of 18th century 
elegance and ornamentation. 

Word of the new stationery leaked out in Boston 
before its formal debut, and several Bigelow-Kennard 
customers were so delighted with the innovation that 
they immediately placed orders even though they had 
only unfinished samples from which to choose. 

John H. Elwell, head of the stationery department, 
was largely responsible for the new paper. It seemed 
absurd, he says, when customers came in and asked to 
see ‘the newest thing in wedding cards”’ to have to show 
them something designed in 1903. It was up to some- 
one, he figured, to take the initiative and modernize this 
much-neglected line. Other lines had been styled up 
to the minute. Wedding rings have been changed in 
design. Why not the wedding announcement paper? 

The time seemed ripe. Paper shortages made neces- 
sary every possible saving of paper. The traditional 
double sheet could be continued, Bigelow-Kennard 
felt, only by resorting to a lighter weight, and there- 
fore a seemingly cheaper grade of paper. But by cut- 
ting down to a single sheet, it would be possible to 
maintain present standards. So it was decided not to 
compromise with half-way camouflage, but to come out 
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True Reproductions of Antiques 


In Artistic Colors 
Wholesale 


Gardeners (7!/,'') Chelsea, 18th Century $22.50 pair 
Hunters (7!/,"') Staffordshire, early 19th Century 20.00 pair 
Peasants (5!/."') Staffordshire, 19th Century 8.50 pair 
Cupids (4"') Staffordshire, 19th Century 7.50 pair 
Crying Children (4!/4") Chelsea, end Igth Century 12.50 pair 
Sitting Figures (5'/,"') Derby, 18th Céntury 12.50 pair 
Four Seasons (534") Vieux Paris, Circa 1780 30.00 set of four 
(replicas of mythological deities) 
Spring ‘'Flora'' Roman Goddess of flowers and spring 
Summer ‘'Ceres'' Roman Goddess of Harvest 


Autumn ‘'Bacchus'’ Roman God of wine and vintage 
Winter "'Vulcan'' Roman God of Fire 


Same Figures As Above In White and Gold 


Gardeners (7!/,"') $15.00 pair 
Hunters (7!/,"") Gentlemen Farmers 12.50 pair 
Peasants (5!/2"") 7.50 pair 
Cupids (4'') 5.00 pair 
Crying Children (4!/,") 10.00 pair 
Sitting Figures (5'/4'') 10.00 pair 
Four Seasons (534"') 22.00 set of four 


On Display at our New York Office. 
Also at 225 Fifth Avenue in the showrooms of Fanny Morse. 


HERMAN G. KUPPER, ING. 


39-41 WEST 23RD ST. NEW YORK CITY 











compromise with half-way camouflage, but to come out 
boldly with the single sheet and to give it added char- 
acter and individuality by the new two-toned effect. 

Mr. Elwell got his idea for two-toned wedding sta- 
tionery, by the way, from the two-toned gold jewelry. 
At the same time he began working out his new engrav- 
ing designs. In developing a new lettering, it is essential 
not to distort the old classical letters, Mr. Elwell ex- 
plains, but to keep them in proportion so that the final 
result will be an attractive type and not just a freakish 
one. The three new styles worked out by Mr. Elwell 
are particularly effective on the new two-toned sta- 
tionery, and, he believes, may easily lead to the setting 
of a new post-war style born of war-time necessity. 


THREE MAJOR GIFT SHOWS CANCELLED 

Cancellation of the New York, Chicago and Boston 
gift shows, normally attended by 10,000 buyers, was an- 
nounced June | at a meeting of directors of the National 
Gift & Art Association, Inc., and the Eastern Manufac- 
turers & Exporters Exhibit, Inc. 

Decision to call off the three shows followed a con- 
ference at Washington between Office of Defense Trans- 
portation officials and George F. Little and William E. 
Little, of George F. Little Management, Inc.; S. Craig 
Preston, president of the Eastern Manufacturers & Im- 
porters Exhibit; and Henry Underborg, president of the 
National Gift & Art Association. 

Announcing the suspensions, the directors of the two 
groups said: 

“While we regret that our ‘members will be deprived 










TIVE ART OBJECTS 


4" turquoise or $2.50 each. 


DECORA 


ned cornucoPlo, 


ict oa Sith gol id mane on solid blue, dubon” $2.25 pair. 
Ends, 9° i 
7/9 poe black or ig ante and coin gold on $7.50 pal 


2/29 Cormuceis. OY ite china 
oral, nd for Catalogue 


Se 
Upper half of illus.: 49/17 ‘‘Hi-hat’” Cocktail 8 col- 
49/28 a 12-0z. 8 colors, ors, crystal stem ........... $3.25 
CT "=e aaa $2.50 49/17C same all crystal........ 3.25 
bes Juice Glass, 5 oz. same as 49/12 Hiball. 14 oz., crystal with 
he. 2.15 eee 


all . 
49) tie Stem Cocktail, all crystal 3.25 49/40 Hiball, 13 oz. 8 colors.... 1.75 


129 Fifth Avenue 
106 


GIFTS of DIST 


Numerous exclusive lines are available for Fall — see the full display 
at our New York Showrooms, Fifth Avenue at 20th Street; in Chicago 
at 1520 Merchandise Mart, W. C. Owen Inc., Rep.; Los Angeles, 712 
So. Olive St., Frank Rogers, Rep. 


KOSCHERAK BROS., 





of their customary markets, at least for this season, and 
are fully aware of the disappointment this action will 


occasion to the many thousand buyers who have so 
loyally supported these semi-annual gift shows for years, 
we are convinced that our action is a necessary contribu- 
tion to the war effort. 

“It is widely acknowledged that these shows account 
for marked savings in travel but as was pointed out by 
ODT the concentration of travel within the show pe- 
riod is particularly burdensome on already strained 
transportation facilities. When the urgency of the situ- 
ation was presented to our committee we felt that as 
loyal and responsible Americans no other course was 





open to us.” 

The cancellation of the three gift shows will call for 
a revision of the selling plans and programs of several 
hundred manufacturers of these lines. The New York 
show alone normally includes exhibits from over 500 





manufacturers and importers. 

In partial compensation for the shows, the George F. 
Little Management is preparing a directory of all ex- 
hibitors normally at the three markets, together with 
notations of their lines and what goods are available 
for immediate or later delivery. These directories will 


be available to merchants without charge early this 


month. 

The transport situation and war needs will determine 
whether the shows will be resumed in the spring ; 
of 1944. 


When you make a sale, ask: ‘How Many War Stamps 
with your change?’ 





NCTION 











DRINKING GLASSES in Sets of Eight 


rye _— of illus.: i 49/2 Cocktail, 8 colors........ $1.20 

19/18 Hid. Cordial, 4 colors... .$1.75 : ; 

ba & Cordial tumbler, 1 oz. 8 : = yA or wae 1.35 
E's cho 0 +.6s GAAS 0 000 6 d ae 

49/4 Finger Bowl, 8 colors ..... 2.25 49/42 Cocktail 8 colors........ 1.20 


All priced per 8-pc. set; Special rates on quantities. 


INC. Net Vork 3) WY. 
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it's modern... but old 
exotic, thrilling, this 


walling f Morece 
y collection of 


hand crafted silver 
costume jewelry ANC 


dECORATIVE ACCESSORIES 


the highest expression 
of the art of the silversmith 


exclusive franchises 
now being granted 


spratling of mexico, inc. > 45 w. 25th st., new york 


a | 


7, 
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SELLING "JEWELRY FOR THE HOME" 


(From page 61) 


strating the sign, he pressed on the top, and it turned 
On the back, carefully typed 
plate, cup, 


over neatly in its frame. 


out, are individual-piece prices for every 


saucer, etc., in that particular pattern. “Both sides 
of the sign are valuable selling aids,” he added. ‘The 


customer who can afford only a few pieces uses it to 
figure her costs, while the customer who wants a six- 
piece setting and several fancy pieces can add them 


by simply consulting the back.” 

Sales are made directly off the shelves, while a stock- 
room back of the main store carries reserves. This keeps 
up a constant turnover, in fact, one girl is kept busy 
all day and dusting 


the china. 


long filling in gaps in the shelves, 

In the aisle center, three pyramids show all complete 
settings at a complete price—starting with a moderate 
$39.95, up to top brackets. 
complete settings have proven invaluable, according to 


The democratically-priced 


Mr. Malcolm, because of the heavy trafic of young war- 


brides and wives of service men that they bring into 


the store. “They're quite frank about wanting to spend 
only a small amount for china,” he laughed, “‘but never- 
theless they We've sold hun- 
dreds of women all four items from this modest start, 


( Ele- 


jewelry interest, and 


want a certain standard. 


and a tremendous amount of jewelry as well.” 


bash’s never forgets the primary 
works for sales from all angles.) 
Glassware, 


Tiffin 


20 patterns, found 


including Fostoria, Georg Jensen, 
and other famous names is shown in 








Though 
not as much space is given to stemware, there are few 
china sales without accompanying glassware. Mr. Mal- 
colm keeps a light flexible inventory in glassware, is 
able to shift into new patterns quickly, and_ thus 


to be the correct proportion with 40 of china. 


“modernizes” glassware frequently enough to jog up 
the 


tain accepted mainstay patterns are always 


market. The same is true with china—although cer- 

in stock. 
The shift from china and glass to sterling flatware 

is always the second step in selling “jewelry for the 


home.” Convenient location is one aid; harmonizing 


patterns is another. As the customer ends her inspec 
tion of the shelves of glassware, she is in the flatware 
department where she can be seated, and velvet-topped 
trays of sterling can be pulled out and given to her for 
immediate inspection. The same type of flat-price signs 
are used here, and every salesperson is equally versatile 
of the four “home items.” 


with any Patterns are care- 


fully bought and stocked; matched as well as possible 
This 


sold otherwise. 


with specific china motifs. sells much _ sterling 
which wouldn't be 
From the flatware shop to the six large wallcases of 
holloware is a logical step to round out beautifully set 
tables. 
are brilliantly lighted in these cases, plainly priced, and 
given the sort of luster which makes them the finishing 
Naturally, not 
customers buy all 
but the number who do is astonishing. 


The fact that the store is so completely dedicated to 


Fancy pieces, decorative table items, candelabra 


touch in the home-jewelry suggestion. 


all of Elebash’s home four items 






































































(Please turn to page 114) 














BIRCHINA 
SERVICES 


These candy and servers 
of flower-sprigged china and 
carved wood are perfect for the 
limited space of card or end 
tables. They have a wooden 
base and come with four differ- 
ent handles as shown. 


nut 


The dainty florals are on whit- 
est translucent china: the scal- 
loped edge is gold rimmed. 
5\,” diameter— 





10.20 per dozen wholesale net. 


Your inspection of the com- 
plete line at our New York 
Showroom is suggested. 


Catalog Available 


JOHN SUNGE [INLAND CERAMICS 


BIRCHNA T GLASS CORPORATION 


225 FIFTH AVENUE « NEW YORK 225 FIFTH AVENUE NEW YORK 
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“MY BUDDY 


BOOK” 


|) Five Books In One! ... 
/ for Soldiers, Sailors 
and Marines. Combines 
in one handy volume 
best features of 1. 
Diary, 2. Scrapbook, 3. 
PhotoAlbum, 4. Friend- 
ship Log and Service 
Record. Complete with 
self-mailing carton, Re- 
tail at $1.00. 


$7.20 





| eee 
| 


“MY 
HOME FRONT 


. VICTORY LOG” 


A ye history rec- 
| ord for every home 
front American. Clever, 
| sprightly, colorful and 
humorous . . . sure to 
| get a laugh. Catalogues 
every phase of home 
front activity. New 
| - exclusive. It’s a 
book every American 
| will keep and treasure 
for years. Come indi- 
| vidually packaged in 
gift boxes. Retail at $1, 


; $7.20 


Per Doz. 


FOR JULY, 1943 
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Another Siac) Product 


Serviceman’s 
Photo Frame 
No. 106 


Khaki and Navy | 


colored, simulated 
leather, gold 
stamped with insig- 
nia. Overall size 


(open) 61/2"x4l/.”. 


Takes two pictures. 
Packed two dozen 
to box (unit order) 


—18 khaki—6 


Navy. Retail at 25c. 


$7.80 
Per Doz. 





Kindly ship at once: 
___."My Buddy Books” @ $7.20 per doz. 
___""My Home Front Victory Log” @ $7.20 per doz. 
's Photo Frame #106 @ $1.80 per doz. 


order in units of two dozen) 


——Servicemen 


___Service Writing Kits @ $9.00 per doz. 
err (indicate Army or Navy) 


__""Phone-Savers” @ $1.80 per doz. 


(order in units of two dozen) 















KHAKI 


WRITING KITS 
Khaki or Navy cov- 


cal, imprinted with 
plete with notebook, 


envelopes, place for 
photograph and iden- 
tification tab. A really 
outstanding buy. Re- 
tail at $1.25. 





w 
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S SPECIALTY C0. 
19 West 21st St., New York, N. Y. 


FOR IMMEDIATE DELIVERY 


ee acre 


STATIONER 












B Ee $1.80 





“ PHONE~ SAVERS ” 


Practical . . . ingenious! Ex- 
tremely clever, new way of 
saving money and phone 
calls. “Reach for A Card 
Instead of A Phone!” Un- 
folds into handy desk stand 
that is placed next to phone. 
Unit order two dozen to 
display box. Retail at 25c. 


Per Doz. 











ered. Sturdy, practi- | 
official insignia. Com- | 


writing paper and | 


use THIS “Syecd-Order” 


HERE ARE TESTED AND PROVEN SALES 
SUCCESSES FOR IMMEDIATE DELIVERY! 















GOLD LACE PORCELAIN from Staffordshire, > 4—3 piece buffet set (urn 142”, bowl 12'/2”).... set agp.ce 


5—3 piece buffet set (urn 11'/2”, --.. set 17.00 


: bel es ; 3 (9 ” 
England, is carried in open stock in New York ea --% 4...$-3 OE. Pe eens ae 


. ’ : , : ly from set No. 
and available for immediate delivery. This ex- . Soi none Get. 


: : . 12—5 pi i tt it (box 45”, 
tremely popular ware is decorated with a fine gold - i etied seamen ee ae”) 


. aS - . 1a h ti 842")... a 
treatment surrounding a richly colored center on a Yee ee yes 


deep ivory body. Urns are obtainable separately ; 17—Covered “candy ‘box (”) 


Ye. 
4 F . 1%Divided t ith handle (7'/2”) 
from all three piece buffet sets. ie ca ogy 


MARKS & ROSENFELD, Inc. 


147 FIFTH AVENUE NEW YORK, N. Y. 


BN 
28 


PEPPPENEH PP 





833SS333 


yo 
i—) 











WR i EY OF CRE TIS a 


Streamlined Bags — Bell Bracelets and Necklaces 


Made in strips of beautiful contrasting Hand made Indian Nattch Brass Bells, 


tropical woods. 
Plain as shown: 


10” $3.20 ea. 


ig 4.20 ea. | 
14” 5.20 ea. No. 10 $24 doz. 


16” 6.00 ea. | No. 1] 12 doz. 


worn by the Temple Dancing Girls, 
form these charmingly exotic necklaces 
and bracelets of cast brass. 





Immediate Delivery Immediate Delivery 


| * * ° 225 Fifth Ave. 
New York 10, N. Y. 


REG. U. S. PAT. OFF. 
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~ WORLD RENOWNED 
Geko, 


OLDSCHEIDER 
ART CERAMICS 


U.S.A. 


f 
oe 
& 


Because of limitations which are the result of war, our production 
is not sufficient to equal the great demand for Goldscheider- 
Everlast Art Ceramics. Under these trying conditions we are 
producing as much as is possible, ever upholding the high artistic 
standards for which Goldscheider-Everlast is world famous 
GOLDSCHEIDER-EVERLAST © World Renowned 


EVERLAST METAL PRODUCTS CORP. e@ {cces 
EVERLAST FLORALS @ Boxed Arraigements in 1 


EVERLAST e 225 FIFTH AVENUE suite 1100 NEW YORK 


LOS ANGELES: 1770 So. Orange Grew TORONTO: 7 Wellington St. H 
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No. 25 No. 22 
9!/5 high 7!/p high 
$2.75 each $1.50 each 


F.O.B. NEW YORK CITY 


No. 21 
6" high 
$1.25 each 


Coramic 


‘Figures 
by 
YONA 


of California 


Dainty and colorful hand 
decorated figures in a va- 
riety of poses and styles. 
Ranging in price from 1.25 
to 3.00 each. These are 
available for immediate de- 
livery. 





225 FIFTH AVE. 





JANIS- TARTER GREEMAN INC. 


NEW YORK 











WALT DISNEY’S 
BAMBI 841/245 FALINE 41/247 
$18.00 doz. 
BAMBI with Butterfly 341/246 $21.00 doz. 


Minimum—'. doz. asstd. 
THUMPER GIRL FRIEND FLOWER 
$10.50 doz.-—-min. 1 doz. asstd. 
plus packing charge 
PAUL A. STRAUB & COMPANY, Inc. 
19 East 26th St., near 5th Ave. 

New York 10, N. Y. 








New York stock 


225 Fifth Avenue 





HORSE HEADS B5 
COLT 3 


PORCELAIN ANIMALIA 
by Hedy Butters 


The individuality of a truly talented artist is manifest 
in each delightful figure, 


modeled and signed by Miss 


Butters. The animal kingdom is well represented and a 
variety of lovely glazes are available. Production facili- 
ties are such as to enable 


us to offer prompt delivery from 


75 FAWN $2.10 
FOX 2.50 


B $2.75 


Prices Wholesale 


M. WILLE-ART GOODS 


Room 705 New York City 
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ONLY YESTERDAY... 


... We were supplying these and many 


other popular clocks to the retail jew- 


elry trade. 


TODAY... 


duction wherever possible in aiding 


we are diverting our pro- 


the war effort. 


TOMORROW . .. with Victory, we 
will once more produce the fastest- 
selling line of Novelty and Traveling 
Clocks in America. 


IN THE MEANTIME. . . to our many 
friends in the trade whose confidence 
has built this business, goes this sincere 
expression of our appreciation. 


PHINNEY-WALKER CO. and SEMCA COMPANY 


30 IRVING PLACE, NEW YORK, N. Y. 


FOR JULY, 1943 
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| NASTRIX FAVORYTE CHARMS 

| Over 105 different charms in sterling or gold on sterling at 
$2.95. Illustrated catalog on request. 


NASTRIX WATCHES 


A wide variety of distinctive styles. 


| NASTRIX FINE LEATHER 


Genuine imported pigskin and alligator wallets from $7.95. 


All Prices Keystone 


Nassau Distributing Co., Inc. 
64-66 Nassau St., New York City 
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SELLING "JEWELRY FOR THE HOME" 


(From page 108) 


these four lines is a big asset—but Elebash’s doesn’t 
stop there. The “home jewelry” theme carries on into 
the windows. There are four of these, two small, square 
display spaces for watches, rings, diamonds and jewelry, 
and two larger, oval displays at either side of the en- 
trance which are always devoted to china, glass, and 
sterling. Kept lighted all night, and fitted with con- 
venient racks, displays are changed twice a week, to 
drive home the point that Elebash’s is “different.” One 
window is exclusively sterling, the other always china 
and glass, and in a month’s time, every pattern of all 
items will get a crack at this prominent display. The 
windows were designed for this specific job—and they 
de it well. 

“Promotion? We believe in tooting our horn as 
strongly as good taste will allow,’ Mr. Malcolm said. 
“We use seven kinds of promotion, which have brought 
us an average open-stock sale of a set for six to eight 
persons, many 32-piece complete set sales, and units 
all the way from $20 to $200. We don’t waste pro 
motion where the opportunities are barren, but believe 
in spreading it throughout.” 

Elebash’s promotional methods are: 

1. Newspaper ads used twice a week, always around 
a mat of one popular pattern, with all possible details 
of price and fashion. The ads are rotated among 
sterling, china and glass, and never repeated. A close 
balance is maintained, with emphasis always on what 
ever is selling slowest. 

2. Direct mail. A long mailing list, composed of old 
customers and potential new ones, is used for mailing 
out personalized form letters at least once a month. 
sometimes oftener, and is devoted to the “jewelry for the 
home” theme. The letter asks customers to name the 
pattern that they like best, and a special notation is 
made of all these. The telephone is used to follow up 
these indications of interest. 

3. New-resident reports. Elebash’s subscribes to a 
service which furnishes the names of newcomers to 
Montgomery. A welcoming letter goes out to each, in 
viting them to visit the store, and offering some small 
token such as a crystal ashtray in return for the visit. 
Since the war began this has been tremendously pro 
ductive. 

}. “Greeter Service.” Elebash’s also cooperates with 
a woman who acts as host to new families moving into 
the city, who takes such people on tours of the down 
town district, familiarizing them with shopping cen 
ters, streets, transportation service, etc. Many china 
customers come via this route. 

5. Bridal solicitation. A careful check is made on 
engagement and wedding announcements and a personal 
letter of invitation adds many names to the Brides 
Book, which as in other stores, is a powerful sales 
builder. 

6. Courtesy cards. Whenever a customer pays out 
an account for jewelry or anything but the home 
jewelry items, she receives an appreciative letter, en 
closing a courtesy card which. entitles her to instant 
credit at any time in the future. Emphasis is laid on 
sterling, china, and glass and encourages the beginning 
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| Silver Artistry .... South of the Border 
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Almost three decades of importing experience 
in the Mexican market have enabled us to select 
att only the most outstanding native craftsmen to 


_ 


S, 
\\ produce this collection of dramatic silver jewelry. 


jf 
co ‘\\} These superbly designed pieces have been 
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ASS chosen at random to merely suggest the quality 
Pu 2)\) 


TN 

KM We are also introducing a magnificent group 
SON) of sterling silver hollowware made in Mexico of 
9}}) predominantly Georgian and Early American de- 


oF 
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O))) signs. Although some of the more elaborate crea- 
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and style diversification of our sensational line. 


Anite 
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ae 
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mm tions in both jewelry and hollowware cannot be 
& exactly reproduced, we are in a position to secure 
relatively similar pieces. Therefor, we suggest an 
5 early visit to our showrooms in order to view the 


entire selection. 


FRED LEIGHTON’S MEXICAN IMPORTS 


24 UNIVERSITY PLACE NEW YORK CITY 
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MILITARY RINGS IN STERLING 


Handsomely styled massive rings in dull or 
highly polished sterling silver are available 
with all the Service insignias. 


Prices Net 


Top left. Navy (all insignia) $3.00 
Top right. Air Corps and Army (only) 3.50 
Bottom left. W.A.A.C. (only) 22 


2.29 
2.75 


Bottom right. Marine Corps (all insignia) 
Order these outstanding values for prompt delivery. 


FREDERICK O. SANFORD, INC. 


225—5th Avenue Room 611 New York City 














y a4 5: B : 
From the X LL ie 


Lunning Jc. 


667 Fifth Avenue, New York 22. N.Y. 
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of the open-stock buying. New patterns, changes in 
prices, etc., are always mentioned. 
7. Envelope stuffers. These, prosaic as they may 


| be, are a valuable asset in the opinion of the Elebash 


management. The store uses large quantities of the 
statement enclosures supplied by manufacturers, and 
finds that when these are not used, sales instantly fa!l 
off. Consequently, one or more goes into every state 


| ment every month. 


ELEVEN GIFT SHOWS THIS SUMMER 

Despite the cancellation of the Chicago, New York, 
and Boston gift shows in deference to ODT’s desire to 
avoid concentrated travel, at least 11 other gift markets 
went ahead with shows or plans for shows. 

First of these was the California Gift and Art Show, 
June 7 through 11 at the Merchandise Mart Building, 
and the Biltmore Hotel, Los Angeles, with 188 exhibi 
tors participating. The San Francisco Gift Show fol 
lowed closely at the Palace Hotel, June 21-24. Direc- 
tors of the Southeastern China, Glass, Pottery and Gift 
Show decided to go ahead with their market at Bir 


| mingham June 29 through July 1. 


Six shows were scheduled for July. They are, in 
chronological order: 

Tenth Semi-Annual Detroit Gift Show—Statler 
Hotel, Detroit, July 4-9. “In view of the fact that we 
have had no word from the Office of Defense Transpor 
tation, it is our intention to proceed with the show as 
planned,” said Walter E. Offinger, manager. 

Atlanta Gift Show—Henry Grady Hotel, July 5-8. 

Allied Gift Show—Adolphus Hotel, Dallas, July 
12-16. ‘Will be held as planned,’ announced Manager 
H. W. Johnson. “No information has reached us with 
regard to any cancellation of our show.” 

Dallas Gift Show—Baker Hotel, Dallas July 12-16. 
‘We have been in conference with the Dallas O'TD dis 
trict office and it has been decided that we will hold the 
show scheduled for July 12, and will cancel all future 
shows for the duration,’ Fred Sands, secretary-trea 
surer of the Southwestern Merchandise Exhibitors, de 
clared. “More than 80 per cent of the buyers supply 
their own transportation.” 

Pennsylvania Gift Show—William Penn Hotel, 
Pittsburgh, July 25-28. This new show is not a “na 
tional show,” according to Eugene A. Richardson, man 
aging director; “it draws its buyers within an area of 
200 miles of Pittsburgh, and we have nearly a capacity 
booking for three floors.” 

Kansas City Gift Show—Phillips Hotel and Muehle 
back Hotel, Kansas City, Mo., July 25-29. 

Two shows proceeding with plans for August are: 

Merchandise Mart Gift Show—Merchandise Mart, 
Chicago, two weeks starting Aug. 2, with gift. china, 
glass and pottery tenants participating. 

Parker House ‘Gift Show—Parker House, Boston, 
Aug. 20-Sept. 3. “Obviously regional shows of this 
type, in bringing together buyers and salesmen at one 
time, save many hundreds of thousands of miles of 
travel, and therefore make an important contribution to 
the war effort,” John J. Clabby, assistant manager of 
the hotel, stated. “It is with this thought that the 
Parker House, despite capacity business and the war 
time labor problems, has decided to continue these trade 


shows for the duration.” 
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rt S Pr) Wholesale 
. Prices 
po e M AYF L 0 W & a No. 9253 Amber Bottle with grape desig: $3.50 ea. 
Set price with 6 amber glasses 9.50 set 
No. 8872 Ruby Bottle .. 3.75 ea. 
n — ba i — 6 a : lasses 6.75 set 
The steady demand from your cus- ‘i ek pies With $ Crystal gisencs 10.00 set 


r : tomers makes Spode easier to sell. Visit our showrooms to see an unusual collection of 
English Silver and Old Sheffield 


| Sole Agents and Wholesale Distributors Mabel Mac bliin 
- COPELAND & THOMPSON, INC., 206 Fifth Ave., NewYork laud 
Gifts of Distinction 
225 Fifth Avenue New York City 














TO MERCHANTS 
, who want to make 
more money 


@ There’s a tried and proven way to build up 
volume, win new customers, boost your busi- 
ness and make more money. It's the remodel- 
ing of your store with a new Pittco Store Front. 





Write us today for our free book of facts— 
and plan to remodel your store with a Pittco 
Front when building restrictions are lifted. * 


Pittsburgh Plate Glass Company, 2271-3 M O O RC RO ri WA R E 


Grant Building, Pittsburgh, Pa. 
Made in England 





PITTSBURGH PLATE GLASS COMPANY Every piece of this exquisite high fired pottery is bri 
" : Pr ~~. liantly hand painted by expert English crattsmen and 
PITTSBURGH stands for Lualeiy Class and Cid” signed by the artist. Each item iS avai apie n cobalt 


blue and a variety of other rich tones, and come in 
everal assorted floral decorations. 
Top Row—Cigarette Box L/S $39.00 dz. 
+ oe Center—Cigarette Box S/S 27.00 dz. 

* * Bottom—Ashtrays 15.00 dz. 


Be Sure to Visit Our Showrooms When in New York 


SWE TEDMAN IMPORTING CO. 


225 FIFTH AVENUE ROOM 829 NEW YORK CITY 
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Achievement in CERAMIC HANDCRAFTS 


Designed and signed by well known sculptors, these 
Figure Book Ends and Flower Holders, truly express 
charm and distinction all their own. 


12 Figures in all, average height 9" 


As Flower Holders $ 5.00 ea 


or as 


Book Ends (weighted) 10.00 pr. 


Circular of other GIFTS upon request 


Styled by Mary Rodney Room 504 


225 FIFTH AVENUE e® NEW YORK 





























A CALL TO A VICTORIOUS SOLUTION 


of the jeweler's problem of obtaining merchandise 
that can be sold today. We present fine antiques 
carefully selected. A visit to our showrooms to 


view our large and varied collection is suggested. 


MOTTAHEDEH & SONS 


225 Fifth Ave. New York 10, N. Y. 








EVEN "HOROS" SELL LEATHER GOODS 

In today’s shortages of personnel it pays to make the 
most of every inch of display space in which the cus: 
tomer can handle the merchandise himself, according to 
Sidney Paris, manager of the Busch & Son Jewelry Co. 
store in Montgomery, Ala. In this active store (for 
merly Schaeffer's) even watchmakers at the rear counter 
are “salesmen” in connection with a new leather goods 
display. 

Four watchmakers retained by Mr. Paris are located 
in a neat small shop at the rear, behind an elbow-height 
window counter through which all watches are taken in 
or issued. When the loss of several employees began to 
make it difficult to serve every customer as rapidly as 
was desirable, Mr. Paris surveyed the store—and dis 
covered that the space in front of this window counter, 
where usually several customers would be standing wait- 
ing for their watches or until a customer was served, 
was ideal for an open display for leather goods. 

Consequently, an 18-inch blonde wood shelf, with two 
display levels, was built entirely across the front of the 
watchmaking shop, providing about 11 feet of display 
space open to the customer, and convenient enough that 
close examination of its merchandise was merely a matter 
of stepping close. Here are now displayed fine leather 
goods, including ladies’ makeup boxes, travel kits, men’s 
fitted and unfitted cases, military sets, letter kits, writing 
sets, etc. All are conveniently price-tagged, and are so 
well arranged that the customer is invited to pick them 
up while pausing at the counter. Literally dozens have 
been sold without any attention from salespeople—pur- 
chasers merely handing them over to the watchmaker 
who pushes a buzzer bringing a wrapping girl or cashier 
to accept the payment for them. Of course, every effort 
is made to sell this leather goods line to gift-seeking 
customers—but actually more have been “sold” by 
watchmakers inviting their customers to look over the 
display while waiting for watches than by more concen- 
trated efforts of salespeople. 


PERFUME YIELDS $12,000 EXTRA VOLUME 

A $12,000-a-year “‘side line” is something in any 
store—especially when it happens to be a jewelry store 
in a small city of 16,000 population. In perfume, Ray’s 
Credit Jewelers of Temple, Tex., have such a side line, 
the sale of which falls only a little short of a dollar « 
head for each and every person in town. 

The start was made four years ago when Ray Levy, 
head of the business, placed an order for $250 worth 
of perfume with a well-known perfumer. That was in 
September and during the last few months of that year 
the new department sold more than $1100 worth. From 
that successful beginning, sales climbed to $12,000 last 
year, and are still soaring. 

One form of advertising used to put over this new 
department was the very simple one of spraying various 
odors on women customers as they visited the store. It 
was found that a woman who has once breathed some 
one odor that she particularly likes, is never contented 
until she has a bottle of it. 

Aside from this, it has been the custom of the house 
from the start to send a perfumed blotter out with every 
bill or statement, thus continually calling customers’ at 
tention to the perfume department. 
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SILVERWARE OR WAR WORK 
GREEN SELECTRO-PLATERS DO THE JOB 


One of a wide range of rectifier 
equipment in sizes and types to 
fit every plating need. This 
is a 6 Volt, 1500 Ampere Unit. 


Before the war, the International 
Silver Co. was making high grade 
flatware and hollowware. Now 
its facilities are concentrated on 


turning out...... (s-h-h-h) 


In making these war products, 
as in making their silverware. 


International uses several 


Green Selectro-Platers 


War needs come first, of course, and all the 
Selectro-Platers we can make are needed for 
the production of war materials. [f you are 
doing such work, of a high priority rating, 


you can obtain a Selectro-Plater now. 


And, although for the present our entire 
capacity is being devoted wholly to war-time 
needs, when the war is over we shall again, 
as in the past, be able to provide you with the 
finest in plating equipment for producing 


your peace-time goods. 


W. GREEN ELECTRIC CO.. INC. 


ESTABLISHED 1892 


FOR JULY, 1943 


Builders of SELECTRO-PLATERS and all types of rectifier equipments. 
Green Exchange Bldg., 130 Cedar St. New York 
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OPA Will Set Specifie Ceilings 





For Some Watehes, NW JA Is Told 





Black Market Curbs Ready for Pin-Lever, Cylinder 
And Roskopf Imports; Wholesale Jewelers' Conference 
Reviews Wartime Regulations; Harold Alberts President 


OPA 
shady corners of the black market 


steps to eliminate certain 
in watches were disclosed during the 
war conference of the National 
Wholesale Jewelers Association, 
June 14 and 15 at the New Yorker 
Manhattan. “Specific dol 


and cents ceiling 


hotel in 
lars regulations 
will soon be provided for certain 
types of Swiss watches,” Benjamin 
the OPA’s New York 


office, told an attentive group of 250 


Wissner of 


wholesale jewelers and manufacturer 
guests. 


Just what types will get “dollars and 
cents” ceilings Mr. Wissner did not say, 
but it was discovered elsewhere that the 
regulations will apply to pin-lever, cylin 
der and Roskopf movements—all cheap 
grades sometimes with seven jewels, 
more often with four jewels or only one. 
Normally kept out of the American 
market by the tariff and selling at $7 
to $12, such grades now amount to some 
10 per cent of all present-day watch im 
ports, flourish in the “what’s my name?” 
black market and often sell for fantastic 
sums. 

OPA had toyed with specific ceilings 
for all types of Swiss watches, informed 
wholesalers remarked after Mr. Wiss 
ner’s address, but apparently these cheap 
grades—minus advertising, reputation or 
good will—were the only types suscep- 
tible in grade and price to fixed price 
ceilings. 

Reports by President Arthur P. Care, 
of E. W. Reynolds Co., Los Angeles, 
and Assistant Secretary H. R.. Rine 
hart, Philadelphia, opened the first ses 
sion Monday morning, June 15. “The 
turn back to civilian manufacture will 
come long before the war ends,” predict- 
ed Mr. Care. “Peaks of production are 
coming prohibitions on 
lines of civilian goods are likely to be 
lifted somewhat before long. Those mer- 
chants with ready funds will have first 
opportunity at resumed civilian pro 
duction.” Mr. Care congratulated the 
Jewelry Industry Publicity Board, the 


soon; certain 
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Jewelers Vigilance Committee, Secre- 
tary George A. Fernley and Mr. Rinehart 
for their continued excellent work during 
the past year. 

The report of the secretary’s office re 
viewed the manifold operations of the 
association and its various active com 
mittees. 

The watch industry after the war 
the topic of W. Ross Atkinson, 
vice-president in charge of sales of the 
Hamilton Watch Co., who spoke ex- 
temporaneously instead of C. M. Ken- 
dig, Hamilton’s president, the scheduled 


was 


speaker. Because Swiss imports are 
largely satisfying public demand for 
watches during this period when the 
three American watch factories are 100 


per cent in war work and deprived of 
their normal markets, there will be no 
pent-up demand for watches after hos- 
tilities cease, he said, adding: 

“Economic isolation after the war will 
be as unpopular as war isolation would 
be today. Reciprocal trade treaties will 
be extended .. . and we will try to ex 
pand export markets.” 

Such wartime products as fuses, chron- 
ographs, deck watches, stop watches and 
marine chronometers now being made 
in American watch factories will mean 
little volume after the war, he said, but 
new skills and technics learned in manu- 
facturing these items “will shift the rela- 
tive position of units in the industry and 
call for research and ingenuity” in re 
converting to normal production. 


Asks Non-Jeweled Watch Resumption 
K. M. Greene, vice-president of Gen- 
eral Time Instruments Corp., New York, 
said that the U. S. clock and non-jeweled 
watch industry has been “out of busi- 
ness” for the past year, making shell 
contacts, time recorders, shutters for 
aerial cameras, minute gears and a vast 
quantity of other war products, but cut- 
backs in Government orders have re- 
duced both employment and company 
earnings during the last few months. 
“These cancellations were necessary, 
but they haven’t helped our industry,” 
Mr. Green said, adding that the U. S. 
public can’t get inexpensive watches at 
a time when a large part of the indus- 
try’s facilities are not being used. 


“The public is paying through the 
nose for this policy of no domestic 
watches,” he went on. “The English 
have allowed one watch factory to con 
tinue. We feel that our Government 
should permit a limited output of non 
jeweled pocket and wrist watches, so 
long as that production doesn’t interfere 
with our war work.” 

Limited scale production of such 
watches would be in line with the War 
Alarm clocks which are now being made 
at the rate of 15 per cent of a normal 
year’s output, after WPB saw that 
oversleeping was responsible for a good 
deal of factory absenteeism. 


Black Market "Scandalous" 

After reviewing the metal situation, 
G. H. Niemeyer, of Handy & Harman, 
New York, chairman of the Jewelers 
Vigilance Committee, discussed OPA 
ceilings and the black market. “So far 
as the sale of foreign watches is con 
cerned, the situation is scandalous; with 
respect to diamonds, it is worse,” he 
declared. “The Jewelers Vigilance Com 
mittee has gone on record with OPA 
at frequent intervals during the last 
six months or more, and yet nothing 
happens.” 

On May 6, Mr. Niemeyer related, he 
appealed to Prentiss A. Brown, OPA 
administrator, for immediate action on 
the price of small diamonds. “The pric 
of these stones,” his telegram said, “is 
beyond the control of American im 
porters and cutters, and it is absolutel 
impossible to prosecute violators. 
Legitimate dealers cannot possiby ad 
here to ceiling process. It seems to us 
that either a law or ruling should bh: 
reasonable, fair and enforceable or els¢ 
it should be scrapped. The honest man 
tries to obey and suffers, and the other: 
don’t care a good “gg 

Since that time, Mr. Niemeyer con 
ferred with Alfred Auerbach, chief of 
the consumer durable goods branch, but 
no action was taken, even though Floyd 
W. Leonard, OPA jewelry administra 
tor, corroborated Mr. Niemeyer’s facts 

Consequence of the black market in 
watches and the “phoney price ceiling 
on diamonds,” he went on, is that every 
thing favors the chiseler and the honest 
and reputable suffer to the extent that 
millions of dollars worth of business is 
diverted to new and questionable chan 
nels. 

Effects of WPB regulations on preci 
ous metals, mentioned by Mr. Nie 
include: Lighter weight mer 


meyer, 
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chandise in karat gold, a big cut-down 
in hollowware output, and flatware even 
below the amount allowed by the regula- 
tions in many plants which are doing 
more and more war work. 


With retailers almost selling them- 
selves out of business, jobbers and 


manufacturers have been under pressure, 
and some manufacturers, Mr. Niemeyer 
said, have been producing at a rate two 
or three times greater than 1941. “In 
fairness to all concerned and especially 
to those who are making sacrifices, we 
should not encourage the circumvention 
of regulations governing production. As 
one practical step, ask your buyers of 
karat gold jewelry and rings to insist 
that the manufacturer indicate on his 
bill that he has complied with WPB 
Order L-45.” 


Stocks Should Be Conserved 

George A. Ingleby, president of Had- 
ley Co., Inc., Providence, R. [., and 
Edward OQ. Otis, Jr., executive secretary 
for the New England Manufacturing 
Jewelers’ and Silversmiths’ Association, 
opened the Monday afternoon 
with “The Outlook for Jewelry.” 

Warning wholesale jewelers to avoid 
over-optimism in planning distribution 
of their inventory for the coming year, 
Mr. Ingleby declared that manufacturers 
are running low on stocks. 

“If you are fortunate enough to have 
some inventory for Fall selling, it would 
seem wise for you to carefully plan its 
distribution so you won’t just sell your- 
self out of business,” he advised. “Manu- 
facturers have found it necessary to 
plan for a minimum volume, and I can 
assure you the larger portion of this is 
going to be in vital war production.” 

“Some manufacturers have inventories 


session 


which will be distributed on an alloca- 
tion basis during the balance of this 
year. Other manufacturers have very 


little inventory and have processed all 
parts that were formerly released from 
the jurisdiction of the various orders 
covering them,” he said. 


Explaining WPB limitation § order 
IL, 219 was the task of Dr. R. S. Alex- 
ander, of the Consumer Goods branch 


of the Wholesale and Retail Trade divi- 
sion of WPB. 

“LL, 219 is an order which is peculiarly 
acceptable of non-compliance.” Dr. 
Alexander smiled. ‘We may be forced 
to introduce some sort of a compliance 
check in the way of going out and visit- 
ing merchants and checking up,” he 
warned. He suggested a rationing of 
hoarders’ stocks in proportion to the 
amount they were overstocked at a pre 
vious quarter as a possible protection 
for other dealers. 

Closing speaker of the afternoon 
sion was Benjamin Wissner, of the New 
York office of OPA. Mr. Wissner ex- 
plained the functions of price ceilings, 
and offered suggestions to jewelers who 
questioned him about price discrepencies 
they had encountered in the trade. 

Replying to queries about a reported 


ses- 


black market in Swiss watches, Mr. 
Wissner said “I can’t reveal too much 
without tipping our hand on the in- 


vestigation, but we have our hands on 
the offending sellers. At present a rul- 
ing is being drawn up in Washington to 
put definite price ceilings on some types 
of Swiss watches.” 

“We’re doing the best we can with the 
limited manpower we have,’ Mr. Wiss- 
ner told the jewelers. Enforcement on 
food, clothing, and other necessities must 
come first, he said. 


FOR JULY, 1943 














Post-War Buying Stampede 


Speaking after the informal dinner, 
Monday night, Harley H. Noyes, sales 
manager of Oneida Ltd., pointed out 
that the future of the jewelry business 
in the post-war world will depend upon 
three principal factors: 

1. What kind of a country America 
will be? 

2. What 
bilities ? 

3. What will be the attitude of Gov- 
ernment toward business? 

There will be a mad scramble, Mr. 
Noyes predicted, by both consumers 
and dealers for all kinds of goods and 
services during the 12 to 36 months 
immediately following the close of the 
war, with dealers especially active in 
buying, since they will be covering not 
only normal current requirements, but 
building up depleted inventories as well. 

Naturally, there are also difficulties in 
the situation, such as the fact that con- 
sumers, retailers and wholesalers are 
all tending to multiply and pyramid 
purchasing at present in an effort to 
get reasonably adequate supplies of 
goods, and the fact that when manufac- 
turers convert and production begins 
to catch up with demand, deliveries for 
a time may outrun needs. 

However, reconversion is likely to be 
slow, Mr. Noyes believes, which will 
cushion the impact of such a situation, 
and the problem can be further eased if 
wholesalers and retailers will handle 
orders intelligently and conservatively 
at the present time in spite of temporary 
temptation to purchase extravagantly. 

Prudence must be exercised, Mr. 
Noyes said, by dealers and manufac- 
turers in the granting of terms and the 
extension of credit in the postwar era 
in order to avoid a rapid and inflation- 
ary piling up of consumer indebtedness, 
and he urged that sellers adhere to the 


will be its market possi- 


conservative policies which have been 
brought about as a result of the in- 
creased national income and Govern- 


mental regulations on credit of the past 
year or two. 

Salesmen must be re-educated to seil, 
he warned, manufacturers and whole- 
salers must study the shifting of popu- 
lations, of purchasing power, and buy- 
ing habits, and must be alert to deal 
with vigorous and new forms of com- 
petition from other industries. The over- 
all picture is an encouraging one, he be- 
lieves, but sound management must be 
coupled with managerial alertness to 
win through. 


Noyes Asks Jewelry Federation 


Mr. Noyes concluded by urging that 
the jewelry industry form a_ united 
council or federation which would ade- 
quately represent manufacturers, whole- 
salers and retailers alike, for the pur- 
pose of upholding the interests of the 
industry, both in regard to the problem 
of the current wartime situation and 
those of the post-war era. 

Introduced by John Hall, chairman 
of the Jewelry Industry Publicity Board, 
June Hamilton Rhodes, publicity coun- 
sel for the board, opened the Tuesday 
morning session with an explanation of 
the work that the board is now doing, 
and that which it is planning for the 
post-war era. 

Speaking for the War Service Com- 
mittee, Chairman Howard L. Carpen- 
ter, of the Albert Walker Co., Provi- 
dence, told of the difficulties encountered 
with many of the individuals now in 
important positions in Washington 
boards and bureaus, a large number of 
whom have never had any practical busi- 
ness experience and often fail to under- 
stand the practical problems involved 
in the framing of wartime controls. 

Henry Jacobson of the diamond im- 
porting firm of Jacobson Bros., New 
York, provided an informative and 
keenly interesting report on the diamond 
situation. 

(Please turn to page 136) 





HIGHLIGHTS OF NWJA RESOLUTIONS 


Since war conditions have sharply reduced the production of goods and the volume 


of merchandise available, NWJA 


urges 


upon its 


members and upon wholesalers 


generally, a recognition of the fact that it is their obligation to distribute all avail- 
able supplies of merchandise fairly aad equitably among their customers with no 


discrimination or restrictions. 
* 


+ 


* 


The Association recommends that since it is the duty of everyone to assist 
in every possible way in maintaining compliance with all war-time Govern- 
mental rules and regulations, all members: should require that their 
suppliers place upon every invoice, a statement to the effect that the goods 
covered by that invoice are manufactured and sold in compliance with all 
Governmental regulations covering that product. 


* 


. 


* 


Since the supply of clocks and non-jewelled watches is inadequate to provide for 
essential needs, and since the manufacture of such goods in America has been com- 
pletely stopped, except for a limited quantity of War Alarm clocks, the Association 
asks that the War Production Board grant permission for the manufacture of such 
quantity of those articles as can be produced without interfering with the war effort. 


o 


7” 


Because of the shortage of merchandise, it is asked that Army post ex- 
changes and Navy ships stores confine their stocks and their activities to 
those articles which are items of daily use or necessity for members of the 


armed forces. 
* 


The commends the 


association 


* 


Committee 


* 


on Economic Development and urges 


the cooperation of members with the work of that committee. 


* 


* 


* 


It commends the work of the New England Manufacturing Jewelers & 
Silversmiths Association and the Jewelers’ Vigilance Committee, and the 
executives of both organizations for their work with various war-time boards 
and bureaus, and pledges the continued cooperation of NWJA and its mem- 
bers in the continuance of that work. 
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Senate Passes Green Bill to Release U.S. Silver 


Twin Measure in House 
Would Save Jewelry Trade 
From Further Quota Cut 


Amended to the satisfaction of both 
the Silver Bloc and the silverware and 
jewelry industry, the Green Bill passed 
the Senate by voice vote on June 18, 
faced speedy adoption in the lower 
chamber, and promised the silver-using 
trades a continued supply of the white 
metal up to the limits permitted by the 
War Production Board, at the same 
price as newly-mined domestic silver. 

In brief, the Green Bill enables the 
Treasury to dispose of up to 1,500,000,000 
ounces of silver not being used for money 
or as backing for certificates, at a selling 
price of 71.11 cents an ounce, for war 
uses or—so far as permitted by WPB 
for civilian needs. 

However, the bill should not be inter 
preted to mean that there will be any 
increase in the allotment of silver for 
ordinary civilian uses, such as the manu- 
facture of silverware and jewelry. No 
increase is contemplated in the present 
WPB order allotting manufacturers of 
such goods 50 per cent of their 1941 or 
1942 consumption. The bill will only 
have the effect of assuring that no fur- 
ther cut will be necessary. Serious dan- 
ger of this had previously existed, be- 
cause of the mounting demand for silver 
for war work. If this trend continues, 
it may soon take almost the entire cur- 
rent production of silver—domestic as 
well as foreign—to meet it, which means 
that “non-essential” users would have 
been left high and dry without the adop- 
tion of some such measure as the Green 
Bill which makes the Treasury silver 
available to take care of their needs. 

The silverware and jewelry trades are 
now using domestic silver at the rate of 
30,000,000 ounces a year. The mines’ 
annual rate is 40,000,000 ounces, but 
steadily dropping because of manpower 
and equipment shortages. If the mines’ 
output falls below 30,000,000 ounces a 
year, WPB would doubtless revise Order 
M-199 to let the restricted industries buy 
Treasury silver to make up the differ- 
ence between mine production and the 
industry’s quota of white metal. 

It was the 71.11 cent price, approved 
by the Senate Committee on Banking 
and Currency on May 12, that won over 
Sen. Patrick McCarran (Nev.), who on 
June 18 declared there is nothing in this 
bill, either by word or intendment which 
affects or limits or impairs the Silver 
Purchase Acts and added that if the 
present bill had been presented last Fall 
his objection “would much 
allaved.” 


have been 


McCarran All for Bill 


Dropping the belligerency with which 
he fought the original bill, the Nevada 
senator supported two amendments hy 
Sen. Theodore F. Green (R. I.) which 
vastly improve the measure from the 
jewelry trade’s viewpoint, by striking 
out limiting provisions that Treasury 
silver might only be used for use in fur 
therance of the war effort or for the 
supplying of civilian needs contributing 
to the war effort. 

“Those of us who are interested in 
silver have no desire to put any industry 
out of business,” Senator McCarran said. 
“So we have consented that there may 
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be a limited use of silver in the arts. . 

With that purpose in mind, the bill can 
be passed by the Senate and, I think can 
become law within a very short time. 
Passage of the bill will remove many 
objections which have been raised, and 
will relieve those who have gone through 
the hardship of being deprived of silver.” 


Text of Green Bill 


The revamped, improved Green Bill, 
as finally passed nine months and four 
days after Senator Green introduced the 
first measure, follows: 

“Be it enacted, etc., That the Presi- 
dent be authorized, through the Secre- 
tary of the Treasury, upon the recom- 
mendation of the Chairman of the War 
Production Board, to sell, or lease for 
domestic purposes for a period not 
longer than 6 months after the cessation 
of hostilities in the present war, as pro- 
claimed by the President, upon such 
terms as the Secretary of the Treasury 
shall deem advisable, to any person, 
partnership, association, or corporation, 
or any department of the Government, 
for purposes including but not limited 
to the making of munitions of war and 
the supplying of civilian needs, and the 
converting of existing plants to those 
purposes, any silver held or owned by 
the United States: Provided, That no 
silver shall be sold under this act at less 
than 71.11 cents per fine troy ounce: 
Provided further, That at all times the 
ownership and the possession or control 
within the United States of an amount 
of silver of a monetary value equal to 
the face amount of all outstanding silver 
certificates heretofore or hereafter issued 
by the Secretary of the Treasury shall 
be maintained by the Treasury. 


Excise Tax Shows April 
Sales Up 55 Per Cent 


Accelerated jewelry sales, consider- 
ably bettering the fast pace set earlier 
in the year, are reflected in Treasury De- 
partment receipts of the retail excise tax 
on jewelry during the month of May. 

Chiefly representing April business, 
these collections totaled $7,211,572—an 
increase of 55 per cent over the tax 
gathered for the same month of 1942. 
The previous month had shown an in- 
crease of 43 per cent over the year be- 
fore. 

Massing the excise tax returns re 
ported through May, it is apparent that 
jewelry volume during the first four 
months of 1943 exceeded the same period 
of 1942 by 39 per cent. 

The following table shows the 10 per 
cent tax for the first four months of 
1943 and 1942: 


Customary 

Percentage 
“Month Amount of Tax Collected of Year's 
of Sale’’ 1943 1942 Total Sales 
Jan. ....$10,838,828 $8,283,693 5.6% 
Feb. .... 5,487,757 4,248,651 5.2 
Mar. .... 6,642,986 4,598,241 6.0 
April 7,211,572 1,625,160 6.5 


$21,755,745 23.3% 


Totals .$30,181,143 


Leonard Quits OPA Jewelry Post 
For WPB Clock and Watch Division 


Floyd Leonard has left his post as 
chief of the Silverware and Jewelry 
Goods unit of OPA’s durable goods sec- 





“Sec. 2. This act shall expire on De- 
cember 31, 1944.” 

As it stood, before Green’s amend- 
ments which the Senate immediately 
agreed to, the wording “for use in fur- 
therance of the war effort” followed the 
word “Government” instead of the word 
“purposes,” and the words “contributing 
to the war effort” followed the phrase 
“supplying of civilian needs.” Without 
these last-minute changes, the Green Bill, 
if enacted, would have benefitted the 
silver-using “non-essential” trades only 
indirectly, if at all. 

The House of Representatives seemed 
poised for speedy action on a companion 
bill to the Green measure—HR 2955 in- 
troduced June 15 by Rep. Ranulf Comp- 
ton of Connecticut and identical save for 
one inconsequential word to the Green 
Bill as passed in the Senate. The House 
apparently was going to kick out the Cel- 
lar amendment to the Treasury Appro- 
priations bill which would have denied 
the Treasury funds to carry out the 
Silver Purchase Acts. 

Meanwhile, Handy & Harman pointed 
out in a letter to silver-users, there was 
a critical shortage in the immediate sup- 
ply of domestic silver, with no relief in 
sight until June 30. Producers delivered 
2,500,000 ounces of domestic silver to the 
Treasury during the last six weeks, be- 
cause under the Cellar amendment the 
Treasury could not guarantee to pur- 
chase silver after June 15; and labor and 
supply shortages have seriously reduced 
the output of newly mined domestic sil- 
ver. For these reasons, Handy & Har- 
man said, “it is going to be impossible 
to fill all orders for delivery before the 
end of June.” 


tions to go with the Clock and Watch 
division of the durable goods department 
of WPB, it was announced in Wash- 
ington June 19. Mr. Leonard will re- 
place Thomas J. Moody. 

A successor to the jewelry price ad- 
ministration post has not yet been named 
as this issue goes to press. Reports to 
the jewelry branch of OPA are tem 
porarily being made to George Ujalki, 
who is supervisor of the Hardware, 
Household Ware, and Radio section. Mr. 
Ujalki was formerly with Sears, Roe- 
buck & Co. in Chicago. 


WPB Simplifies Platinum Order; 
Cuts Out Sales, Purchase Reports 


Jewelers heaved a sigh of relief when 
WPB amended General Conservation 
Order M-162, controlling the sale 
and purchase of platinum, June 18. Re- 
ports on all transactions involving plat- 
inum need no longer be filed except by 
WPB’s special request. 

Forms PD-512, PD-513, and PD-514 
have been cut out of the order. Prior 
to the amendment all persons selling or 
purchasing partly-finished or unfinished 
goods containing platinum were re- 
quired to file a complete report not only 
of that transaction but of their entire 
transactions during a calendar month. 

All other rulings of the order will re 
main in effect, and jewelers must be pre 
pared to furnish data on their handling 
of platinum at WPB’s request, Henry E. 
Stauss, chief, Rare Metals Section, said. 
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Two-Month Gap in Watch 
Imports Likely to End 
July 15, with Swiss Ship 


A two-month gap 
Swiss watches were received at U. S. 
ports will probably be ended July 15, 
with the expected arrival at Philadel- 
phia of a Swiss vessel from Genoa, Italy. 
In her cargo will be a large accumula- 
tion of watches and watch movements 
which had piled up at Genoa and also 


during which no 


at Lisbon, Portugal, during the mys- 
terious interruption in trade between 


this country and Switzerland. 

Obvious reason for the non-sailings 
had been refusal of the State Depait- 
ment, in May, to issue export licenses 
to the Swiss for a return cargo (espe- 
cially U. S. wheat, casings and tobacco, 
plus some furs and _ pharmaceuticals, 
for the Swiss people). But less obvious 
was the reason for the State Depart- 
ment’s crack-down; one conjecture was 
a chess-board move by which the U. S. 
presses Switzerland to induce Germany 
to let Switzerland send various instru- 
ments, perhaps including chronographs, 
to the U. S. Before the Nazis occupied 
France, most such Swiss exports were to 
the Allies. 

At any rate, whether the 
license ban is still in effect or not, 
Swiss vessel reaching here in mid-July 
will carry a U. S. cargo on the return 
trip. If customary goods are still de- 
nied the Swiss, she will take on ‘food 
supplies to be sent prisoners of war in 
Germany, through the International Red 
Cross with headquarters at Geneva. 

The prospect of an Allied invasion of 
Italy raises interesting questions with 
regard to Swiss-U. S. commerce. First 
reaction would doubtless banish Swiss 
trade from the seas, with the Axis re- 
fusing safe conduct to Swiss vessels. 
But once the Allies had consolidated 
their conquest of Italy, they could ac- 
cept delivery of any type of Swiss 
goods on the spot and provide trans- 
portation in Allied merchantmen. 


export 


the 


Florida Is 15th State 
To Pass Used Watch Law; 
Bill Sponsored by RJA 


Labeling of used watches 
“must” in Florida according to law iate 
last month when Florida’s Gov. Spessard 
Holland signed a bill regulating their 
sale. Florida is the 15th state to clamp 
down on the misrepresentative sale of 
used watches. 

The bill, which was given a go-ahead 
by an unanimous Senate and the House, 
was sponsored by Sen. Leroy Collins, of 
Leon county. Backed by the Florida 
RJA, the bill was written by William 
Putman, Putman Jewelry Co., Tallahas 
see, RJA president, and RJA Secretary 


became a 


Lester W. Moon, Moon Jewelry Co., 
Tallahassee. 
According to the new law any person 


or firm selling a watch with a used case 
or movement must attach a tag with the 
word “used” printed on it. The seller 
must also pass along to the purchaser an 
invoice bearing the words “used watch” 
in type larger than any other type on 
the invoice. Each invoice must give the 
name and address of the seller, date of 
sale, the make of watch, and its serial 
number. Duplicate must be 
kept on hand by the seller for a period 
of two years. 


invoices 


FOR JULY, 1943 





Dealers are protected on returns by a 
clause stating that a watch returned 
within ten days need not be labeled 
“used,” providing an accurate record of 
its sale and return is kept. 

Simple cleaning and oiling or recasing 
cannot be termed repairs if a watch 
movement is over five vears old, the new 
law rules. Violation of the used watch 
law brings a fine of $500 six 
months imprisonment. 

The new law should protect the large 
number of stationed in Florida 
as well as the local citizens, a spokesman 
said. 

Other states now regulating the sale of 
second-hand are California, 
Delaware, Illinois, Indiana, Iowa, Mary 
land, Michigan, New Jersey, New York, 
North Carolina, ‘Texas, Washington, 
West Virginia, and Wisconsin. 


and or 


soldiers 


watches 


Hamilton Wins Army-Navy "E" 


Award for Marine Chronometer 


The Hamilton Watch Co. proudly re 
ceived Uncle Sam’s recognition for its 
war production June 16 when it was 
awarded the Army and Navy “E” for 
excellence in a ceremony before 4,000 
spectators. Hamilton is the first Ameri 
can producer of the marine chronometers 
used by U. S. vessels in navigation. 

Praising Hamilton for “throwing off 
the yoke” of dependency on Europe for 
marine chronometers, Capt. J. F. Hell- 
weg, USN (retired), for ten years super 
intendent of the US Naval Observatory, 





Capt. J. F. Hellweg making the "E'’ award 

to the Hamilton Watch Co. June 16. With- 

out the instruments made by Hamilton, 

Capt. Hellweg declared, U.S. ships "could 
do no deep sea navigation." 


made the presentation. Calvin M. Ken 
dig, president of Hamilton, in accepting 
the award praised Hamilton employees 
for their coordinated work which helped 
to win the honor. Other Hamilton con 
tributions to production are time 
fuses, fire control watches, and secret in 
struments. 

Col. David N. Hauseman, chief of ihe 
Philadelphia Ordnance District, 
stressed the importance of civilian work 
ers in winning the war. “Each of vou.” 
he said, “knows and understand the im 
portance of your job in this war. You 


war 


also 


do not wear the military uniform and 
vou cannot have the excitement and 
glory of front line action but you do 


give our men better fighting equipment 
and let them know your spirit and de 
termination will not let them down.” 
Four Hamilton employees receiving 
“E” insignia were Mrs. Helen M. Me 
Crabb of the department and 
mother of three sons in the service; Miss 
Agnes Palmer, payroll department; Wil 


jewel 








liam Mattern, fuse manufacturing; and 
John B. Shock, machine shop. 

Lowell Thomas, radio news commen 
tator, acted as master of ceremonies and 
made his evening broadcast during a din 
ner given in his honor by Hamilton offi 
cials. 


Ward Heads Findings Group 


Frank A. Ward, Jr., of George H 
Fuller & Son Co., Inc., Pawtucket, R. IL., 
was named president of the Metal Find- 


FRANK A. WARD 
Leads Metal Find- 
ings Manufacturing 

Association 


ings Manufacturing Association at their 
May meeting. Other officers elected were 
Robert C. Cooper, Samuel Moore & Co., 
Providence; John T. Murray, George H. 
Fuller & Son, secretary; and Albert E. 
Leach, Leach & Anthony, Providence, 
treasurer. 








For the Memo Pad 
August 


ANRJA_ convention, week begirr 
ning Aug, 23, Waldorf-Astoria 


Hotel, New York. 
New York State RJA convention, 
same time, same place. 
September 


15, Oregon RJA _ convention, Port- 


land. 


‘a, 
~ B JEWELRY 


SALESPERSON 
WANTED 


Excellent opportunity for 











man or woman to associate 
of 


biggest jewelers. 


with one Baltimore’s 





This position is not open 
due to shortage of help 
but because of our rapid 


crowth and expansion. 


HERE’S THE CHANCE 
YOUVE WAITED FOR! 





Write giving full particulars, age, 
experience, all references in first 
letter to Jewelers’ Circular 


BOX E., 3751, Care 
JEWELERS’ CIRCULAR 
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Grobstein & Brasche 


Jobhers of 
Watch Cases and Dials 


DISTRIBUTORS OF 


LH Cases 


Complete Sets 


177 Canal Street 
New York City 


“A Case for Every Movement 














Earrings in various patterns in 14 Kt 
Green and Red Gold 


St. Christopher Key—14 Kt in three 
sizes; also Bill Clips, Charms and 
Links to match 


Love Knot Ring—14 Kt Red and Green 
Gold Combination in four sizes Ear- 
rings, Cuff Links and Studs to match 


Our comprehensive line of 
Gold, Platinum and Enam- 
aled Novelties. including 
Vanity, Cigarette and Card 
Cases are distinctive and 
have sales appeal. 


CLIFFORD A. MILLER &CO., Inc. 


Manufacturers 


64 West 48th Street 
New York 
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More Retail Jewelers Turn to Shortened Store Hours 
As Defense Against Merchandise and Employee Shortage 


Merchandise and manpower shortages, 
together with the governments’ Economy 
for Victory program, have caused more 
jewelers to swing onto a condensed busi- 
ness schedule. Greatest number of. re- 
ports of shorter store hours come from 
the South. 

Jewelers in El Paso, Tex., are planning 
a year-round five day week; I. Getteg- 
no, president of the El Paso Jewelers 
Association, has named the lack of help 
and materials as the cause. “It has been 
like Christmas shopping ever since fall,” 
James Turner, manager of the W. T. 
Hixon Co., has declared. “Our business 
is already two and a half times greater 
than it was during the same months last 
year. 

Four more Greenville, S. C., jewelers 
have joined the large group of Green- 
ville merchants already on a_ half-day 
Wednesdays. ‘Time to work in victory 
gardens and a chance for employees to 
rest up from the rush of increased busi- 
ness were given as reasons. The four 
jewelers are the Cochran Jewelry Co., 
Kingoff Bros., Rey’s, Inc., and the Jewel 
Shop, Inc. 

Many Philadelphia jewelers are in- 
cluded in a new agreement by merchants 
there to operate on uniform business 
hours. Stores will open no earlier than 
9 in the morning, and will close at 6 in 
the evening Tuesdays and Thursdays. 
The move will save light, heat, and ap- 
proximately 1500 man hours weekly, the 
local Office of Price Administration has 
estimated. The plan is in agreement to 
an OPA request, in accordance with the 
government’s Economy for Victory pro- 
gram. 

Jewelers of Kalamazoo, Mich., will 
close Mondays for the duration of the 
war. “When present store and ware- 
house stocks are exhausted there will be 
nothing with which to do business,” sadly 
predicted one retail jeweler. All Kala- 





Jewelers’ 47 Per Cent Sales Gain 
In May Tops All Lines of Trade 


Retail sales for May are up 16 per 
cent over last year, with the jewelry in- 
dustry leading all listed trades with a 
jump of 47 per cent. Commerce Depart- 
ment figures show. 

Most non-durable goods, the polled 
dealers reported, are showing sale in- 
creases over May of last year. Eating 
and drinking places are on top with a 34 
per cent gain. Apparel sales are up 28 
per cent, department stores 25 per cent, 
drugs have jumped 26 per cent, and dry 
goods stores 23 per cent. 

Food store sales have risen 19 per cent 
and general stores 16 per cent. Filling 
stations, with shorter hours and little 
gas, have taken a 4 per cent drop. 

Following the lead of the jewelry 
trade in the durable goods markets, 
furniture store sales are up 14 per cent, 
motor vehicle stores 9 per cent, and lum- 
ber material dealers have had a 17 per 
cent increase in business. Hardware 
stores have dipped 3 per cent as com- 
pared with a year ago. 


Ralph J. Cordiner Resigns WPB Post 


Ralph J. Cordiner, former president of 
Schick Inc., makers of electric shavers, 
has resigned his post as vice-chairman 
of WPB. Mr. Cordiner went with WPB 
in November 1942 and has reorganized 
several departments and bureaus for that 
organization. 





mazoo jewelers emphasized the difficulty 
of keeping up with watch and clock re- 
pairs. Merchants in Grand Rapids, 
Mich., will no longer accept repair work. 

The Kay Jewelry Co., Inc., and Claude 
S. Bennet, Inc., are among the jewelers 
of Atlanta, Ga., who will close at 1:30 
Wednesday afternoons. Charles Ascher- 
man & Co., Cleveland wholesale jewelers, 
will pick Saturday as the day to remain 
closed during June, July, August, and 
September. 

Orlando, Fla., merchants will close all 
day Wednesdays during June, July and 
August. The full-day closing plan is a 
revision of a previous plan voted by the 
merchants to remain open a half day 
Wednesdays. Sanford, Fla., stores will 
also declare Wednesday a full holiday. 


Watchmakers License Law 
Sought by New Jersey 
And Illinois Societies 


New Jersey and Illinois entered the 
drive for state licensing of watchmakers 
when members of the Horological Soci- 
ety of New Jersey and the Illinois 
Watchmakers Association declared at 
recent meetings that they would urge 
introduction of licensing bills to their 
state legislatures in the near future. 

Archibald McGee, director of the New 
Jersey School for Watchmakers in Jer- 
sey City, spoke to the New Jersey group 
at a meeting June 10. He described the 
protection licensing of qualified watch- 
makers affords both customers and 
members of the craft. A committee to 
urge the enactment of licensing legisla- 
tion will be appointed within the next 
few weeks, Harry Van Laar of Busch & 
Sons, Newark, association president, an- 
nounced. 

Illinois watchmakers at their meeting 
May 23 discussed legislation as a means 
of raising the standards of the craft. 
Many members expressed fear that 
Army and Navy instrument repairmen 
would attempt to go into business as 
watchmakers after the war. Men expe- 
rienced only in instrument repair would 
be unqualified to do the delicate work 
required of trained watchmakers, it was 
the consensus of opinion. Milo C. O’Dell, 
of Waukegan, described the present 
laws of Wisconsin, Indiana, Oregon and 
Minnesota to the members. 

Ohio watchmakers are still hopeful of 
future enactment of licensing legisla- 
tion, despite the recent defeat of the 
Reiners Bill. Frank Foegler, secretary 
of the Ohio Watchmakers Association, 
declared that the association would con- 
tinue to work for a licensing law and 
hopes to have another bill introduced at 
the next meeting of the legislature. 


Mayers Has Federal Post 


Chauncey M. Mayers, president of 
L. & C. Mayers Co. Inc, New York 
catalog house, has been appointed direc- 
tor of the administrative division of the 
Smaller War Plants Corporation. Mr. 
Mayers went to Washington at the re- 
quest of Brig. Gen. Robert W. Johnson 
and is retained as a dollar-a-year man. 


Albert B. Knust, Huntingburg, Ind., 
retail jeweler, has moved into a new 
store in the Poetker building. 
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They’re in the Army Now 





The Micron Watch Co., 9 Rockefeller | 


Plaza, New York, has lost five men to 
Uncle Sam. Serving with the Army in 


New Orleans are Jerome Peiser and 
Corp. Edward Simon, while Herbert 
Rosenberg is at Texarkana, Texas. My- 





CORP. SIMON 


in New Orleans 


HENRY MELTSNER 
joins the Navy 


ron Rubenstein has been in Signal Corps 


school in Altoona, Pa., and has just 
graduated and received his uniform. 
Henry Meltsner is stationed at Vero 


Beach, Fla., with the Navy. 

Robert L. Dreher of Dreher Bros. & 
Wider, New York, importers of precious 
and semi-precious stones, is in the medi- 
cal branch of the Army Air Corps. He 
is stationed at Camp Kearns, Utah. 





BOB DREHER STEVE LUCAS 

in Air Corps stationed in 
Medical Virginia 

Missing from the Lasko Strap Co., 


Jersey City, is Steve Lucas, salesman. 
He is with the Medical Corps at Camp 
Pickett, Va. 

Sgt. Leon M. Dranoff is finding good 
use for his experience as a member of 
the firm of Krieger & Dranoff, New York 
distributors of watch and clock supplies. 


SGT. DRANOFF 
uses technical 
training 





He entered the Army Nov. 20, 1942, and 
is now a technical sergeant in the Ord- 
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nance division, stationed at Livingston, 
La. 

Frank Marshall, formerly watchmaker 
at the J. F. Champion jewelry store in 
De Ridder, La., has gone into the Army. 
He is stationed at Fort Benning, Ga. 

C. W. Beckner, Carthage, Tex. jeweler, 
has lost a whole family of watchmakers 
to the armed services. Clyde and Thomas 
Irvin are in the Army Air Corps while 
their brother, Austin, is serving with the 
Marines. 

Fred Goulet, of the Longines-Witt- 
nauer Watch Co. sales staff, is training 
with the Army Air Forces at Syracuse, 
N. Y. He was presented with a Longines 
watch and a traveling bag at a farewell 
stag dinner. 

Sgt. Morty Hirsch does his soldiering 
with music. He conducts his own band, 
and frequently broadcasts over a west 
coast hook-up. Sgt. Hirsch has been in 
the army two years, and is with a tank 
battalion stationed somewhere in the Pa- 
cific. He is the son of E. A. Hirsch of 
the Standard Wedding Band Co., 607 
Fifth Ave., New York. 





é/ 
SGT. MANUEL 
WEBER 


gets promotion 


SGT. HIRSCH 
broadcasts with 
his band 


Manuel 
Gold Co., 
moted to staff sergeant. He 
tioned at Las Vegas, Nev. 

David Suss, formerly with the Wire- 
craft Pearl Jewelry Co., is now a pri 
vate first class in the coast artilley. He 
is stationed near Los Angeles. 

Burleigh B. Greenberg, formerly ex- 
ecutive vice-president of the Brier Mfg. 
‘o.. Ine., Providence, R. I., has been 
commissioned a second lieutenant in the 
Army. He was recently graduated from 
officers’ training school at Aberdeen, Md. 

Ruth Halpern of the advertising de- 

partment of the Bulova Watch Co. has 
joined the WAAC. 
Joseph Block, assistant manager of the 
T. C. Tanke jewelry store, Buffalo, has 
been commissioned an ensign in the Navy 
and has reported for active duty. 

Nevio Sesso, of Baily, Banks & 
Biddle, Inc., Philadelphia, has entered 
the Army Air Force. 

Herman Locke, formerly with the 
House of Milner, Philadelphia, has re- 


Weber, formerly of Brown 
Philadelphia, has been pro- 
is now sta- 


ceived his corporal’s stripes at Camp 
Crowder, Mo. 
A. E. Aldredge, nephew of T. M. Al- 


dredge, retail jeweler of Natchitoches, 
La., is in the Army Air Corps, and is 
stationed at Columbus, Miss. His posi 
tion in his uncle’s store has not been 
filled. 


9) s ly, ly 
GOLD MOUNTINGS 





A large and complete 
line of Ring Mount- 
ings, Watch Cases and 
Watch Bracelets for 
immediate delivery. 


METRO 
JEWELRY CORP. 


Manufacturing Jewelers 


21 WEST 46th STREET 
NEW YORK 
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GENUINE 
WHOLE 
PEARLS 


— All Sizes — 


GENUINE 
RUBIES & 
SAPPHIRES 


Squares, Rounds and 
Fancies 


GENUINE 
GARNETS 


Rounds and Ovals 


AMETHYSTS 
TOPAZ 
AQUAMARINES 


—— 


AGATES 


Plain or Drilled 





Mail Orders Promptly 
Filled 





Special Attention to 
CUTTING 
DRILLING 


MAX STERN « oo. 


Importers 


17-23 John St. New York 




















| Gerber Takes Lead in Organizing Jewelers 
To Collect Watches for Russian Soldiers and Nurses 


An American Jewelers’ Coinmittee to 
collect Watches for the Russian Army 
was being created during the latter part 
of June, under the chairmanship of 
Harry R. Gerber, with the purpose of 
enlisting the whole industry in the sys- 
tematic gathering of timepieces to help 


| our Russian allies mount their “First 


Front” offensive against the Hitlerites. 

After meeting with officials of Am- 
bijan, the committee for emergency 
aid to the Soviet Union, which so far 
has sent more than 5000 watches to the 
Red Army, Mr. Gerber said: 

“We jewelers should use system and 
energy in collecting watches from our 
customers, and getting them to pilots, 





M. H. Rudolph, vice-president of Rudolph 
Bros., Inc., is proud of the number of 
watches Rudolph's Syracuse store is con- 
tributing to the watches for Russia drive. 


soldiers, doctors, nurses, and guerrillas 
on the Russian front. There must be 
many watches lying around unused in 
dresser drawers, trunks and jewel boxes 
in this country; every jeweler can per- 
suade his customers to dig some of these 
out, to be restored to usefulness in prac- 
tical aid in beating the enemy. 

“Ambijan’s watch collection drive is 
primarily a jewelers’ job. Let's get 
to work!” 

And with the same energy he’s noted 





Wholesale Jewelers’ April Sales Up 
23 Per Cent; Stocks Off 3 Per Cent 


Sales of 34 wholesale jewelers gained 
23 per cent in April 1943 compared with 
April a year ago, according to the 
Census Bureau. For the first four 
months of this year sales were up i9 
per cent over those for the like period 
of 1942. 

At the close of April, inventories in 
terms of dollars based on cost values 
were 3 per cent under their April 1942 
level but 26 per cent ahead of the level 
of the preceding month. 

The stock-sales ratio at the end of 
this April was 203; at the end of last 
April, 266; and at the end of March, 
151. Collections on accounts receivable 
were up 29 per cent compared with 
April 1942 though down 2 per cent from 
the preceding month. Accounts receiv- 


| able were 37 per cent less as of April 1, 


1943 than as of April 1, 1942; but at 
the beginning of this April were 7 per 
cent higher than the level as of March 
1, 1943. 








for in Westchester county, just north 
of New York City, Mr. Gerber imme- 
diately got to work, mailing invitations 
to serve on the American Jewelers Com- 
mittee to several score leaders’ of 
ANRJA, NACJ, NWJA, HIA, UHAA, 
GIA, the American Watch Assemblers 


HARRY R. GERBER 
leads jewelers in 
beating Schickel- 
gruber’s time. 





Association and the American Jeweled 
Watch Manufacturers Association. 

Upon receiving acceptances, Mr. Ger- 
ber will announce the membership of 
his committee, together with plans for 
enlisting jewelers and repairers from 
coast to coast in this worthwhile drive, 
which, besides helping win the war, will 
benefit the post-war market by ridding 
American homes of large numbers of old 
but repairable watches. 

Vice-president since 1933 of Bramley 
& Co., old-established jewelers at 199 
Main St., White Plains, N. Y., Mr. 
Gerber has been president of the West- 
chester Association of Jewelers since 
1940. Last year he was advanced from 
the vice-presidency to the presidency of 
the White Plains Civic & Business Fed- 
eration, and the same year he was 
elected president of the New York Guild 
of the American Gem Society. 

Besides collecting watches for Russia, 
his hobbies are gems and fishing. He’s 
a graduate of Chicago University, a 
member of the Presbyterian church, a 
Mason and an Elk. 


FTC Examines Industrial Jobber 
Rules Before Final Hearing 


The Federal Trade Commission had 
not scheduled a final hearing on the pro- 
posed trade practice rules for the cata- 
log jewelry industry (industrial job- 
bers) when this issue went to press. 

The tentative rules adopted at the 
preliminary meeting March 31 at Cleve- 
land (see JC-K’s April issue, page 94) 
were being studied by the FTC’s Trade 
Practice Conference Division, which has 
the right to make changes it considers 
desirable. 

Next step will be the sending of the 
revised rules to all interested parties, 
who can file objections if any; ANRJA 
already has filed several (see JC-K’s 
May issue, page 149). Then will come 
the final hearing at Washington, cus- 
tomarily in such cases three weeks or 
longer after the revised proposals have 
been published by FTC. 

Things got too hot for watchmaker 
Homer Reed of Marshfield, Mo., while 
he was cleaning a clock. The mainspring 
snapped, causing a spark which set fire 
to a nearby jar of benzine. Reed’s hair 
was singed, and approximately $700 
worth of materials were damaged. 
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q Saul Desaretz and Irving Dym, nov- 
elty jewelers, have opened offices at 286 
Fifth Ave. 

q The Consolidated Watch Co., 65 Nas 
sau St., has leased offices at 15-17 
Maiden Lane. 

q Louis F. Lemp and Harold W. Lemp 
have closed their jewelry store at 237 E. 
Genesee St., Syracuse, and have opened 
optical offices in the State Tower 
Building. 

q Julian Friedman is new southern rep 
resentative of Schneider & Friedman, 94 
Canal St., manufacturing jewelers. His 
territory was formerly covered by his 
brother, the late Leonard Friedman. 

q Isidore Friedman, president of Fried 
man Gem Co., Inec., 71 Nassau St., will 
leave July 18 on a 10-week trip to prin 
cipal cities of the East and Mid-West 
with a line of gems and cultured pearl 
necklaces. 

q Miss Alice Irvine, for many years sec 
retary of the business of Edgar Bloom, 
jewelers’ supplies, 545 Fifth Ave., will 
manage the business on behalf of Mrs. 
Bloom and Edgar Bloom, Jr., a chemical 
engineer. Mr. Bloom, Sr., died June 1. 
q Savit, Inc., credit jewelers of Hart 
ford, Conn., have purchased the jewelry 
collection of the late Louis F. Gardella. 
The collection includes the largest group 
of fraternal jewelry in the state, a num 
ber of antique jewelry pieces and 
diamonds. 

q A hole small enough to admit only a 
midget or a child was cut by robbers 
in the wall of the Fan Co., Oriental art 
importers at 225 Fifth Ave., recently. 
Among the items stolen were several 
quaint antique “doctor dolls,” used by 
the modest ladies of ancient China to 
point out to their physicians the loca- 
tion of their illness. 

q Convicted of publishing a misleading 
advertisement, the French Jewelry Shop, 
Inc., 59 Nassau St., was fined $500 in 
the Court of Special Sessions June 1. 
The concern described a ring which it 
offered for sale as containing 12 “per 
fect” diamonds. Investigation proved 
them to be imperfect, John A. Me 
Avinue, Jr., assistant district attorney, 
said. 

q The Perth Amboy, N. J., branch of 
the Golden Jewelers, 406 E. 149th St., 
have discovered that a bargain isn’t al 
ways a good buy. A man recently 
brought a diamond wedding ring into 
their store for repairs, but started to 
walk out when they gave him an esti 


mate—said it was too high as the ring 
was of little value to him. He had 


bought the ring, he explained, for $55 in 
settlement of a debt. The Golden sales 
man offered him $50 for it, which he ac 
cepted. Signed a receipt and everything. 
The New York store cleaned the ring 
and discovered it was plain rhine 
stones—just a phoney. So was the re 
ceipt. The address in Rahway, N. J., 
where the man said he lived, is on a non 
existent street. 
q After an active career of 35 years 
in the jewelry business, David Ornstein 
has announced his retirement from D. 
Ornstein & Sons, Inc., manufacturers 
of novelty watch cases, and Dorsons 
Jewelry Co., makers-of karat gold rings 
and bracelets. Mr. Ornstein first entered 
business for himself 25 years ago when 
he organized the Nov-E-Line Mfg. Co., 
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Inc. D. Ornstein & Sons, Inc., was 
formed in 1935 and the Dorsons Co. a 
short time ago. Foresighted in further- 
ing the best interests of the trade, Mr. 
Ornstein created many innovations which 





David Ornstein with sons Bernard and 
Irving. 


stimulated industry-wide business, rhine 
stone watch cases, for example, which 
he was first to conceive. Under his 
sons, Bernard and Irving, there will be 
no change in the policies, management 
and standards that have been developed 
under Mr. Ornstein’s direction, and 
while he will no longer continue his ac 
tive participation, his advice and counsel 
will still be available. 


Benrus Luncheon Sells 
$100,000,000 in War Bonds 


Almost $100,000,000 in United States 
War Bonds was pledged in less than two 
hours at a luncheon sponsored by the 
Benrus Watch Co. for the Sportswriters 
Association and the New York War 
Savings Staff, and attended by more 
than 1600 top-ranking executives from 
every branch of American industry. 

Purpose of the gathering was to launch 
the Treasury Department’s Billion Dollar 
Baseball War Bond Campaign. Thirty 
six selected players of the New York 
Yankees, New York Giants and Brook 
lyn Dodgers, were “auctioned” to the 
highest bidders, each of whom thus be- 
came the sponsor of a War Bond team 
captained by a famous baseball player. 
James J. Walker, former Mayor of New 
York, acted as master of ceremonies and 
one of the autioneers, the others being 
“Red” Barber and Mel Allen, well 
know radio sports announcers, and Carl 
Waite. Part of the proceedings were 
broadcast over WJZ, “home station” of 
the Blue Network 

“Jimmy” Walker was at his best, and 
his ready wit and enthusiasm carried 
the huge gathering to astronomical fig- 
ures in their bidding—several million 
dollars per player. “Red” Barber, Mel 
Allen and Carl Waite also did an out 
standing job—with bidding totals about 
even. 

The plan on which the auction was 
conducted provides that in addition to 
the amounts pledged for immediate pur 
chases of War Bonds—nearly $100,000, 
000—the campaign will continue through 
out the baseball season. Each sponsor 
is committed not only to the amount of 
his bid at the Benrus luncheon, but for 
additional amounts, based on the per 





BEAD SPECIALIST 


All Kinds of Genuine Stone Bead Necklaces 


Earrings — Semi Precious Stones 


Selections on request to responsible Jewelers. 
Necklaces lengthened and restrung 


DOUBRAVA CO. 


12 John St., New York City 








SIMONS BROS. CO. 
THIMBLES 


269 So. 9th ST. 
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| ENCRUSTERS 


STONE RINGS ENGRAVED 

@ CRESTS @ DRILLERS 

@ COATS-OF-ARMS @GEM CUTTERS 

@ SCHOOL AND FRATERNAL EMBLEMS 
Estimates furnished without obligation 
BRAUNFELD & MEHLMAN 
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OMEGA 


The watch of world precision record 
NORMAN M. MORRIS 


WATCH CORP. 
608 Fifth Ave. ... New York 


“ORIENTA” 
CULTURED PEARLS 
of QUALITY 
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ETERNA WATCH COMPANY 


OF AMERICA, INC. 


MAKERS OF FINE WATCHES 
SINCE 1856 


580 FIFTH AVENUE, NEW YORK 


f Telephone BRyant 9-8660-8689 





FRIEDMAN GEM CO., INC. 
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CULTURED PEARL NECKLACES 
71-73 Nassau St., New York City 
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SILVER 
POLISH 
Cuts Polishing Time 


Tested and approved by leading silver 
houses—Amazing working qualities— 
Finest—Most Efficient Polish developed 
by latest scientific research—Sold in 
bulk for trade—retail sales. 
8 oz. bottle 50¢ Keystone list. 
Write for free sample. 


WONDER CHEMICAL CO. 


545 THIRD AVE. BROOKLYN, N. Y. 
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RCH CROWN TAGS 


CELLULOID—METAL—PARCH MENT 
Send for Catalog lilustrating 
Our New Improved Line 


18 Crawford St. Newark, N. J. 
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J. A. SAMUEL & CO. 


220 BROADWAY NEW YORK 


PALLADIUM 
WHITE GOLD 








RicH MouNTINGS 
of 
DISTINCTIVE DESIGN 
Write for Prices 
JOSEPH A. RICH 


Manufacturing Jeweler 
62 W. 47th St., New York, N.Y. 














ZENITH WATCH CLEANING SOLUTIONS 


None Better at any Price 
Gal. $2.00 Order from your Jobber 
Ot. -75 Sample & Booklet on Request 


ZENITH CLEANING FLUID CO. 
52 Beekman Street . New York City 








EXECUTIVE COMMITTEE OF SECURITY ALLIANCE ENTERTAINS 





On June 16, members of the executive committee of the Jewelers’ Security Alliance enter- 
tained at luncheon at the Hotel Chatham, New York, members of the advisory committee 


of the Alliance who were in town at the time. 


Purpose of the meeting was to discuss the 


problems and the future program of the organization. Seated, left to right: Victor A. 
Lambert, Lambert Bros., New York, vice-president, JSA; Walter Eitelbach, New York, presi- 
dent, JSA; Arthur P. Care, Los Angeles, retiring president of NWJA and member of the 
advisory committee; Harold Alberts, Boston, Mass., new president of NWJA and member 
of the advisory committee; Leon Engel, Baltimore, member, advisory committee. Standing, 
left to right: W. Waters Schwab, vice-president, JSA; Richard C. Murphy, executive secre- 
tary and legal counsel, JSA; Henry Jacobson, member, executive committee; Bert Young, 
Jules Franklin, Inc., New York, secretary, JSA; William B. Ogush, Katz & Ogush, member, 
executive committee; Alexander H. Arnstein, Arnstein Bros. & Co., treasurer, JSA; Harold 
Gardner, assistant to president, JSA. 


formance of his player from June 15 
through the close of the baseball season. 

The basis for this additional purchas- 
ing of War Bonds is $2,500 in War 
Bonds for each single made by his play- 


| er, $5,000 for each two-bagger, $7,500 


for each triple, and $10,000 for each 





"Jimmy" Walker talks it over with Oscar M. 

Lazrus of the Benrus Watch Co., at the 

luncheon sponsored by Benrus which inaugu- 

rated the Billion Dollar Baseball War Bond 
Drive. 


| home run. In addition if the “buyer” is 


sponsoring a pitcher, he buys $35,000 in 
bonds for each game won, and $50,000 
for a shut-out. 

It is estimated that each sponsor will 
probably be called upon to purchase 
about $500,000 worth of War Bonds dur- 
ing the balance of the baseball season in 
addition to his original pledge. 


| Jewelers' Square Club Exceeds 
| $110,000 in War Bond Drive 


Over $110,000 worth of war bonds 


| have been sold in less than a month by 
| the Jewelers’ Square Club of New York. 
| Swinging into action soon after the close 
| of the second war loan drive, the club 
| wound up its campaign June 7. 


Nat Newman, of Silbermann, Kohn & 


| Wallenstein, Inc., headed the drive. 








Committee members were Samuel Dor- 
sky, Longines-Wittnauer Watch Co.; 
Benjamin Rosenthal, Rosenthal & Kap- 
lan; Arthur Bergman, Mercury Jewelry 
Co.; Loyd Lassner, Lassner & Lassner; 
Harry Kaufman, wholesale jeweler; 
Harry Bromley, N. J.; and James 
Theise, Acme Jewelry Co. 

Next year the club hopes that jewelers 
will enter the bond drive as an organ- 
ized industry, according to Mr. Newman, 
who has suggested the idea to local trea- 
sury officials. Jewelers should be able 
to sell $1,000,000 in war bonds, he esti- 
mated. nn 

Theodore W. Kamp, Moberly, Mo., 
jeweler, has been named official watch 
inspector for the WwW abash railroad. 
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This unique idea in Earrings can be also worn as a ring. 
Made with various precious stones or in Plain Gold. 


Special Order Work Upon Request 


B. PEREIRA INC. 


22 West 48th St. New York, N. Y. 


DISTINCTIVE 
MEXICAN JEWELRY 


See our extensive collection of silver Mexican 
handcraft including rings, bracelets, pins 
and earrings to retail from $3 to $15. 


F. EILCHEN 


1133 Broadway New York City 
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Vigilance Committee Asks Jewelry Manufacturers 


To Stamp WPB Compliance Statement on Their Bills 


Manufacturers of gold and palladium 
jewelry whose production is cut severely 
by WPB Order L-45 will stamp “This 
merchandise was produced in accordance 
with the provisions of WPB Order L-45” 
on their invoices and statements, if they 
follow a suggestion issued last month 
by G. H. Niemeyer, chairman of the 
Jewelers Vigilance Committee and the 
Precious Jewelry Advisory Committee 
of WPB. 

Recognizing widespread dissatisfaction 
with the order (see JC-K for June, page 
120), but nevertheless urging complete 
compliance with it, Mr. Niemeyer’s state- 
ment said: “We are determined that we 
will continue to fight for fair and reason- 
able regulations, but must for reasons of 
justice and the reputation of the indus- 
try demand compliance with the WPB 
regulations that are now in effect.” 

Persons who suspect violations of 
Order L-45, he said, should report such 
information to the compliance section of 
WPB or to Byron L. Shinn, JVC coun- 
sel, 527 Fifth Ave., New York 17. 

The same letter to the industry re 
viewed various requirements for alloying 
gold and making precious-metal jewelry. 


“If you alloy copper with gold,” it 
said, “you should have reported before 
Feb. 15, 1943, the amount of copper you 
had on hand (in all forms) and the 
amount of copper you used in 1941. 
Since March 1, 1943, you have had no 
right to use any copper or to buy any 


copper for alloying without permission. 

“If you make karat gold jewelry, or 
if you make jewelry out of rolled gold 
plate or gold filled stock, you should 
have filed before April 30, 1943, a report 


on Form PD-797 and must file another 
before July 15 and every three months 
thereafter. If you haven’t made these 


reports in accordance with WPB Order 
PDL-1589 and Order L-45 as covered by 
this committee’s notices to you on Feb. 
2 and May 7, you are violating the law 
and are subject to a fine and imprison- 
ment if convicted. 

“Those manufacturers who are using 
copper now under a quota from WPB 
need not make a further application 
covering the third quarter of this year. 
We are advised that such manufacturers 














IMMEDIATE 
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will receive new quotas based on their 
reports of their 1941 consumption.” 


Jobbing Out Production 


One paragraph applied to 
wholesalers, retailers or any 
supplies karat gold or plate to another 


jobbers, 


one who 


to be fabricated into finished or partly 
finished articles. “If you deliver such 
gold to some one else to produce, the 


one who does the work for you must in 
clude this under his manufacturing 
quota (as established by L-45) just as 
though he were making it for himself. 
If you hire someone and pay him as a 
workman, you are a manufacturer sub 
ject to the limitations established under 
L-45 and the reports required.” 


Watchcase Manufacturers 
Get Priorities to Make 
Military "Waterproofs" 


America’s watch case manufacturers 
mobilized last month to produce several 
hundred thousand waterproof watch 
cases a year for the Army, Navy, post 
exchanges and ships’ stores. 

These will have sterling silver 
bezels and stainless steel backs, both 
metals obtaining WPB priorities under 
preference ratings of AA-5 or better. 
Civilian waterproof cases, production of 


cases 


which will doubtless fall off as the fac- 
tories concentrate on military orders, 
can’t use any steel at all, and are en- 
tirely sterling silver. 

Present production capacity is suffi- 
cient to meet anticipated “military” and 
“quasi-military” requirements, it was 


stated at a meeting of the newly-named 
American Waterproof Watch Case Man- 
ufacturers Industry Advisory Commit- 


tee at Washington. The term “military” 
as used at the meeting referred to direct 
orders from the Army and Navy; 
“quasi-military” to supplies for PX’s 


and ship service stores. 

Robert Beatty, chief of WPB’s watch 
and clock section, heads the advisory 
committee, members of which are: Har- 
vey S. Dinstman, of I. D. Watch Case 
Co.; Nathan Podel, of Acme Watch 
Case Co.; Harry Kolberg, of Pioneer 
Watch Case Co., Inc.; Joseph Lasko, of 
Elite Watch Case Corp., and Robert 
Schwab of Schwab & Wuischpart Watch 
Case Co., all of New York; Fred E. 
Hyatt, of Keystone Watch Case Divi- 
sion, Riverside Metal Co., Riverside, 
N. J.; O. A. Starke, of Star Watch Case 
Co., Ludington, Mich., and Randolph L. 
Wadsworth, of Wadsworth Watch Case 
Co., Dayton, Ky. 


Paul Flato Indicted for Larceny 
Paul Flato, New York designer of 
jewelry for society and prominent per- 
sonalities of Europe and the U. S., was 
indicted May 27 on a charge of pawning 
$125,000 worth of gems which he held on 
from other jewelers. 
Named in the indictment 
claims against him were Roger 
Inc., 610 Fifth Ave.; John R. Bares 
16 E. 52nd St.; L Bergman, Inc., 
Ave.; Morris Nelkin, 71 Nassau 
Vera Brand, a private indi- 


consignment 
having 


W urm- 


as 


ser, 
& Co., 
630 Fifth 
St.; and 
vidual. 
His business at 1 E. 57th St. has been 
assigned to a creditors’ committee. 
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KEEP IT UP! 
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ALWAYS A WORTHWHILE 
“CATCH” AT THE U. S.! 


You're always welcome at the U. S. 
Jewelry Showrooms, and there's no bet- 
ter time than right now to pay us a 
visit. So come in and look around, 
won't you? We think you'll find many 
things you like among the interesting 
selections of quality merchandise. 


x| JEWELRY COMPANY 


BALTIMORE, MD. 


WHOLESALERS 


Importers of Easton Watches 











ALBERT S. SMYTH CO. 


WHOLESALE 
DIAMONDS - WATCHES 


@ JEWELRY ®@ 
5 HOPKINS PLACE, BALTIMORE, MD. 
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q Travis C. Price, Center, Tex. jeweler, 
has recently returned after five months 
with the Civil Air Patrol of the Gulf 
coast region. 

q Mr. and Mrs. J. W. Brown, owners of 
the Brown jewelry store, have purchased 
the Commercial building, one of the larg- 
est business structures in McAllen, Tex. 


q Slipping in through a skylight, thieves | 
worth of | 


helped themselves to $3,000 


| 


| 


jewelry from the jewelry department of | 


Cooper’s department store in Richmond, 
Va. 


q With over 90 per cent of its employees | 
regularly purchasing war bonds, the Fer- | 


rell Jewelry Co., Inc., of Orlando, Fla., 
has received a U.S. Treasury certificate 
award. 

q Among Baltimore jewelers attending 
the National Wholesale Jewelers’ Asso- 
ciation war conference in New York 
June 14 and 15 were Jay G. Engel and 
Leon Engel, of J. Engel & Co., Inc. 

q Julius Selinger, Washington, D. C., re- 
tail jeweler, celebrated his 90th birthday 


May 28. His store at 818 F. St. was | 


opened when that street was only a lane. 
Mr. Selinger has been retired for the 
past seven years. 
ages the firm. 

q Paid with interest is the debt 


His son Sidney man- | 


owed | 


the heirs of Charles W. Crankshaw, for- | 
mer Atlanta, Ga., jeweler, by the state. | 


Georgia governors have been using silver 
service on which $1,500 principal has 
been owing since 1907. The service orig- 
inally came from the old_ battleship 
“Georgia.” 

q Retail jewelers of Chattanooga and 
Memphis, Tenn., are benefiting from city 
ordinances regulating pawnshops. 


Mem- | 


phis pawnbrokers may not sell new mer- | 


chandise in a_ store 
goods. In Chattanooga 


handling pawned 
pawnbrokers 


must submit to police by 9 o’clock each | 


morning a list of all articles pawned the 
previous day. 

q Among young men taken from the 
jewelry trade into military service, who 


paid visits to their home town during | 


leave of absence and called on members 
of the trade, were Corp. Howard Shu- 
gar, of the Columbia Jewelry Co., An- 
napolis, Md.; now in the Air Corps, and 
Private F. C. Jerome Bondroff, formerly 
with the U. S. Jewelry Co. 

4 Emanuel Kohner, head of Max Kohn- 
er, wholesaler at 21 W. Baltimore St., 
Baltimore, is back from a series of trips 
taken during a period of two weeks to 
New York, Providence, R. I., and other 
manufacturing centers in search of mer- 
chandise to replenish depleted 
He reported manufacturers ready to 
book orders but unable to say when de- 
livery might be expected. 

qS. Judson Mealy, 


stocks. | 


president of the | 


Maryland, Delaware and District of Co- | 


lumbia Jewelers’ Association, 314 N. 
Charles St., Baltimore, has been ill at a 


hospital for several weeks, but is now | 


on the mend and expected to be out 
again shortly. His illness has delayed 
announcement of the make-up of the 
various standing committees of the asso- 
ciation and has retarded ‘other associates’ 
activities that would otherwise have been 
well under way. 

q In the opinion of Harry E. Baumohl, 
manager of the U. S. Jewelry Co., Balti- 
more wholesalers, the city’s importance 


as a wholesale distributor of watches and 
all other stocks carried by jewelers is 
steadily on the increase, and is attracting 
a constantly augmented number of buy- 
ers as the gateway to the northern manu- 
facturers. The U. S. Jewelry Co. in the 
last few weeks noted the appearance of 
a large number of retailers from the 
South, as far as Montgomery, Ala., to 
look over supplies and make selections 
for the period extending to the Christ- 
mas holidays. The list included Morris 
Moore, of Lutto Jewelers, Richmond, 
Va.; L. B. Roche, of Norfolk, Va.; J. 
Friedman, of Harry’s Loan Office, Hag- 
erstown, Md.; Jerry Klines, of Newport 
News, Va.; J. Weinstein, of Richmond, 
Va.; Harry Alberts, of Bristol and 
Johnson City, Tenn.; Mr. Green, of the 
Montgomery Jewelry Co., of Montgom- 
ery, W. Va.; E. Johnson’s of Raleigh, 
N. C.; M. B. Smith, of Charlotte, N. C.; 
Charles Bowen, of Lynchburg, Va.; Ned 
Cohen, of the Jewel Box, Anderson, S. 
C., Johnson City and Bristol, Tenn.; 
Mrs. I. Gergel, of the Carolina Loan 
Co., Columbia, S. C.; F. H. Driesell, 
Norfolk, Va.; Mr. Witten, of the Harry 
Finkelstein Co., Jacksonville, Fla.; Mrs. 
Rhona Jacobs, of N. F. Jacobs & Co., 
Richmond, Va.; Paul Sher, of Better 
Jewelers, Miami, Fla.; and Mr. Halpert, 
of Halperts, Jewelers, Miami, Fla. 


Wartime Problems Discussed 
At North Carolina RJA Meeting 


The North Carolina RJA met in 
Raleigh May 24 for the election of offi- 
cers and discussion of retail wartime 
problems. 

Alvin Magnon, Tampa, Fla., spoke on 
“What the National Association Means 
to the Retail Jeweler.” G. Duffie Burns, 
Charlotte, discussed “Shorter Hours 
During Wartime,” and Harold Seburn, 
Durham, spoke on “Should We Ration 
Sterling to Consumers.” Arnold Schiff- 
man, Greensboro, talked on “Selling 
Gems.” 

Reelected to office were M. Z. Perkin- 
son, president; M. D. Fox; Kingston, Ist 
vice-president; Harold _ Schiffman, 
Greensboro, 2nd_ vice-president; and 
Ernest Neiman, Raleigh, secretary- 
treasurer. 

Executive committeemen for 1943 are 
C. F. Neese, Burlington, and G. Duffie 
Burns, Charlotte. Messrs. Neiman and 
Perkinson were elected representatives 
to attend the national convention in 
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q Florence Adler, former employee of 
Bailinger’s, 715 Sansom St., has received 
a petty officer’s rating in the SPARS. 
q Harry C. Barry, of M. Sickles & Sons, 
906 Chestnut St., recently returned to 
work after an illness of eight months. 
q Sol Schwartz, of Jack Kellmer‘s San 
som St. store, was married in the latter 
part of June, then was inducted into the 
Army. 

q The Louis Sickles shop at 1015 Chest 
nut St. was closed during the third week 
in July for painting and extensive alter 
ations to offices and 
q Corporal Al Hoffman, former employe 
of Samuel Lashof & Co., 700 Sansom St., 
visited the shop while on furlough June 
10. He is stationed at the Lincoln, 
Neb., air base 

q Southerners predominated among out- 


showrooms. 


of-town buyers visiting Brown, Gold 
Co., 110 S. 8th St., in recent weeks. 


Among them were H. Cunningham, of 
Miami; H. Rosenthal, Durham, N. C.; 
and I. Lesser, Charleston, S. C. 

q Frank Hurlburt, H. O. Hurlburt & 
Sons, 817 Chestnut St., celebrated an- 
other birthday on June 12. ‘Two days 
later, he and Mrs. Hurlburt quietly ob- 
served their 50th wedding anniversary 
at Ocean City, N. J. 


q Out-of-town buyers visiting H. O. 


H.I.A. Raises Fees for Tests 
As Junior and Certified Craftsmen; 
Advisory Committee Will Elect 


changes in the regulations 
controlling watchmakers’ examinations 
were made by the executive committee 
of the Horologicai Institute of America 
at its meeting in New York May 20, 
replacing the regular convention, which 
was omitted because of travel conditions. 

New questions will be asked after 
about July 1, when the fee for the 
Junior Watchmaker examination will be 
lifted to $10 and that for the Certified 
Watchmaker examination to $15. In 
addition, applicants must pay $1.50 for 
each watch examined and $5 for a re 
test, if a new trial is granted to a per 
who fails the first one, to cover 
costs of the meetings of the Examining 
Board. 

Awards of merit, it 
have been given the following who made 


Certain 


son 


was announced, 





ELGIN — WALTHAM — HAMILTON 
BULOVA — GRUEN 
REBUILT WATCHES 


of the better kind, for the better Jewelers, 
of every description in Swiss and American 
for ladies and gents.—Orders filled promptly 
We also carry a full line of watch cases of the 
latest styles in every description at the lowest 
market prices. 

Write for Catalog. 


CENTRAL WATCH MATERIALS & 
SUPPLY CO., INC. 


134 S. 8th St. Phila., Pa. 











| Philadelphia College of Horology 


SCHOOL FOR WATCH MAKERS, 
JEWELERS AND ENGRAVERS 


Broad and Somerset Streets 
PHILADELPHIA, PA. 
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Hurlburt & Sons, included H. T. Webb, 
West Chester; Simon Broun, Allentown; 
S. Karp, Kittanning; M. Buch, Reading; 
M. Regal, Mahanoy City; and Frank X. 
Engler, E. Mauch Chunk. 

q Marion Gording, daughter of H. B. 
Gording, in whose store at 716 Sansom 
St., she was employed, left Philadelphia 
in early July to take a clerical job in 
Seward, Alaska. While in Alaska, 
will marry Private Paul Levy, who has 
been stationed there with the U. S. Army 
for 18 months. 


she 


q Several local jewelers attended the 
National Wholesale Jewelers’ Associa- 
tion war conference, June 14 and 15, in 


New York. Among them were Samuel 
Lashof, 700 Sansom St., of the member- 
ship committee; Joseph B. Bechtel, 
NWJA treasurer; Secretary George A. 
Fernley, 505 Arch St.; and Alex Lopa- 
tin, 738 Sansom St. 

q The Horological Guild of Philadelphia 
held its final meeting of the season June 
10, with President Herman Pedrick pre- 
siding. Delegates to the state conven 
tion, scheduled for Wilkes-Barre in Au 
gust, were named. They are Herbert C. 
Holt, Leonard Spinner, E. Zeddlemoyer, 
Elwood Maydll and Mr. Pedrick. The 
next Horological Guild meeting will be 
held September 14. 


the highest grades in examinations dur 
ing the past year: Certified Wateh 
maker (800 points possible), Jacob C. 
Renie, Garrett, Ind., 757 points; Eugene 
E. Parnell, Tulsa, Okla., 731 points, and 
Wendall T. Johnson, 

726 points; Junior Watchmaker, Pedro 
R. Estoesta, 388 points; Charles R. 
Smith, 386 points, and Ernest B. Reed, 
385 points, all of Peoria, Il. 

Nine members of the advisory council 
named to succeed themselves’ were: 
Howard L. Beehler, Lancaster, Pa.; 
Francis J. Bentley, Chicago; John J. 
Brown, Lancaster, Pa.; Leon E. Clarke, 
Syracuse; Herbert C. Holt, Philadc! 
phia; Edward H. Hufnagle, Mt. Vernon, 


N. Y.; Alfred S. Rowe,- Indianapolis 
L. D. Stalleup, Nashville, and Frank 
D. Urie, Elgin. Dr. H. W. Kenerson, 


executive secretary of the National Re 
seach Council, nominated for 
vear to complete the term of the 
Dr. Albert L. Barrows. 

Institute members are voting by mail 
on these when returns are 
in the advisory council, composed of 27 


was one 


late 


nominations; 


members, will elect officers of the In 
stitute for the coming year. 


Portable Lamp Ban Lifted; 
Production Permitted to July 15 


Frozen inventories of lamp and lamp 
shade manufacturers have been released 
for civilian production as a result of the 


recent amendment of Limitation Order 
L-33. As now amended, the order per 
mits production of electric lamps until 
July 15 from parts which have been 
wholly or partly fabricated as of Dec. 
10, 1942. After July 15, however, pro 


again 


the 


duction is 
orders of 


prohibited except for 
Army, Navy, Maritime 


Commission, and War Shipping Admin 
istration. 

The same amendment permits the 
manufacturer to produce shades until 
July 15. 





For Immediate Delivery — 


ORDER NOW — NO RATIONING — WE 
CAN SUPPLY UP TO A DOZEN OF A 
NUMBER TO A CUSTOMER — WHILE 
OUR STOCK LASTS. 


STEMS FOR 


A. SCHILD BULOVA 

10!n Cal. 984 10 A. N. 
10!5 Cal. 340 8 A.N. 
834 Cal. 970 8A. Z. 

634 Cal. 539 7 A. P.—7 A. H. 
7A. M. 
6A. F. 
BENRUS 6 A.M. 
6A. P. 
10'5 A 4A. H. 
10! AO 4A. L. 
54 W 3 A. F. 


ALSO STAFFS AND JEWELS FOR ALL AMERI- 
CAN WATCHES—ELGIN— WALTHAM — HAMIL- 
TON—ILLINOIS. 


ALSO A COMPLETE LINE OF AMERICAN AND 
SWISS MATERIALS FOR ALL MAKES IN 
GENUINE AND IMITATION 


ORDER NOW 


CENTRAL WATCH MATERIALS 
& SUPPLY CO., INC. 


134 S. 8th Street, Philadelphia 7, Pa 








Jenkintown, P2., 


JOS. B. BECHTEL & CO., INC. 
729 Sansom Street 
PHILADELPHIA, PA. 


WHOLESALE JEWELERS 


WATCHMAKER’S & JEWELER’S 
SUPPLIES 


We hace served the trade 
since November 1, 1894 














BELMAR CREATIONS 
Watches & Jewelry 


S iD 
 —— 


SICKLES @ 
1015 Chestnut St. Philadelphia 
22 West 48th St. New York 





BYARD F. BROGAN 


Manulecturer of Distinctive Diamond 
Mountings and Wedding Rings 


ont Senscmn Seem Philadelphia 








BOWMAN 


Technical School 
Courses for Success for 
Watchmakers 
Engravers, Jewelers 
Write for free book “‘Your 
Future and Our Sehool’’ 
JOHN J. BOWMAN, Director 
Bowman Bldg., Lancaster, Pa. 
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Specializing 
in 
Cutting Semi-Precious 


STONES 


in quantity 


PHILIP F. POPOLLA 


Imports—Lapidary 
10 E. 43rd ST. N.Y. CITY 


Murray Hill 2-8454-8455 











NICKEL SILVER 
PHOSPHOR BRONZE 


THE SEYMOUR MFG. CO. 


SEYMOUR, CONN, 








“HOROLOGICAL OIL” 
A NEW WATCH and CLOCK OIL 


Approved by Horological Experts 
For All Climates 
Sold through Jobbers and Material Houses 
If you can’t obtain it order direct 


LIN-OPTIC LABORATORY 
Portsmouth, N. H., U.S.A. 
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MILITARY EMBLEMS 


For SOLDERING 
On Rings and Jewelry 
In 10K Gold or Sterling 


Also complete items with any military emblem 


H. L. HIRSH & €0. provience: 1. 














MASSACHUSETTS 
SCHOOL OF OPTOMETRY 


Four-Year Day Course 


For further information address 
Administrative Office 


1112 BOYLSTON STREET 


Boston, Massachusetts 





Koro? Gold on Ster 
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and STERLING SILVER 


REAL STONE JEWELRY 


Sold direct to retcilers 


W. E. RICHARDS CO. 
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q Jean R. Tack of Newark, N. J., has 
been in Boston taking his C. G. stone 
examinations under Dr. Edward Wig- 
glesworth at the laboratory. 
q Pryor W. Percival, D. C. Percival & 
Co., Boston, is now back at work as 
head of the repair department after an 
illness which necessitated a visit to the 
hospital. 

q Archibald Silverman of Silverman 
Bros., Providence, R. I., manufacturing 
jewelers, was general chairman of the 
committee for the Jewish mass demon- 
stration held in Providence May 30. 

q The Boston Jewelers club has decided 
to omit its annual summer outing at the 
New Ocean House in Swampscott this 
year because of transportation problems, 
and instead is planning a fall banquet 
to be held in town sometime in October. 
q Miss Barbara Bruen, who is employed 
at the D. C. Percival Co., Boston, was 
married on June 6 to David Townsend 
of Newton, now in the Coast Guard. 
Mrs. Townsend returned to work follow- 
ing her honeymoon. 

q Smith-Patterson Co., Boston, is in- 
viting patriotic citizens to convert their 
old diamonds, old silver, gnd old gold di- 
rectly into War Bonds and Stamps, and 
offers to furnish free estimates on any 
possessions of this kind that owners may 
wish to toss into the battle for freedom. 
q Some of the uptown Boston retail 
jewelers, such as Bigelow-Kennard Co., 
are now on a summer schedule of hours, 
varying a bit from the downtown sched- 
ule. They open at 9:30 a.m. instead of 
9:45, and close 15 minutes earlier, at 
5 p.m. 

q Thomas Long Co., Smith-Patterson 
Co., and other downtown Boston jewel- 
ers are now operating on a schedule of 
summer hours: 9:45 a.m. to 5:15 p.m. 
daily, except on Monday when hours are 
from 12:30 to 8 p.m. The stores are ob- 
serving Saturday closings throughout 
the months of July and August. 

q The 28th annual trade conference of 
the New Hampshire RJA was held at 
Twin Lake Villa and Cottages, New 
London, N. H., on June 29 and 30. A 
representative of the Office of Price Ad- 
ministration interpreted the latest 
changes and rulings affecting the retail 
jeweler. 

q Tilden-Thurber, retail jewelers of 
Providence, R. I., presented in its art 
galleries an exhibition of “Castleton 
China and Contemporary Art.” Among 
the 15 famous artists’ designs shown 
were Benton, Nason, Dali and Bemel- 
mann. During the exhibit advertisements 
on the china were run in the local press. 
q Miss Mary M. Little, A. Stowell & 
Co., Boston, has been accepting congra- 
tulations on her engagement to Pfc. 
Thomas J. Stanton, Jr., now stationed 
at Portsmouth, N. H. with the medical 
detachment of the Army. Miss Little is 


employed in the jewelry repair depart- | 


ment of Stowell’s. Prior to his service 
in the Army, Private Stanton was also a 
member of that department. 

q Shreve, Crump & Low Co., Boston, 
paid tribute to the heroes of the mer- 
chant marine during Maritime Week, 
May 16 to 22, by a window display of 
12 different merchant ship models which 
attracted much favorable comment. In 
the center foreground, a small assort- 

















ment of gold jewelry related itself ap- 
propriately to the occasion—ship pins, 
pins in the shape of anchors and ship’s 
wheels, rings carved in rope design, and 
a ship’s clock. 

q John H. Mulkey of the Western 
Novelty Co., Portland, Ore., visited the 
wholesale firm of D. C. Percival & Co., 
Boston, recently, purchasing a _ large 
order of goods which will eventually find 
its way into the possession of American 
boys in Alaska. Mr. Mulkey, an im- 
porter and wholesaler who deals prin- 
cipally in curios, has a number of retail 
dealers in Alaska as special customers, 
and the bulk of his order was destined 
for their show cases. 

q Officers of the Massachusetts and 
Rhode Island RJA held a special meet- 
ing on June 9 at the Hotel Bellevue, 
Boston, to discuss general problems of 
the moment pertaining to the trade, and 
to consider matters brought up at the 
April 28 convention. President Horace 
Partridge, Trefry & Partridge, presided. 
Others present included Robert A. Ab- 
bott, Wood Abbott, Lowell; L. Blaine 
Libbey of Milford; John H. Peterson of 
Needham; and Frederick T. Widmer of 
Boston. 

q Winding up the season with an enthu- 
siastic flourish, the Eastern New England 
Guild of the American Gem Society held 
its last meeting on June 10, before the 
summer recess. One of the largest gath- 
erings of the year assembled for the 
seasons wind-up at the Laboratory head- 
quarters, 69 Newbury St., Boston. Wits 
were sharpened by participation in the 
gem quiz, prepared by the Chicago 
Study Group in an exchange quiz be- 
tween the guilds. Out of 86 questions, 
“our experts” got 60 correct. Dr. Ed- 
ward Wigglesworth, president of the 
society, was pleased with the score. 
There were a lot of tough questions in 
the list, he said. Special guests attend- 
ing were Mrs. John Kennard, wife of 
John Kennard of Hodgson, Kennard 
Co.; Miss Betty Brown, former secre- 
tary of the Guild; Virginia Tobin, of 
Shreve, Crump & Low Co., a new stu- 
dent; Miss A. M. Lundborg, a jeweler 
from Worcester; and Fred Gurney from 
Brockton. Two committees were ap- 
pointed for the fall: A nominating com- 
mittee headed by Samuel Tyack of 
Shreve’s, and a dinner committee headed 
by Richard Chesley of Thomas Long’s. 
Mrs. Ella J. Bird of Peterson’s, Inc., of 
Needham, gave a talk on feldspars. 

q Providence, R. I., jewelry stores re- 
port some progress in their efforts to 
catch up with watch and jewelry re- 
pairs, but some have done so only by 
turning away new business until their 
backlogs of unfinished work were re- 
duced. One store has cut down the cus- 
tomer waiting period from 10 weeks to 
three weeks. Most units report that cus- 
tomers generally accept the wait grace- 
fully, although some are amazed when 
told that a “simple” adjustment will 
mean three weeks. Providence stores re- 
port that their inventories are being 
steadily depleted but there is no undue 
pessimism. Probably reflecting in part 
the inventory status, stores are confining 
their newspaper advertising efforts al- 
most solely to diamonds. However, some 
stores in Providence have had a surpris- 
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ingly small turnover. Many stores have 
discontinued their practice of remaining 
open Thursday evenings, declaring that 
it wasn’t worth while. 

While some declare that the situation 
is no worse, most of the Providence 
jewelry manufacturers contacted by 
JC-K report that silver is tighter than 
ever with many forced to fall back on 
their slender inventories. It was said 
that even the silver for war work was 
slow in coming through; one large firm 
reporting a wait of three week. Another 
company asserted that it was receiving 
only 10 per cent of the silver it was al- 
lowed under WPB quotas. Meanwhile, 
war work is said to be coming in at a 
slower pace although some firms have 
received further orders. The labor pic- 
ture continues serious but appears to 
have been relegated to second place by 
the silver worries. 


WPB Probes Industry's 
Use of Silver Under 
50% Limitation Order 


In what was probably the first of 
several investigations into the jewelry 
industry’s use of various metals limited 
by the War Production Board, 50 ex- 
aminers from the Federal Trade Com- 
mission, acting for the WPB, last month 
looked into the use of silver by some 
217 companies. 

The survey was conducted by WPB’s 
Compliance Division, which stressed the 
need for strict enforcement of Silver 
Conservation Order M-199 because of 
the growing scarcity of the white metal, 
more of which goes into war production 
as a substitute for even scarcer metals 
and less of which will be available for 


jewelry purposes’ unless Congress 
speedily passes the Green Bill. 
M-199 allows only domestic silver, 


mined after July 1, 1939, to be used in 
non-war items, and then only at the 
rate of 50 per cent of the quantity con- 
sumed by each manufacturer in either 
1941 or 1942, whichever year had the 
larger consumption. Handcraft and small 
shops employing five persons or less are 
treated somewhat more leniently, as ex- 
plained in JC-K’s March issue, page 
105. 

What happens to scrap resulting from 
45-cent silver bought under priority for 
war uses? was one object of the in- 
vestigation. Tempted by offers for this 
silver at 71 cents, were some companies 
selling this scrap at the domestic silver 
price level, in a by-path of the black 
market that interested both WPB and 
OPA? 

In general, compliance with the silver 
order will doubtless be found better 
than with certain other WPB precious 
metal orders, because: (1) A large part 
of the silver is used by sizable shops, 
who keep scrupulous records; (2) the 
supply has been so curtailed that 
would-be chiselers have had slim chance 
to cheat. 


Lyman E. Hainline, at one time divi- 
sional sales manager of all the jewelry 
departments of the Sears, Roebuck & 
Co. stores, has become general manager 
of Harry Gamler, Inc., retail jeweler at 
522 Main St., Buffalo. 

Mr. Hainline has also been connected 
with Marshall Field & Co. and the Fair 
Store in Chicago. 
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Sallan's, Detroit, to Suspend 
Repair of Civilian Watches; 
Switches to Precision Instruments 


The repair department of Sallan, Inc., 
big Detroit jewelry store, has been con- 
verted nearly 100 per cent to the reno- 
vation of gages, micrometers, dial indi- 
cators and other precision instruments 
sent in by Detroit war plants. 

The watch repair men have the higher 
skill which cannot be found in the fac 
tories, said Hugo A. Weissbrodt, dep 
uty regional WPB director, adding: 

“If the instruments were sent to the 
manufacturing concern for repair, it 





J. L. STONE 


dial indicators 


works on gages, 
might take months before they would be 
returned. But under the new plan, the 
instruments are repaired in a few days.” 

Raymond B. Sallan, head of Sallan, 
Inc., said that several employees are 
still working on a backlog of 800 clocks 
and watches, but that the store aims to 
get out of civilian repair work com- 
pletely. 

Speaking for the erstwhile watch re- 
pairers, J. L. Stone, 53, who has been 
with the company since 1928, said 
they’re enthusiastic in their new work, 
which with its new problems is filled 
with interest, and which is obviously a 
distinct contribution to the war effort. 


Cutting Travel, NAJC Asks Members 
To Stay Away from Annual Meeting 
Unless They Live Near Chicago 


To help reduce travel, members of 
NACJ will be asked not to attend the 
annual meeting in Chicago (date to be 
announced later) unless they live in that 
general vicinity. William Wagner, execu- 
tive secretary, said that members in 
other sections who wish to vote for of- 
ficers and directors will be requested to 
do so by proxy. 


Jewelry Industry in New York Area 
Plans New Scrap Drive 


The pressing and continuing need for 
scrap of all kinds to fit the war pro- 
duction machine was emphasized at a 
meeting of the Jewelry Industry Scrap 
Committee held at the 24 Karat Club, 
New York, on June 16. Considering the 
limited amount of commercial scrap pro- 
duced by the jewelry industry, the trade 
made an excellent showing in its first 
scrap drive, but to keep the furnaces 
and mills going, a continuing flow of 
scrap to them must be maintained. 

Hence, all industries, including jew 
elry, are being urged by WPB to re- 
examine their shops for scrap. 





IT'S INCREASED! 


“40% 


That’s the Dividend This Company 
is Currently Returning on 
Jewelers Fire Insurance Policies! 


Just think! $4.00 out of each $10.00 
you pay for fire insurance is returned 
to you at the expiration date. A 
saving that you cannot afford to 
miss, especially today, when costs of 


doing business are continually rising. 


Remember, 40% current dividend on 
fire policies. 25% dividend on wind- 
storm and extended coverage. 


Plan now to take that next renewal with this, 


THE JEWELERS OWN COMPANY 
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FIRE INSURANCE COMPANY 
JEWELERS INSURANCE BUILD 
MEENAH, WISC OWS 
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ANCHEST 
SILVER COMPANY 
Providence Rhode Island 












REED & BARTON 


| SILVER POLISH 


A superior polish—made by sil- 
io ss for jewelers’ use and re- 
sale. 

| Freight now prepoid in U. 8. in 
specified minimum lots — jeweler 
recewing full 100% profit. 
REED & BARTON - Taunton; Mass 








| BATH RNT A EE DAHA ONS MEANY AYP 
| DON PAY AY HEE STU MTA 


* 


NORTH ATTLEBORO ENGRAVING CO. 


} ATTLEBORO FALLS, MASS 








Sold only direct 
to Retailers 





250 Sterling Charms in Illustrated Catalog on request 
WELLS MFG. CO., ATTLEBORO, MASS. 


133 




















Critical metals, steel — brass — nickel 
— lead — cadmium — zinc —etc., have 
gone to war. 





The nation’s labor has followed, de- 
voting their efforts to the production 
of necessary war materials and essen- 
tial civilian goods. 







Let the dollars join in this Home 
Front effort to insure the Victory— 
BUY WAR BONDS. 


F. H. NOBLE & COMPANY 


Manufacturers 
559 W. 59th St., Chicago, Illinois. 





















GCold=Silver 
DLATING 


“ASK ABOUT” 


HODANIZE 


TRADE MARK REG. U. S PAT. OFF 


Silverware 


REPAIRED & PLATED LIKE NEW 


Swartz & Co. 


10 S, Wabash Ave. CENtral 6089 


























CONSULT... 
M. Y. FINKELMAN 


for 
Diamonds and Diamond Jewelry 
EST. 1923 


29 E. MADISON ST. CHICAGO 














Your Jospsper Has 


NEWALL 
“Quality Findings” 


The Newall Mfg. Co. - Chicago 














OUR WORK COSTS NO MORE THAN 
ORDINARY 


29 E. Madison St. 


= 
° 
Ps) 
x 


Ditch Case Fearing 
: oe 
BE ER-HECKMAN CO. 
CHICAGO, ILL. 


134 





q Lewis Prisant, jeweler from Albany, 
Ga., spent several days in Chicago 
scouting for merchandise, watchmakers, 
etc. 

qk. M. (“Dick”) Showerman, who 
formerly represented Ballou & Co., is 
now with the sales department of Stein 
& Ellobogen Co., 55 E. Washington St. 
q Officers of Spaulding & Co., at 959 N. 
Michigan Ave., were elected at a recent 
meeting of the board of directors. They 
are Gordon Lang, president; Benjamin 
N. Cox, vice-president; V. C. Baurhyte, 
vice-president and secretary, and V. C. 
Anderson, treasurer. 

q Window smashers operated on two 
credit stores in the loop district of 
Chicago recently securing a quantity of 
watches, rings and costume jewelry. The 
first was the show window of Swarts 
Bros., at 156 N. State St., where wit- 
nesses told police a ball bat was used. 
Busch Credit Jewelry Co., corner of 
Madison and Wabash, also suffered a 
small loss a few nights later. 

qThe store at 106 N. State St., occupied 
for nearly 50 years by the Edward 
Kirchberg business which was recently 
discontinued, is now occupied by the 
Hamilton Jewelers, owned and operated 
by Marks Bros. This is their second 
Hamilton store, the other being at 310 
N. State St. The Marks brothers, Al 
and Hugo, also operate stores under 
the name Marks Bros., at 146 N. State, 
218 S. State and 6319 S. Halsted. 

q.A gang of burglars has been cleaning 
out jewelry stores in the Waukegan 
area. In all cases “it’s the same band 
at work,” according to Waukegan Police 
Chief Bart Tyrrell. Five thousand dol- 
lars’ worth of gems were taken from the 
Silvey jewelry store at 19 N. Genesee 
St. on Jan. 27. The Roy Yeoman store 
at 116 N. Genesee St. was broken into 
May 13, the thieves snatching several 
trays of diamonds and watches. Stores 
in Aurora, Sterling, Elgin, Rockford 
and Ottawa have also been entered. 

q Sire of an idea that may raise $5,000,- 
000 or more a year for war relief is Tom 
McMahon, of Thomas J. Dee & Co., Chi- 
cago refiners. Mr. McMahon is president 
of the Chicago District Golfers Associa- 
tion and here’s the idea he teed off with 
last month: Under a ‘“dime-a-round” 
plan, each golfer in the land will be 
asked to contribute 10 cents to the war 
before going out on any round. A num- 
ber of professional and amateur associa- 
tions already have promised enthusias- 
tic support. Quart milk bottles at the 
first tee will gather funds in the Chi- 
cago area, and proceeds will go to 
Chicago service men’s centers. Else- 
where, under Mr. McMahon’s plan, golf 
ers will donate their dimes to whatever 
war relief agency they choose, and na 
tional PGA headquarters at Chicago 
will keep tabs on total weekly contri- 
butions. 

q The annual Chicago Jewelers Bowling 
League banquet was held at Como Inn 


| on the night of May 6 and was attended 


by all players and representatives of 
many of the sponsors. The meeting 
closed one of their most successful sea- 
sons. Cash prizes and trophies were 
awarded the season’s winning teams. 


| The Olsen & Ebann trophy for the best 


team was awarded to the team spon- 


| sored by C. & E. Marshall Co. The F. H. 





Noble & Co. trophy for best individual 
play went to J. Hans Bagge, of the 
Jewelers club, who had an average of 
185. The Louis Schaefer trophy for the 
player showing greatest improvement 
was presented to Jack Casey, of the 
Jewelers club. The final standing of all 
teams was: C. & E. Marshall Co., won 52 
lost 32; Benjamin Allen & Co., 49-35; 
A. C. Becken Co., 49-35; Jewelers club, 
44-40; The Ball Co., 43-41; American 
Optical Co., 41-43; Fort Dearborn Mer- 
cantile Co., 30-54; Olsen & Ebann, 28-65. 
q More than 100 members of the Chicago 
Jewelers Association attended the an- 
nual golf outing at Idlewild country 
club last month to enjoy a chicken dinner 
and contest for 50 prizes. Milton Na- 
than, Stein & Ellbogen Co., won a $150 
set of clubs and Jack Friedland, Hart 
Jewelry Co., won a miniature set of 
garden tools. Prizes were also received 
by Leonard Lewy, Lewy & Goodman, 
and Al Long, J. R. Wood & Co., who tied 
on their scores. Loyd Gear, American 
Metal Works; and Jack Keenan, Hamil- 
ton Watch Co., were also among the 
lucky players. Association officers were 
reelected for another term at the 
groups’ monthly dinner meeting June 2. 
They are Valentine T. Jones, Jones & 
Baumrucker Co., president; A. E. New- 
mark, of Newmark’s, honorary presi- 
dent; Philip Martin, the Martin Co., 
vice-president; Joseph Hirtenstein, Fed- 
eral Jewelers, treasurer; and Ben Hal- 
pern, Halpern Jewelers, secretary. 

q Committee chairmen and members 
who will guide the activities of the Chi- 
cago Jewelers Association during 1943-44 
were announced June 2 by R. Schell 
Hulbert, president. Heading the social 
relations committee is David Newman, 
assisted by Thomas G. McMahon, Webb 
C. Ball II, Thomas White and Philip 
Abrams. Vincent J. Newman is chair- 
man of the membership committee, and 
committee members are Claud Wheeler, 
J. Arthur Rogers, Harry J. Mitchell 
and Earl Stamm. Golf activities will be 
directed by Lloyd R, Gear as chairman, 
also Charles G. Brown, Edward Cain, 
Jack F. Casey and William H. Mc- 
Greevy. Finance committee head is 
James Clifton, while members are Johm 
M. Biggens, W. T. Smith and Ben Teit- 
elman. Maj. John T. Montgomery is 
chairman of good and welfare, and his 
assistants are Frank Milhening, C. D. 
Peacock III, Frederick M. Gottlieb, 
Robert Stenson, Albert L. Ellbogen and 
Paul H. Samuels. Guiding the trade 
extension committee will be Chairman 
George Englehard, with Arnold Price,. 
C. A. Lundquist, Sol G. Cogan and John 
L. Keenan. Budget committee members 
are Webb C. Ball II, Charles G. Brown 
and John E. Friedland. 


Say: “How about tacking a War 
Bond on your bill?” 
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Dionnes Christen "Quint Fleet" in U.S.-British Ceremony; 
Silver Commemoration Plaques Created by Hudson Co. 
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On exhibition at the J. B. Hudson Co., Minneapolis jewelers, are the five silver plaques the 
Hudson Co. made to order as gifts to the Dionne quintuplets. 


Five little girls played a part in ce 
menting together United States’ and 
Great Britain’s determination to beat 
the Axis when the Dionne quintuplets 
christened and launched five coastal 
cargo vessels at the Walter Butler Ship- 
building Co.’s yards at Superior, Wisc., 
May 9. The J. B. Hudson Co., Minne- 
apolis jewelers, created at the special 
request of the Butler company, five 


sterling silver commemoration plaques 
for presentation to the Dionnes. 
Pictures of “The Quint Fleet,” first 


five ships to be launched together in one 
afternoon, are engraved and oxidized on 
the surface of the plaques. Handmade 
and measuring 10 by 13 inches, the 
plaques show the flags of the two na 
tions, enameled in color. Each little girl’s 


Nebraska Okays Insurance Loans 
Equal to Policyholders’ Losses 

Insured merchants suffering losses due 
to the action of responsible agencies may 
receive loans from their inland marine 
insurance companies pending outcome of 
suits against the liable parties, the Ne- 
braska supreme court ruled recently in 
passing on the suit of Shiman Bros. & 
Co., Inc., New York jewelers, against 
the Nebraska National Hotel Co. and 
the Railway Express Agency. 

Such loans, the court said, often en- 
able the policyholder to carry on_ his 
business. 

4 salesman for the jewelry company 
gave his trunk, containing $46,000 worth 
of jewels, into the care of a hotel porter, 
who gave him an express baggage ticket. 
The trunk was left unguarded at the 
hotel’s loading platform, and the jewelry 
was stolen. 


13 Jewelers Receive AGS Titles 

Thirteen new names have been added 
to the American Gem Society list of 
Registered Jewelers. Those who have 
passed the society’s examination in the 
fundamentals of gemology, diamonds, 
precious metals and silverware, and its 
diamond grading examination, are: 

J. C. Blackburn, Mappin’s, Ltd., Mon- 
treal; Robert Brown, Robert Brown, 
Ltd., Sudbury, Ontario; W. J. Burns, 
L.. M. Butch Co., Circleville, Ohio; Frank 
Davidson, George D. Davidson Co.. Los 
Angeles; A. B. Dier, of Birks, Ellis, 
Ryrie, Ltd.. London, Ontario; Mary E. 
Franklin, Henebry & Son, Fayetteville, 
N. C.; and H. F. Greenway, of Birks 
Ellis, Ryrie, Ltd., Toronto. 

Also James A. Groom, Roy Groom & 
Sons, Flint, Mich.; T. M. Little, Little & 
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picture was mounted under crystal 
against a background of Canada’s maple 
leaf, with her name engraved below. 

Fitted on ebony backs, the plaques 
were presented to the quints in blue 
velvet-lined walnut chests with silver 
handles, hinges, and locks. The plaques 
were designed by Horace P. Brouillet, 
art director of the Walter Butler Ship 
builders, Inc. 

Mid-west jewelers are 
upon to do special work for ship launch- 
ings, although jewelers in seaboard cities 
often create commemoration pieces. 

Mr. and Mrs. Dionne were presented 
with a silver aspic dish and two match 
of the Interna- 


seldom called 


ing compotes, designs 
tional Silver Co. 


Taylor, Victoria, B. C.; William E. 
Neely, Middletown, N. Y.; Thomas . e 
Oakes, Dickenson’s jewelry store, Oil 
City, Pa.; Hewlett K. Sullivan, Hale’s 
jewelry store, Greenville, S. C.; and H. 
F. Underwood, Underwood Jewelers, 
Jacksonville, Fla. 





Kansas RJA Considers War Problems 


V. C. Meador, of Adams & Meador, 
Hutchinson, Kan., was elected president 
of the Kansas RJA at a recent joint 
meeting of the jewelers’ group and the 
Kansas State Horological Association. 


V.C. MEADOR 
heads 


jewelers’ 


Kansas 


group 





War-time problems was the jewelers’ 
topic for the meeting, with round-table 


discussions on how to solve them. The 
present situation in gold and _ silver 


shortages was reported on, 


The watchmakers’ discussion centered 
around a Kansas licensing bill, which 
will be introduced at the next special 


legislature meeting. A resolution to give 
watchmakers in the armed 
year after the war in which to obtain a 
license was adopted, and will be added 


to the bill. 
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“IN SERVICE’’ 
PINS! 


‘Traffic Builders’’ for 
your store in sterling and 
baked enamel . hand 
polished . . . individually 
carded . . . actual size as 
shown. 

TO RETAIL AT 1.00 
DESIGN PATENTED 
Available with following in- 
signia: Army, Navy, Air 
Corps, Marine with one, 

two or three stars.* 

Sold to retailers only. 
IMMEDIATE DELIVERY 
* Army only 


VOGUE JEWELRY CO. 


OF NEW YORK 
219 W. 7th Street 
LOS ANGELES, CALIFORNIA 














FEINSTEIN BROS. 


+ Jobbers in + 
Watch Materials and Supplies 
Federal Finished Crystals— 
Optical Goods 


5 South Wabash Ave. - - Chicago 

WATCHES—New and rebuilt 

WATCH CASES—A case for every 
movement 

STRAPS for any case 

WATCH and RING BOXES 

J-B WATCH ATTACHMENTS 

TOOLS—New and used 

ZENITH Cleaning and 
solution 

NEW ADDITION 
department 

SEND your movement—we will 
rebuild in the latest style case, 
with modern dial—our guaran- 
tee for 120 days 

HIGHEST PRICE paid for old and 


new movements and tools 


rinsing 


to our repair 

















WANT ADS 


It pays to use Jewelers’ Circular- 








Keystone Classified Ads 








ome WATCH CO. 


S S.WABASH AVE. CHICAGO ILL. 


USED WATCH 
MATERIALS 


USED MOVEMENTS 1 2 


Geod Condition 
Good Dials 
THE PRICE OF 
NEW MATERIALS 








O-Size Elgin, 
Waltham 
7J,$2.50—15J, $3.50 
18 Size Hunting, 
Elgin, Waltham 
7J,$1.25—15J, $1.75 







18 Size O.F. Wheels, pinions, 
Elgin, Waltham pallet forks, etc., 
7J,$1.50—15J, $2.00 for all watches. 
6 Size Elgin, Wal- Send sample of 


tham, Hunting 
7J,$1.50—15J, $2.00 
6% Rect. 


what you want! All 
Guaranteed! Remit 
only if satisfactory. 








6J.$2.00—15J, $2.50 
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GRAFNER BROS. 


GENERAL LINE 
VALUE AND ASSORTMENT 
SPECIALIZING 
IN 


DIAMONDS 


818 LIBERTY AVE., PITTSBURGH 








MORRIS GOLDSTOCK 
203 CLARK BLDG., PITTSBURGH, PA. 


WATCH CASES, DIALS, WATCH 
MATERIALS, JEWELRY BOXES, SOLDERS, 
FINDINGS, OPTICAL SUPPLIES 








J. B. BERNSTEIN CO. 
Wholesale Jewelers 
DIAMONDS and MOUNTINGS 


502 Clark Bldg. Pittsburgh, Pa. 








LANDAW BROS. 
Watch Materials and 
Jewelers Supplies 


406-407 Clark Building 
PITTSBURGH, PA. 
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q Retailer Leon Adelsheim is recuper- 
ating slowly from bronchial pneumonia. 
S. H. DeRoy, credit jeweler at 544 
Smithfield St., reports a good response 
to his new clock and watch quick repair 
service. 
4M. A. Schmidt, manager, Jos. De Roy 
& Sons, Smithfield St. store, believes 
postwar planning now is accurate only 
for about six months. “We have always 
found ways in the past to better our 
business,” says Mr. Schmidt. Today, the 
best way is to consider reasonable offers 
toward introducing new lines on a small 
scale; however, the number of these new 
efforts should be restricted. 
q With an eye to swelling his business 
with war workers’ trade, Max Levett, 
Pittsburgh jewelry retailer, has moved 
from his store in the Clark building to a 
new location at 601 Homewood Ave., 
Homewood. War plants of the Equit- 
able Meter Co. and the Westinghouse 
Corp. are nearby. Martin Gluck & Sons 
are adding the space vacated by Mr. 
Levett to their own Clark building 
offices. 
q William O. Smith, director of the 
Western Pennsylvania Horological Insti- 
tute, has set up special machinery for 
manufacturing watchmaker’s tweezers 
from fine spring steel. Tests demonstrate 
the superiority and strength of the point 
of the tweezer. There will eventually be 
made available a special hairspring twee- 
zer that can be held with an unusually 
light touch. Another feature is a bake- 
lite safety touch button which prevents 
the tweezer slipping from the fingers. 


Steel rings made in war plants are 
being worn as finger rings by fad-con- 
cious war workers. Jewelers of Tarry- 
town, N. Y., are warning wearers that 
the rings, if too tight, are almost im- 
possible to remove. 
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Credit Jeweler Opposition Upset 
Drive for Watchmaker Licensing 
In Pennsylvania, Says Sommer 


Opposition from certain credit jewel- 
ers was the chief reason why Pennsyl- 
vania made no attempt at watchmaker 
licensing legislation this year, according 
to a statement May 23 by J. Phillip 
Sommer of Pittsburgh, secretary of the 
Horological Association of Pennsyl- 
vania. 

Himself a director of the Western 
Pennsylvania RJA, Mr. Sommer de- 
declared that the directors of that or- 
ganization expressed themselves as 
neither favoring nor opposing licensing, 
but before that, he said, the executive 
committee had refused to support the 
licensing movement, apparently because 
they felt that: 

(1) Now is no time for this legis- 
lation, because of the current shortage 
of watchmakers, and 

(2) “Too much power might be won 
by craftsmen who in years to come 
might amend the law to take repair de- 
partments away from jewelers who are 
not watchmakers.” 

“Under these circumstances and with 
the illness of I. E. Binstock, our legal 
adviser, it was too late to introduce our 
bill at the recent session,’ Mr. Sommer 
said. 

“However, this temporary set-back is 
notice to the Pennsylvania watchmaker 
that he has opposition to overcome. And 
it gives him the picture of what to ex- 
pect without watchmaker licensing after 
the war—low wages and cut prices from 
stores that use the repair department 
for bait to get new customers. 

“A licensing law in Pennsylvania 
would raise the standards of both 
jewelry store and watch repair depart- 
ment and would win for both a high de- 
gree of public confidence.” 





NWJA Convention 
(From page 121) 


He explained how the situation has 
completely changed since the days be- 
fore the war, pointing out particularly 
that whereas, in pre-war times the em- 
phasis was upon stones of jewelry qual- 
ity, with only some 30 per cent of dia- 
monds by weight being used for indus- 
trial purposes in those days, the picture 
is now completely reversed, with ap- 
proximately 70 per cent of all the dia- 
monds sold now going into industrial 
use. 

This, in turn, has tended to strengthen 
diamond prices, and Mr. Jacobson be- 
lieves that this condition will continue 
into the post-war era. For, he explained, 
the whole structure of prices has always 
been dependent upon the current market 
for the lowest grade industrial goods, 
and a falling off in demand and price 
for that quality depresses the entire 
range of diamond prices up to and 
including the finest gems. 

Now, with industrial diamonds in such 
enormous demand, with great quantities 
of rough which might normally have 
gone into jewelry channels being used 
for industrial work, and with demand 
for them still outrunning supply, prices 
have firmed up all along the line. And 


] 
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in Mr. Jacobson’s opinion, the use of in- 
dustrial diamonds will continue on a 
huge scale after the war, now that 
manufacturers who never used diamonds 
before, have discovered how much more 
efficiently and economically their opera- 
tions can be performed by the use of 
this material than with older methods. 

The end of hostilities may possibly 
weaken prices slightly and temporarily 
during the period of re-adjustment from 
war to peace-time production, but, says 
Mr. Jacobson, this is likely to be only 
a temporary condition particularly since 
stocks of goods, both rough and polished, 
are in strong hands. 

As to other elements in the post-war 
situation, the resumption of cutting in 
the European centers is somewhat prob- 
lematical, he said, depending upon such 
factors as the extent to which cutting 
shops have been destroyed, workers have 
died or migrated, the wage rates pre- 
vailing in Eurepe after the war, and 
the extent to which the American cut- 
ting industry has established itself in 
the meanwhile. 

Some cutting will undoubtedly be 
done there, said Mr. Jacobson, par- 
ticularly the chips and cleavages which 
have always been a specialty in Europe, 
but it may take a very considerable 
time for any substantial degree of pro- 





duction to be established. He foresees 
a sound future for the American in- 
dustry. . 

For the Committee on Federal Legis- 
lation & Taxes, Chairman A. Blustein, 
Washington, D. C., reported that the 
work of this Committee closely parallels 
that already explained by various other 
speakers at the convention. 

Joseph B. Bechtel, treasurer of the 
Association, presented the financial re- 
port which showed an increase of ap- 
proximately $2,000 in the cash balance 
of the Association within the past year, 
in addition to which the organization 
has $1,380 in accounts receivable and no 
unpaid bills. 

Officers elected for the ensuing year 
were: Harold Alberts, I. Alberts’ Sons, 
Inc., Boston, Mass., who moved up from 
a vice-presidency to be president of the 
Association; Silas B. Reagan, Baldwin- 
Miller Co., Indianapolis, Ind.; R. Dix 
Edwards, Edwards-Ludwig-Fuller Jew- 
elry Co., Kansas City, Mo., both of whom 
were re-elected as vice-presidents. The 
third vice-presidency was filled by the 
election of Leon Engel, J. Engel & Co., 
Baltimore, Md. Joseph B. Bechtel, Jos. 
B. Bechtel & Co., Philadelphia, was re- 
elected as treasurer, and George A. 
Fernley, as secretary. 
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q The Schira Bros. Co., jewelry manu- 
facturers of 15 West Sixth St., have 
moved to the Edwards building, 530 
Walnut St. 

q A daylight robber who was “just look- 
ing around” made off with diamond 
rings valued at $1,000 from the Lange 
Bros. jewelry store June 2. 

q New leader of the Repulican faction 
here is Hobart A. Wehking, prominent 
Cincinnati jeweler, who has been elected 
chairman of the Hamilton county Re- 
publican executive committee. 

q Helping members of the Rooney Post, 
Veterans of Foreign Wars, celebrate 
their annual party last month was a 
group of employees of the Gerwe-Brown 
Co. They were Harold Armacost, Frank 
Remke, and Walter Bleska. Mr. Bleska 
is new commander of the Post, and was 
host. 

q When William Anthony Effler, man- 
ager of his father’s Mt. Healthy jewelry 
store, left for the Army last month, 
William A. Effller, Sr., didn’t have to 
look long for someone to take his place. 
The young man’s mother and sister step- 
ped in to take over. His father is kept 
busy operating another store in College 
Hill. 

q Members of the Cincinnati Guild, 
Ohio Watchmakers Guild, enjoyed the 
hospitality of their former president, 
Frank Foegler, when they visited his 
summer home on the Little Miami river 
on their annual picnic July 11. It was 
their last party and meeting until next 
fall. Credit for arranging the program 
went to Herbert Huiel, chairman of the 
committee in charge. 

q Cincinnatians replacing their costume 
jewelry have been requested to contrib- 
ute the old pieces they are tired of to 
the Navy League Women’s Auxiliary. 
Such donations would help to make life 
easier for servicemen in the South Pa- 
cific, the auxiliary said. It was explained 
that for a bright bangle the natives will 
virtually break their backs in helping the 
soldiers dig fox holes, carry pack stretch- 
ers, etc. 

q Finis was written recently to the $15,- 
000 daylight holdup of the Frank Her- 
schede Co. in 1941. A long penitentiary 
sentence was imposed on Matthew Mc- 
Govern, Boston, Mass., who was con- 
victed of the robbery. McGovern had 
been arrested in Detroit as he was per- 
petrating another large jewelry theft. 
He is also wanted in Boston for a $10,- 
000 jewelry holdup. Since none of the 
H Co. loot was recovered, au- 
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WE specialize in special 
order work. Send us your 
specifications. We'll sub- 
mit a design without 


obligation. 


THE SCHUMER BROTHERS CO. 


Manufacturing Jewelers 


5 E. Third St. Cincinnati, Ohio 
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thorities here believe that McGovern was 
a tool for the “brains” in a nation-wide 
jewelry theft ring. 

q $400 has been contributed by jewelers 
here to be used to buy cigarets for ser- 
vicemen, it was reported at a smoker 
given by the Cincinnati Wholesale Jewel- 
ers and Manufacturers’ Association 
June 9. Collections were made as part 
of a city-wide drive. At the meeting, a 
talk was given by A. H. Belmont, head 
of the local F.B.I. office, who described 
the operations of that law enforcement 
body. Stanley W. Biedenharn was chair- 
man of the committee on arrangements. 
q Some new faces, in addition to the 
regulars, were seen in out-of-towners 
who called on the trade here last month. 


The group included Ralph _ Roessler, 
Marion, Ind.; L. Prisant, Albany, Ga.; 
Mrs. Morris, Melcer, Galveston, Tex.; 


George L. Hale, Sikeston, Mo.; J. L. 
Guard, Blytheville, Ark.; Thomas Caves, 
Little Rock, Ark.; Earl Webster, Odin, 
Ind.; Jack Hagel, Washington, Ind.; 
Jack Wolf, Cincinnatian who travels for 
a New York concern; and Max Moser 
and Sam Neuman, diamond salesmen 
from New York. 

q A delicate little instrument with 950 
parts and requiring 10,000 operations to 
complete it is being made by the Her- 
schede Hall Clock Co. and is helping to 
bring quick death to enemy airplane 
pilots. Censorship forbids an exact de- 
scription of the device but its impor- 
tance in battle has been demonstrated 
again and again in North Africa, New 
Guinea and the Aleutians, it is said. 
Manufacturing the weapon meant re- 
building the entire inside of the plant 
and re-training each workman, but the 
job was accomplished and production is 
now flowing smoothly, Walter Herschede 
claims. Robert Herschede, his son, has 
a special interest in his father’s product; 
he is an officer in the Army Air Forces. 
q A victory garden prevented Cincin- 
nati police last month from digging at 
Hamilton, O., for buried treasure 
watches and rings that had been stolen 
in a series of jewelry store robberies 
here several years ago. They went to 
that city on a tip from California au- 
thorities, who were told by a suspect 
they arrested that he had buried con- 
siderable loot from Cincinnati stores in 
his back yard at Hamilton. Arriving at 
his home, the police officers found that 
the entire yard had been plowed and 
planted and were assured by the man’s 
family that there was no “buried trea- 
sure” there. The suspect was arrested 
when found selling wedding ring sets in 
Los Angeles. In burying the remainder 
of the loot, he said he had placed it in 
a box and covered it over with 18 inches 
of ground. 


Roy Culbertson -Convalesces 


Roy Culbertson, vice-president of Hess 
& Culbertson Jewelry Co., St. Louis, Mo., 


was convalescing at home last month 
after successfully undergoing a major 


operation. Pleased at receiving numer- 
ous calls, flowers and dainties from peo- 
ple at the store, he turned the tables by 
delighting them with a hilarious letter 
narrating the day-to-day story of his 
recovery. 
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Harry Greenwold Co. 


The House of Quality and Service 


18 WEST 7th STREET, CINCINNATI, OHIO 


VIRGIN Diamonds 


CELLINICRAFT Jewelry 


ELGINS e HAMILTONS (Zones 7, 8} 
Lines of quality and style that give you pro- 
tected profit. You can recommend these lines 

to your customers with confidence. 








PROMPT SERVICE ALWAYS 


GERWE-BROWN CO. 


Wholesale Jewelers 


CINCINNATI 








DIAMOND-CUTTING 
EXPERT WORK 


FAST SERVICE 


LITWIN & SONS 
114 West 6th Street, Cincinnati, Ohio 





CHAS. ASCHERMAN 
AND COMPANY 





Wholesale Jewelers 





503-7 Hippodrome Bidg. 
CLEVELAND 14, OHIO 











KLEIN BROTHERS 
COMPANY 


WHOLESALE JEWELERS 





ENQUIRER BLDG. CINCINNATI, O. 
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Where to Buy 
IMPORTED 
China and Glass 














PAUL A. STRAUB & CO., Inc. 
19 East 26 Street, New York 
Importers of 
China, Glass and Earthenware 


Dinnerware, Art Goods, Giftwares 
Murray Hill 3-5460 














Wedgwood Ware 


Bone China Dinnerware, Queensware 
Jasper and Black Basait 
Trade-Mark WEDGWOOD 


Josiah Wedgwood & Sons, Inc. 
162 Fifth Avenue, New York City 











EDWARD BOOTE 


35 & 37 West 23rd St., New York, N. Y. 
Tel. Gramercy 5-1605 
ROYAL CROWN DERBY CHINA 
WOOD & SONS DINNER AND 
HOTELWARE 
GIBSON & SONS TEAPOTS 











Foley English Bone China 


Dinnerware — Teaware 


Staffordshire Floral Clusters 


ELLIS CHINA COMPANY, INC. 





607 Fifth Avenue New York City 











ROYAL DOULTON 


OBITUARY 
Epwarp A.perpinc, 69, York, 
watchmaker, died there May 30. 
Epwarp Buioom, 74, who courageously 
overcame the handicaps of being a deaf 
mute and for 54 years traveled through- 


Neb., 


| out the nation with diamond papers and 


other supplies for the jewelry trade, 
died June 1. The business at 545 Fifth 
Ave., New York, will be continued. 
Rosert W. Botres, 57, director of 
Oneida Ltd., and sales manager of the 
William A. Rogers division, died May 


| 23. Starting in the factories of Oneida 


L.td., in 1908, Mr. Bolles later became a 


| salesman and manager of both the Bos 


ton and Chicago offices. He was made a 
director in 1924, 

Epwarp S. Burpick, formerly at the 
J. A. Foster Co., Providence retail 


| jewelers, died Apr. 4 at his home in 


Pawtucket. 

Gustar E. Cartson, a retail jeweler in 
Ashland, Wis., for over 45 years, died at 
his home there May 25. He was contin- 
uously.in business in Ashland from 1904 


| to 1943 except for a two-year period, 


1903-05, when he went to California to 
live. 

Leon Davis, former president of the 
New York State RJA, died June 21 in 
Binghamton, N. Y. Mr. Davis was 
president of the Association from 1939 
to 1941. He was a member of the Gem- 
ological Institute of America. 

Lronarp Friepman, 26, for 
vears southern representative of Schnei 
der & Friedman, New York manufac 


seven 


| turing jewelers, died suddenly May 21. 


English Bone China and Earthenware | 


THOS. WEBB & SONS 
Hand made English Crystal 
IRISH BELLEEK 
The original production 


WM. S. PITCAIRN CORPORATION 
212 Fifth Ave. New York, N. Y. 











English Earthenware 


Siz, WINDSOR WARE 
€ 


U.S. A. Representatives 


FISHER, BRUCE & CO. 


Phila.: 221 Market St.» New York: 1107 Broadway 























JUSTIN THARAUD, Inc. 
129 Fifth Ave., New York City 


ROYAL ALBERT 
Engtish Bone China 
MYOTT’S 
English Staffordshire Ware 








New Fourth Edition 
WITH THE WATCHMAKER AT THE BENCH 
by Donald DeCarle 


For the practical watchmaker and student—also those 
engaged in aircraft instrument making and repairing 


Price: $3.00 
Postage Prepaid 
THE JEWELERS’ CIRCULAR-KEYSTONE 
100 E. 42nd St., New York, N. Y. 
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| jewelers at 9 E. 
| died May 29. 


He is survived by his father, Max Fried- 
man, and his’ brother, Julian, both 
members of the firm, and a mother and 
sister. 

Lee Garrett, 57, repairer, died March 
21 at a hospital in Sherman, Tex. 

Frank Hr, 53, died at his home in 
Union Township, N. J., June 1. He was 


employed as a jeweler at the Baker 
Platinum Co. 

Howarp S. Kennepy, 66, president 
and founder of Baily’s, Ince., retail 


36th St., New York, 
He was in the jewelry 
business for over 50 years. 

LawreENCE Krircer, 66, for 50 years 
associated with the A. H. Fetting Co.. 
Baltimore jewelry manufacturers, died 


May 3. 


Samvuet Liesemer, 66, veteran jeweler 


| of Detroit, died June 2. He began busi- 


| ness in Detroit in 1895. 


Prior to his 


| death he was engaged in war work. 


Joun Dovetas Moose, 70, retired 
, 


| jeweler of Lynchburg, Va., died Apr. 12 


at his home in Coleroor, N. C. 
James J. Rapin, 53, jeweler and an- 


| tique dealer, with stores at 44 W. 57th 


St., New York, Hollywood, Cal., and 
Miami Beach, Fla., died May 18 in New 
York. 

Pact E. Rost, 61, watchmaker of 
Conway, Ark., died June 4. 

Josepn E. Scuerer, 63, vice-president 


| of the Green Jewelry Co., Kansas City, 


| and learned the 


Mo., died at his home May 30. 

Cuartes F, Scunemer, 63, repairer at 
Union City, Ind., died April 4. 

Joun A. Scrrmmer, 80, founder of 
J. A. Schirmer & Sons, retail jewelers 
and one of the oldest stores in Saginaw, 
Mich., died suddenly May 20. Born in 
Detroit, he moved to Saginaw as a boy 
jewelry business by 


| working for a local jeweler. At the age 


of 19 he opened his own store. 
Jacop Soxtncer, 83, retired Provi- 
dence, R. I., jewelry manufacturer, died 











June 2. He had lived in Providence 
since 1898. 
ABRAHAM WHUITEMAN, 56, 


jewelry salesman, died June 2. 


Detroi 


Canada Exempts Railway Watches; 
Other Timepieces Taxed 25 Per Cent 


Canada railwaymen_ who _ bought 
watches since March 3 for use in their 
work will be entitled to a refund of 25 
per cent special tax formerly levied on 
all watches, Dominion revenue officials 
announced early last month. The tax re- 
mains on all other types of clocks and 
watches. 

Hon. Colin Gibson, Minister of Reve 
nue, said railway watches are under 
strict control and cannot be bought by 
the general public. 
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AMERICAN. 
China and Glass 


yn" 








HAWKES CRYSTAL 
GLASSWARE 


for discriminating 


people—WRITE 
T. G. HAWKES & CO. 


CORNING, N. Y. 
N. Y. Office: 542 5th Ave. 





O'.D WATERFORD 


MARY RYAN @::"o:: 


FURNITURE 
T AND ART 


NOVELTIES 





THEODORE HAVILAND 
FINE CHINA DINNERWARE 
MADE IN AMERICA 
All Decorations Are Exclusive 


THEODORE HAVILAND CO., INC. 
26 W. 23rd ST. 1550 MERCHANDISE MART 
NEW YORK CITY CHICAGO, ILL. 

















ASTLETON CHINA 


INCORPORATED L. E. HELLMANN, President 


DE LUXE TABLEWARE 


for the 


FINE CHINA TRADE 


MADE IN AMERICA * MADE OF AMERICA 
212 Fifth Ave., New York, N. Y. 


fo 


LENOX 
LENOX, INC. 








LENOX CHINA 
SERVICE PLATES 
D"'NNERWARE 
NOVELTIES 
Made in America 


Trenton. N. J. 








“CARENADE” CRYSTAL 
Stemware, Bowls, Vases, Perfume Bottles, | 
and Smoking Accessories 








” 
Send for Illustrated Catalog 
o 


ENRIGHT-LE CARBOULEC, INC. 
160 Fifth Ave. New York City 
CHelsea 2-5558 
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The ABC of Wateh Repairing 


Part [1i—Disassembling and Cleaning an American Type Wateh 


by L. D. STALLCUP 


ET us assume that we have an American pocket 


watch on which only a cleaning job is to be done, 


and see how we can do it thoroughly with the least num 
ber of moves. 

Work space. First of all, you should have directly in 
front of you on the bench a clear space, with a clean 
surface, on which to work. Some watchmakers prefer a 
glass or porcelain plate for this space. These are easily 
cleaned, but are apt to reflect a glare into the workman’s 
eyes; also, having a hard surface, they may cause dam- 
age if a delicate part should be dropped upon them. 
Many workmen use a sheet of paper which is hard sur 
faced, but not glazed, and held in place by clips made 
from old mainsprings. This gives a clean, non-reflecting 
surface upon which to work and by insertion of a new 
sheet of paper every morning when you clean your oil 
cups and dust off your bench, before you begin the day’s 
work, the work space is kept clean and fresh. Paper of 
a pale green shade is recommended because it will be 
somewhat easier on the eyes. 

The watchmaker should have a full set of movement 
blocks for the various sizes of watches, and always use 
One that is either 
too large or too small is likely to let the movement tip 


the correct size for each movement. 


while it is being worked on. The aluminum movement 
blocks formerly obtainable from the supply houses have 
been very satisfactory, but if they are not kept scrupu 


a~* Fig. 6. Movement 
block, showing point 
in the upper rim, A, 
where a notch should 
be filed to allow the 
passage of the set 
lever. 














lously clean they are apt to smudge the paper on your 
bench in a short time. Hardwood blocks, though a bit 
clumsier, are very popular. Regardless of which type 
you have, it is a good idea to file a notch in the upper 
thin rim “A”, Fig. 6, so to allow for the passage of the 
set lever with the movement lying flat, dial side down. 
This should be done to the 18-size, 16-size, 12-size, O 
size, 3/0 and 5/0 size blocks. 

See that your screw drivers are sharpened properly. 
Many watchmakers just hold a screw driver against a 
flat stone as in Fig. 7, which produces a sharp, V-shaped 
end. The V-shaped end does not fit the screw slot prop 
erly and is apt to slip and mar the screw or plate. Hold- 
ing the screw driver against the carborundum wheel in 
the manner shown in Fig. 8, gives a true and parallel 
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edged blade, which fits the screw slot properly. It is 
often such apparently little things as this, that give 
a clue as to whether a workman is “finished” or just 
In the sketch you will note that 
At first 


careless in his work. 


the screw driver is held facing the operator. 


—~ Fig. 7. Sharpening the 
screw drivet this way 
against a flat stone makes 


a V-shaped end that is apt 
to slip. 








Fig. 8. However, 
sharpening with a 
carborundum wheel 
in this manner pro- 
duces an edge which 
fits the screw slot. 


glance this may seem an awkward position, but it gives 
the operator an “edge on” view of the business end of 
his screw driver, and so helps him to edge up his screw 
drivers quickly and nicely. 

Disassembling. If the movement is still in the case, 
let the power of the mainspring down by turning the 
crown a bit to wind, thus raising the click No. 14 in Fig. 
3 in Part II of this work. Then, with a pointed scriber 
hold the click just away from the ratchet wheel (No. 4 
in Fig. 3) and allow the crown to gradually slip back- 
wards through your fingers until the power of the main 
spring is exhausted. If you have the movement out of 
the case, place it on your movement block, hold it firm 
ly in place, and pursue the same course, using your 
winding square. If the movement is a lever set type, 
have the lever in the winding position, and on a pendant 
set movement, be sure to hold the winding square firmly 
down in the hollow square hole in the winding arbor 
(No. 46 in Fig. 3) far enough to be certain the mech- 
anism remains in the winding position during this opera- 
tion. For, should your hold on the winding slip while 
vou are holding the click (No. 14) away from the ratchet 
(No. 4), the power of the mainspring will suddenly be 
released with probable damage to itself, as well as to 
the teeth on the barrel (No. 16) and the center pinion 


(No. 18). 


139 











a Hun OLA 
Though Platinum has gone to war with other 
strategic metals, we are happy to offer RUTHO- 
PALLADIUM for the duration. Sheet or wire. 
NEWARK OFFICE h treet REFINERY 
1060 Broad Street 21 West A6t S . 32 Flushing Ave. 
Tel. Market 2-4480 NEW YORK (19), N. Y. Brooklyn, N. Y. 
2 Telephone BRyant 9-1060 = 
2 . 
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Dong—Uninterrupted War Work 
Ding—Greater Civilian Defense Effort 
Dong—Spirit of Cooperation in Sacrifice 





























k. - 


organization is engaged 48 hours weekly in 
the production of timing instruments for the 
Armed Forces. 
10% 


Each member is subscribing 
or more of income for War Bonds. 


American Time Products, 
580 Fifth Ave. Inc. New York, N. Y. 


Distributors of Western Electric Watch-rate Recorders 
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“THE PATHWAY TO SUCCESS” 
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WATCHWORK STONE SETTING 
JEWELRY ENGRAVING 


BRADLEY POLYTECHNIC INSTITUTE 
SCHOOL OF HOROLOGY 


Peoria, Ill. 
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ELECTRIC CLOCKS 
nd All 


| 
Delicate Precision Instruments 
Among the specialized precision instrument oil pro- 
duced by Nye is one created especially for electric 
clock mechanisms. Like all Nye Oils it is of con- 
trolled quality, viz., exact viscosity ; extremely low 
rate of oxidation: long life; adhering to the point 
of lubrication without spreading. For best results 
in lubricating electric clocks use the oil most manu- 
facturers Materials 
standard- supplier 
ize on. for Nye | 
Ask your Oil. 
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With the power of the mainspring off, we are ready 
to disassemble. Place the movement on the bench, dial up. 
Remove the hour and minute hands with a good hand 
remover, using a protecting piece of thin celluloid, card- 
board or thick paper inserted under the remover to pro- 
tect the dial from being marred. Care must be used in 
removing the seconds hand to avoid bending its long 
pivot. Two screw drivers of equal size may be used as 
in Fig. 9. Place them under the hand close to the pivot, 


A Fig. 9. To remove 
the seconds hand 
without strain, place 
two screw drivers of 
equal size at A and 
B and rotate them 
equally in oposite 

B directions. 


with the points “A” and “B” diametrically opposite. 
Then by rotating the two screw drivers equally and in 
opposite directions the seconds hand may be raised 
without any side strain. 

Loosen the dial foot screws to where they are clear 
of the dial feet, and lift off the dial. Don’t try to pry a 
porcelain dial off with screw drivers. Holes are usually 
provided in the plate through which needles may be 
inserted to push the dial off from the under side. See 
that the dial comes off evenly to avoid any strain which 
might cause the porcelain to crack. With the dial off, 
lift off the hour wheel and remove the cannon pinion. 
Use a good cannon pinion remover or a pin vise for this 
purpose. Do not use a dulled pair of diagonal cutters as 
many do, for unless you are exceedingly careful, when 
the cannon pinion comes off the center staff, the pres- 
sure you are exerting on the cutters will crush or damage 
the cannon pinion. Should the cannon pinion be rusted 
on or otherwise appear to be unusually tight, pulling 
on it may break the center jewel or pull this jewel out 
of its setting, since the force of the pull comes directly 
upon it. If the cannon pinion seems to be stuck, let it 
stay for the moment. We will take care of it later. 

Now place the movement, dial side downwards, on 
the correct size movement block. 

Loosen the screw holding the hairspring stud (No. 
34) and see that the stud is free to slip out. Remove the 
screw holding the balance cock in place and lift the 
balance cock off, leaving the balance wheel and _ hair- 
spring in place. Many a hairspring has been distorted 
by leaving the balance wheel suspended from the balance 
cock by the hairspring and pulling the assembly out of 
the watch with the balance wheel dangling by the hair- 
spring. This is especially true pf many of the newer and 
softer ‘non-magnetic’ and alloy hairsprings. 

To be sure that the power of the mainspring is com- 
pletely off of the train, the next act is to remove the screw 
or screws holding the ratchet wheel (No. 4) in place 
and remove the ratchet wheel. Then remove screw (No. 
3) holding the main wheel (No. 1). (This wheel is 
often and quite properly termed the “crown wheel’). 
Remove the screws holding the plates and bridges. Lift 


‘ 


them off carefully and directly upwards to avoid the 
possibility of bending any pivots. Special care should 


be used on the pallet arbor bridge to raise it directly 
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upwards. As the pallet fork arbor is somewhat short, 
prying the bridge to one side may too easily result in a 
bent pivot on the pallet fork arbor. Then lift out the 
pallet fork, the train wheels, and remove any winding 
and setting mechanism that is now exposed. 

If, as previously suggested, the cannon pinion is 
stuck on the center staff, your center wheel still remains 
in the plate. Pick up your plate with the center wheel 
and cannon pinion in it and grasp the cannon pinion 
firmly in your lathe chuck. Do not then take hold of 
the center wheel (No. 17) and start twisting and pulling. 
You may damage the center wheel or pull it loose from 
its staff. But take hold of the center pinion (No. 18) 
with a narrow pair of soft jaw pliers and gently but 
firmly hold the center pinion (No. 18) while you rotate 
your lathe slightly back and forth to break the cannon 
pinion loose from the center staff. Observe carefully 
to see that the cannon pinion is not slipping in the 
lathe chuck. Once the cannon pinion is broken loose, a 
little more rotation and careful pulling on the center 
pinion (No. 18) will get it off. Caution—do not let the 
pliers slip and the force of the pull come against the 
center wheel (No. 17). 

With the train wheels and other parts removed from 
this side, we again turn the plate dial side up, and 
remove any further winding and setting mechanism and 
remaining dial wheels from that side. Then remove the 
jewel screws on that side that hold cap jewels in place. 
If the cap jewels will lift off without removing the hole 
jewels, try to do so. Even in the best of watches one 
often meets with an eccentric hole jewel, so if possible, 
do not disturb the hole jewels. By leaving them in place 
you may save yourself some time and trouble in adjust- 
This is 


especially true of many of the recent small bracelet 


ing the watch after it has been reassembled. 


watches. 

If the hole jewel must be pushed out with the cap 
jewel, keep each pair together. Usually the cap jewel 
has dot markings to designate its place. If it does not, 
before removing them, mark each one with a very fine 
line enabling you to replace it in the same place and 
in the same position in that place. Likewise remove the 
balance cock jewels and any cap jewels found in the 
upper plates or bridges. 

Remove the barrel cap and remove the mainspring 
from the barrel. The main spring must be cleaned to 
insure its smooth action. Run the dial foot screws back 
into the plate to prevent their loosening while the plate 
is being cleaned. 

Now is the time to polish the rust off whatever parts 
have rusted but are not going to be replaced, and to 
clean any tarnish off the silvered plates. 

We are now ready for the actual process of cleaning. 

Cleaning. As the cleaning machine has proven its 
value and has been accepted by most of the modern 
watchmakers, we will not waste time and space extolling 
its merits as compared to cleaning by hand. 

Many watchmakers, though, expect a cleaning machine 
to be some sort of a never failing “cure all’ and miracle 
worker. Let us assure you that it is neither. Like any 
other mechanical device, it must have proper attention 
and be properly operated before one can expect good 
results from it. Regardless of the type of cleaning ma- 


(Please turn to paae 143) 
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1 [AMOND POINT—For years I have used a dia- 
mond (rough) point set in a brass rod, the rod in 
a wooden handle, for truing up my small grinding 
wheels. This tool has no maker’s name on it, and I 
wouldn’t know where to send it to fasten the stone in; 
could you give me an address for such work, or can you 
tell me how I could reset the stone, which has become 
loose? (Question No. 5532.) R. T. 
} 
Answer—lIf you are able to do ordinary jewelry 
repairing, you should have no difficulty in resetting the 
diamond in the brass rod. Usually this is done, by mak- 
ers of these tools, by brazing or silver-soldering the 
stone in its recess. It might be best to remove the stone 
(turn away brass to release it) and drill a fresh recess 
in the brass rod, just large enough to admit the diamond 
protruding as it did before it became loosened. Partly 
fill the hole with regular silver solder; put the stone in; 
direct heat with blowpipe to the brass. The end of the 
brass and any excess solder should be trimmed away to 
allow sufficient exposure of the working point of the 
diamond. Silver solder is preferable to brass for solder, 


because it melts at a lower heat. 


Where can I get a sapphire 
My regular 


.) APPHIRE GRAVER 

graver for stripping 
supply house says these cannot be obtained due to war 
conditions. (Question No. 5533.) J. M. 


jewel settings? 


Answer—Just as good results can be had by using 
a properly polished steel graver. After carefully sharp- 
ening a graver on hard Arkansas oilstone, polish its 
front and side faces as you would polish any piece of 
flat steel work for a watch part; you could use Vienna 
lime and alcohol on a boxwood end-grain block, or rouge 
or diamantine on a pure tin block. We believe other 
supply houses would have the same difficulty as to sap- 


phire tools that yours reports. 


VES CLOCK—My jeweler has referred me to you 
with a question about the age of an heirloom in our 


family—an eight-day clock with a- printed label inside 
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Ives, Bristol, Conn.” 


the case “Made by C. & L. C. 
(Question No. 5534.) V. F. 


Answer—The firm named on the label of your clock 
was a partnership including Chauncey and Lawson C. 
Ives, who were unusual among the many Connecticut 
clockmakers in that they made, prior to 1838, both one- 
day wood-movement clocks and eight-day brass-move- 
ment clocks; practically all of the oters made only 
wood movements before 1838. The firm was in 
business between 1830 and 1836, so your clock must be 


between 107 and 113 years old today. 


Ives 


YVUCKOO CLOCK—Where can I send to obtain re 
A pair parts for a cuckoo clock? This clock needs a 
bellows for the whistle; old one has the leather dry and 
brittle, which has made a crack in it, and would only 
break somewhere else if repaired; also a white bone 
hand to match the other hand. (Question No. 5535.) 
: oe 
Answer—T'wo firms that specialize in cuckoo clocks, 
and who may be able to supply what you need, are: 
Breitinger & Sons, 1669 Ruffner St., Philadelphia, Pa.; 
and Frank Kauffman, 1485 3rd Ave., New York City. 
UTTER LUBRICANT rather large 
quantity of steel pinions to cut for a man who is 
making up some dial gauges of his own design, would 
like to know the best lubricant to use to keep down wear 
of our cutters. Would regular sewing machine or lathe 
(Question No. 5536.) J. T. 


Having a 


oil be good? 


Answer—Most of the oil sold for lubricating sewing 
machines and lathes is sperm oil. A better oil for use 
on steel cutting tools is lard oil, which is obtainable at 


hardware stores and machinists supply stores. 


IAMOND POWDER 
charging a copper lap with diamond powder, for 
altering pallet stones and roller jewels? (Question No. 


5537.) M. R. 


-How should I proceed in 
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Answer—Coat the surface of the lap with a sub 
stantial film of oil; dust over it some diamond powder. 
Now the thing to be done is to press the grains of dia 
mond into the soft copper, which will hold them by 
penetration of their sharp corners into the copper, leay 
ing other corners exposed to do the cutting of the stones. 
The most convenient way to do this is with a hardened 
steel roller mounted in a frame or yoke so as to turn 
freely. Press the roller against the oil containing dia 
mond dust on the lap, using moderate pressure at first 
and running the lathe slowly. Any surplus diamond 
powder left on the lap may be washed off with kerosene 
oil, allowing the oil container to stand until the powder 
settles to the bottom to be recovered. Accumulations of 
powder recovered from various operations become mixed 
in grain-sizes as collected, and should be regraded by 
decantation. If you wish, we will send you information 
about the decantation method for grading powders into 
sizes of grains. 

Often a job turns up on a clock 


Pp LASTIC WOOD 


case where holes or cracks are to be filled up in 
wood. Putty is too solid and doesn’t take refinishing to 
match wood. I understand cabinet-makers have a for 
for dissolving wood to make a substance that 


this 


mula 


matches any wood. Can you give us formula? 


(Question No. 5538. ) A. L. 





Answer—Probably what you heard of is a prepara 
tion made by A. S. Boyle & Co., 257 Cornelison Ave., 
Jersey City, N. J., and sold under the trademark name 
Plastic Wood, which may be obtained in hardware and 
housefurnishing stores practically everywhere. This be 
ing a proprietary article the formula for making it 1s 
not publicly known; but Plastic Wood is so inexpensive 
that it would be foolish to try to make up something to 
take its place; besides being sure of good results if you 
buy the established product, which is made in colors to 
match the principal woods, and is obtainable in various 


sized packages. 


YTEEL BLUE-—TI like to give out clock repairs with 

hands refinished; patrons see and appreciate this; 
so it pays. But to scour and blue by heating costs a lot 
of time. Is there any good bluing to be just painted on? 


(Question No. 5539.) R. Y. 


Answer—Yes; there is a liquid blue made for apply 
ing to steel, used by toolmakers for layout work, which 
produces a beautiful durable finish on clock hands. This 
is ““Dykem Steel Blue,” made by Dykem Co., 2301 N. 
Lith St., St. Louis, Mo., and obtainable of most dealers 
in machine shop supplies, or directly from manufacturer. 
We agree with your idea that it is good policy to please 
customers with what can be seen by them, besides with 


good work on the invisible parts of repair jobs. 


THE ABC OF WATCH REPAIRING 


(From page 


chine or the kind of solutions you may use, some pre 
liminary preparations will aid in producing a nicer job 
in a shorter time. 

First, if there is old gummy oil or grease on the move 
ment, you will save time if you take a rather stiff brush 
that stuff off. On badly 


gummed jobs it is a good idea to peg out the pivot holes 


and some benzine to scrub 
at this point, also. 

If the plates or wheels are badly tarnished, give them 
a dip in the cyanide solution and wash off in clean water. 
When any part is to be dipped in the cyanide solution, 
it is advisable to first dip it in clean water to get it 
thoroughly wet before dipping it in the cyanide solu 
tion. This tends to prevent the cyanide solution from 
penetrating into fine crevices and other places from 
which there is a possibility that it will not be fully re 
moved. Have you ever noticed the discolored rings at 
the base of the timing screws in some cleaning jobs 
after they had been out a few weeks? That could be 
the result of some of the cyanide solution seeping 
under the timing screws and it is difficult to prevent that 
unless the timing screws are all loosened for cleaning. 
Loosening the timing screws is not always wise in an 
adjusted watch, for should you draw them back either 
tighter or looser than they originally were, you make a 
slight change in the balance. So, just dip the wheel 
or any other parts you expect to cyanide in water before 
they go into the cyanide, and the water, through capillary 
action, will occupy these fine crevices, preventing the 
cyanide solution from entering them. 

You have now prepared the way for your cleaning 


machine to do a better job. 


FOR JULY, 1943 
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Solutions and Rinses. The cleaning solutions and 
rinses provided by well-known firms are the results of 
much research and if used according to their directions 
should be quite satisfactory. Whether you use a cleaning 
solution from a manufacturer or one of your own be sure 
to select a rinse that will mix with it. By that, we mean 
if you use a cleaning solution with a petroleum base 
your rinse should also have a petroleum base. A water 
based rinse will not rinse an oily cleaning solution per 
fectly. 


cleaning solution with 


A benzol rinse will come nearer to rinsing a 


a water base but this is not ad 


visable either. 

If vou use the well known cleaning mixture of am 
monia. oleic acid and acetone, the work should be rinsed 
twice in clear water before going into the final rinse. 
And use a fresh jar of clear water for each job. Also 
the work should be spun vigorously in the machine to 
throw off all possible water. Carbon tetrachloride makes 
a good final rinse for this solution. Some watchmakers 
use a mixture of two parts benzol and one part carbon 
tetrachloride for the final rinse and get good results. 
(The carbon tetrachloride reduces the inflammability of 
to almost case, care must be 


the benzol nil.) In any 


used not to allow water to accumulate on the surface 
of the rinse,'as you draw the basket up through it. This 
rinse must be kept free of water by draining it off and 
filtering it every day. 

Notes on the loading of the baskets and handling of 
the various types of machines will be taken up in the 


next installment. 
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Special Notices 


Payable invariably in advance. 


Rates under all headings except 
“Situations Wanted” $1.50 for first 25 
words. Additional words, 5c. a word. 


SITUATION WANTED 75c. for 
first 25 words. Additional word 5c. a 
word. 


Heavy type, $3.00 for first 25 
words. Additional words, 10c a word. 


Name, address, initials and abbrevi- 
ations count as words, and are charged 
for as part of the advertisement. 


If answers are to be forwarded, 15c. 
extra to cover postage must be en- 
closed. 


Advertising matter addressed to 
Classified advertisers will not be de- 
livered. 


Advertisers who are not subscribers 
should send 25c. if they desire a copy 
of the paper containing their adver- 
tisement, 


Special notice forms close 17th of 
month. 


Unless the advertiser instructs us to 
publish his name and address, all 
answers will be directed care The 
Jewelers’ Circular-Keystone. 


In answering ads, do not enclose 
original letters of recommendations, 
send duplicates. 


To avoid unnecessary correspon- 
dence mention your location in t 
advertisement. 


Jewelers’ Circular-Keystone 
100 E. 42nd St., New York 








Situations Wanted 
Under this heading, 75c. for first 25 


words, 5c. for each additional word; 
minimum charge, 75c. 





WATCHMAKER, first class, retail store; 
permanent; $75 weekly. Allen Barger, 
Jr., 904 South St., Peekskill, N. Y. 








STENOGRAPHERS, BOOKKEEPERS, 
typists, clerks furnished; no charge. 
Fulton Agency, 93 Nassau St., Cort. 
7392, New York. 





AN EXPERIENCED watchmaker for a 
desirable position in North Carolina. 
Address “J., 3745,” care Jewelers’ Cir- 
cular-Keystone. 


RETAIL jewelry saleslady experienced 
with fine trade; best references for 
ability and _ reliability. Address “B., 
3695,” care Jewelers’ Circular-Keystone. 


IF YOU ARE IN NEED of a watch- 
maker, jeweler or optician, write to 
Henry Paulson & Co., 37 So. Wabash 
Ave., Chicago, Il. 


ENGRAVER, first class general letter, 
monograms and inscriptions on gold 
and silver; southeast preferred Ad- 
dress “D., 3711,” care Jewelers’ Cir- 
cular-Keystone. 





JEWELRY repairer, draft exempt, with 
25 years’ experience in trade shops, 
wants position in retail store; south- 
eastern states preferred. Address “E., 
3713,” care Jewelers’ Circular-Keystone. 





GOOD reliable watchmaker who wishes 
to settle in a good position where good 
work is recognized and appreciated. 
Address “K., 3746,” care Jewelers’ Cir- 
cular-Keystone. 


> 





WATCHMAKER, high grade, 42, excel- 
lent worker on all types, is seeking 
position with high class organization ; 
born in U. S. A.; quality references. 
Address “D., 3432,” care Jewelers’ Cir- 
cular-Keystone. 





WATCHMAKER, A-1_ school _ trained; 
benchwork only; family man; New Cr- 
leans, La., or vicinity; 50-50 with rea- 
sonable guarantee; clean work; A-1 
reference. Address “F., 3662,” care 
Jewelers’ Circular-Keystone. 





BOOKKEEPER, stenographer, young 
lady ; 12 years’ diversified executive ex- 
perience ; 31% years diamond importers ; 
full charge or assistant; excellent ref- 
erences. Address “P., 3688,” care 
Jewelers’ Circular-Keystone. 





BOOKKEEPER, young woman, over 10 
years’ diversified executive experience 
jewelry industry; knowledge _  stenog- 
raphy ; complete charge correspondence, 
collections and credits. Address “A., 
3693,” care Jewelers’ Circular-Keystone. 








Effective Immediately 





Advertisements to appear in the 
Classified Section of THE 
JEWELERS’ CIRCULAR - KEYSTONE 
must be received at our office not 
later than the 17th of each month 
preceding publication. 








BOOKKEEPER, | stenographer,’ general 
ledger, complete charge of office, ac- 
curate, intelligent, personable; 10 years 
manufacturing jeweler; $40; New York 
City only. Address “W., 3694,” care 
Jewelers’ Circular-Keystone. 





THIRTY-FIVE years’ diversified experi- 
ence, diamonds, watches, jewelry; 
super salesman; initiative, executive 
abilities; minimum salary $75. Address 
“V., 3699,” care Jewelers’ Circular- 
Keystone. 





EXPERT manager for prominent jewelry 
store; in his late thirties; location sec- 
ondary; attractive proposition chief in- 
centive; highest reference obtainable. 
Address “M., 3686,” care Jewelers’ Cir- 
cular-Keystone. 


YOUNG WOMAN, intelligent, thoroughly 
experienced bookkeeper, secretary, sten- 
ographer, desires permanent connection 
reliable responsible capacity; capable 
take charge. Address “N., 3687,” care 
Jewelers’ Circular-Keystone. 











FIRST CLASS jewelry repairer, stone 
setter, and engraver; 30 years’ experi- 
ence; excellent reference; desires posi- 
tion in the southeast; credit jewelers 
need not answer. Address “G., 3740,” 
care Jewelers’ Circular-Keystone. 





HIGH CALIBRE diamond jewelry sales- 
man seeks position well established 
west coast store; salary expected $150 
weekly; very finest reference. Address 
“T., $723," care Jewelers’ Circular- 
Keystone, 








WATCHMAKER, 32 years’ experience in 
all grades of watches, also clocks and 
light jewelry repairing; wishes position 
with reliable firm where good work is 
appreciated. Address “E., 3738,” care 
Jewelers’ Circular-Keystone. 





WATCHMAKER, expert on Swiss and 
American; 25 years’ experience; draft 
exempt; go anywhere for a_ position 
with a reliable firm; best of references ; 
sober. Address “Y., 3731,” care Jewel- 
ers’ Circular-Keystone. 





MANAGER, married, draft exempt, capa- 
ble of. taking complete charge of every 
phase of credit jewelry business; prop- 
osition must offer guarantee of $10,000 
year or better. Address “A., 3636,” care 
Jewelers’ Circular-Keystone. 





WATCHMAKER, Gentile, 30 years’ ex- 
perience on R.R. and small work; also 
son who is second watchmaker and 
jewelry repairer; both draft exempt: 
best references. Address “W., 3729,” 
care Jewelers’ Circular-Keystone. 





THOROUGHLY experienced cash credit 
store operator will take over business 
of draftee or individual unit, percentage 
basis; bondable;: satisfactory results 
guaranteed. Address “M., 3747,” care 
Jewelers’ Circular-Keystone. 





FINE WATCHMAKER wants position, 
guaranteeing $100 per week in 
quiet, congenial shop; 25 years at 
bench; available soon; finest refer- 
ences. Address “C., 3551,” care 


Jewelers’ Circular-Keystone. 





WATCHMAKER, second; two years’ ex- 
perience; age 29; sales, repair esti- 
mates, draft exempt; desires position 
with reliable concern; prefer to work 
with all around man. Address care 
A. E. Green, 18 Jackson St., New York, 
ae & 





MANAGER, salesman, age 39, mar- 
ried; thoroughly familiar all phases 
cash or credit business; can assume 
full responsibility; presently em- 
ployed, desires change. Address 
“A, 3707,” care Jewelers’ Circular- 
Keystone. 





FIRST CLASS jeweler and diamond set- 
ter; desirous of steady position with 
reliable firm; preferably with retail 
store on the west coast; A-1 refer- 
ences; over 20 years’ experience. Ad- 
dress “D., 3735,” care Jewelers’ Circu- 
lar-Keystone. 





SALES representative, 42, wants connec 
tion with well established manufacturer 
in fine jewelry, diamonds, watches 
etc.; 20 vears’ enviable retail experi- 
ence; desires change for permanent 
position; best references. Address “T., 
3698,” care Jewelers’ Circular-Keystone. 





RETAIL jewelry salesman, New York 
City, or nearby; thoroughly capable 
married, draft exempt ; extensive 
knowledge diamonds, colored _ stones, 
seeking position only with concern that 
has reputation for integrity; excep- 
tional references. Address “R., 3750,” 
care Jewelers’ Circular-Keystone. 


$5,000 A YEAR gives’ manufacturer, 
wholesaler, retailer, highly productive, 
farsighted, capable executive;  thor- 
oughly experienced buying, promotion, 
sales, management ; Christian, 10, 
married; excellent connections, go any 
where. Address “A., 3668,” care Jewel- 
ers’ Circular-Keystone. 








RETAIL diamond jewelry salesman, first 
class, experienced man, married, draft 
deferred ; present average $125 weekly 
for various reasons want to make a 
change; connection must be with high 
class jeweler or pawnbroker. Address 
“V., 3724,” care Jewelers’ Circular- 
Keystone. 





144 


THE JEWELERS’ CIRCULAR-KEYSTONE 











1d 
ft 


mn 


4. 


1- 
“y 
0 
re 





oar 


2 ANNI AP 











SITUATIONS WANTED—Continued 








MANAGER, salesman, thoroughly ex- 
perienced, prime of life; draft exempt; 
full knowledge sales, credits, collec- 
tions, display buying; college educa- 
tion; hustler, amiable, conscientious; 
excellent references, desires connection 
in east; salary $75. Address “P., 3749,” 
care Jewelers’ Circular-Keystone. 





DIAMOND EXPERT and jewelry sales- 
man of high ability, 42, married; 20 
years’ experience in diamonds, fine 
jewelry, watches; now with large credit 
jewelry company, desires change for 
responsible, permanent position; best 
references. Address “R., 3697,’ care 
Jewelers’ Circular-Keystone. 





BOOKKEEPER ACCOUNTANT; credit 
lady, collections, correspondence; 
office and production manager; 
thorough knowledge jewelry busi- 
ness; outstanding ability, executive 
position only; highest record. Ad- 
dress “A., 3739,’ Jewelers’ Circular- 
Keystone, 


DIAMOND and jewelry appraiser; knowl- 
edge and experience in handling first 
grade jewelry, etc.; ability to sell and 
buy from general public, can estimate 
watch and jewelry repairs (not a 
watchmaker) ; can manage office in all 
details; locate anywhere; references, 
etc. Address “D., 3650,” care Jewelers’ 
Circular-Keystone. 


RETAIL credit salesman, now emploved 
by one of the largest credit jewelers, 
desires change; permanent position; 
draft exempt; thoroughly experienced, 
capable of taking full charge; credits, 
collections, trimming effective window 
etc.; minimum salary $75 weekly. Ad 
dress “P., 3719,” care Jewelers’ Circu- 
lar-Keystone. 


PAWNBROKER, experienced counter- 
man, over draft age, Christian, man- 
agerial ability; mature judgment used 
in making loans on high class jewelry, 
etc.; knowledge of buying and selling, 
bookkeeping, financial; familiar with 
remedial plan; late manager of a lead- 
ing loan company; interested only in 
position catering to better grade jewel- 
ry; references, etc. Address “A., 3649,” 
care Jewelers’ Circular-Keystone 








ENGRAVER wants contact with first 
line store that desires only the best: 
27 years’ experience; 22 years as fore- 
man ; letter and monogram work: carv 
ing, chasing, enamel cutting and ail 
shopwork; also stationery engraving 
and die cutting; at present employed ; 
wishes to move to southeast or south 
west states only; references, samples, 
etc.; experience and ability guaranteed 
beyond average. Address “A., 3732,” 
care Jewelers’ Circular-Keystone. 





MAN, 50, married, American born, neat 
appearing good personality, thoroughly 
experienced every phase retail jewelry 
business; top salesman, buyer and 
manager; would like to connect perma- 
nently with firm that would appreciate 
loyalty, faithfulness and a producer: 
can be asset to owner who desires to 
take it easy; will go anywhere expect 
transportation paid; dependable. Ad 
dress “Dependable 3696,” care Jewel- 
ers’ Circular-Keystone. 








“ERTIFIED watchmaker desires to make 
a change; permanent position only; 
prefers southern states; age 30, 
married, 14 years’ experience railroad 
and all high grade watches; capable 
taking complete charge of repair de 
partment; stone setting, ring, jewelry 
and clock repairs; plain engraving; 


front bench; references; salary $75, 
commission on all overtime; will put in 
as much overtime as needed. Address 
“C., 3710,” care Jewelers’ Circular 


Keystone. 











Lines Wanted 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 





WANTED all kinds of jewelry; bracelets, 
gold mountings, rings and watches, 
from top rated concerns only; have 
office in state of Washington; refer- 
ences available if desired. Address “G., 
3715,” care Jewelers’ Circular-Keystone. 


{ 


SALESMAN, 25 years’ experience selling 
to jobbers and retail jewelers, is open- 
ing a jewelry wholesale and jobbing 
office in St. Louis; wants lines of all 
types of jewelry merchandise; will 
carry stock on hand or sell from sam- 
ples; bank references; can carry own 
accounts; write me what you have to 
offer. Address “J., 3578,” care Jewel- 
ers’ Circular-Keystone. 





———EEEEEE 


Help Wanted 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 











JEWELRY salesman wanted; good sal- 
ary. 3erman Jewelry Company, 22 S. 
Main St., Wilkes-Barre, Pennsylvania. 


EXPERIENCED watchmaker, steady 
position, $60 per week and commission. 
Grunberger, Inc., Stamford, Conn. 





JEWELRY repairman, ideal working con- 
ditions. Housey & Zekman, Steel Bldg., 
Denver 2, Colo. 





WATCHMAKERS in New York, to take 
out trade work; skilled men only; write 
full details for interview. Address “R., 
3486,” care Jewelers’ Circular-Keystone. 


WANTED, first class watchmaker; ideal 
working conditions; salary $50 to $60 
per week, according to ability. May 
Brothers, Jewelers, Clovis, N. N 





HAVE VACANCY for watchmaker; per- 
manent position; start at $60 weekly. 
J. J. Smith’s Jewelry Store, Janesville, 


WATCHMAKER; permanent position in 
air conditioned store; $60 per week 
Write to Pratte Jewelry Company, 216 
Main St., Festus, Mo. 


WANTED watchmaker; permanent posi- 
tion, top salary; air condition store, 
front bench S. Muchnick, 443 State 
St., Salem, Ore. 





FIRST and second watchmaker wanted ; 
50% basis; day light shop: Metro- 
politan Watch Co., 20 N. 7th St., Rich- 
mond 19, Va. 

JEWELER wanted on special order work 
and repairs $1.50 per hour to start; 
give information in detail. Address ‘“M., 
3700,” care Jewelers’ Circular-Keystone. 








JEWELRY engraver, man or lady; fins 
opportunity; state exactly what ycu 
can do. Address “L., 3703,” care 
Jewelers’ Circular-Keystone 


JEWELER and diamond setter wanted; 
permanent position plenty of over 
time. Addres a 3736,” care Jew 


ers’ Circular-Keystone 


CLOCKMAKER and _ assistant watch 
maker; greater New York City area 
Address “C., 3638,” care Jewelers’ Cir- 
cular-Keystone 


WATCHMAKER for West Coast posi- 
tion; permanent; good working condi- 
tions; state age and experience Ad- 
dress “E., 2040,” care Jewelers’ Cir- 
cular-Keystone. 

HAVE OPENINGS in our store for the 
following ; salesman, watchmaker, 
jeweler and engraver; send photograph 
with all applications. Keller & George, 
Charlottesville, Va. 








WATCHMAKER wanted, draft exempt, 
competent, with good references ; steady 
job; name your salary or percentage. 
Julian’s, 6330 Pacific Blvd., Huntington 
Park (near Los Angeles), Calif. 

WATCHMAKER wanted permanent 
position, ideal working conditions in 
high grade retail jewelry store; give 
references and salary expected. H. E. 
Miles, Troy, Ohio. 





WANTED, first class watchmaker, sal- 
ary or commission; one who can help 
manage small store; fine opening for 
the right man. 3irmingham Jewelry 
Company, Birmingham 3, Ala. 





WANTED, foreman for repair and special 
order shop; state age, references, 
nationality and salary expected. Chas 
F. Damm, Ine., 703 Main St., Buffalo, 
|. i £ 


JEWELER, steady year around position 
top salary; repairs and special orders; 
finish rings from the cast. Louis Bass- 
ler Company, Inc., 526 Occidental 
Building, Indianapolis, Ind 


WATCHMAKERS; we 
class watchmakers ; 
once giving full information ; 
tions in large retail store. Jobs 
Jewelry Company, Birmingham 3, Ala. 


+ 





need two 
write or wire at 
good posi 


Rosé 





WANTED at once jeweler, engraver und 
diamond setter; must have good refer- 
ences; salary $65 a week; position 
permanent; reply immediately “B., 

3709,” eare Jewelers’ Circular-Keystone 


> 





JEWELRY chaser, carver and engraver; 
$1.50 per hour; state in your first letter 
full particulars, age and where in the 
past employed. Address “V., 3702, 
care Jewelers’ Circular-Keystone 


SPLENDID opportunity for an exper!- 
salesman with thorough know!l- 
contact 


enced 
edge of the jewelry business; 
Mr. Wetsman, Friedberg’s, 1256 Gris- 
wold St., Detroit, Mich. 


WATCHMAKER, experienced for jewel 
ry store, in high class suburb of Chi- 
cago: $60 week: permanent job, take 
full charge. Address “‘N., 3718,” care 
Jewelers’ Circular-Keystone. 


MAN, for general jewelry repairing and 
stone setting; permanent position, in 
midwest state; references and age. Ad- 
dress “S., 3721,” care Jewelers’ Circu- 
lar-Keystone. 


WANTED, expert watchmaker, one wh¢ 
ean do light jewelry work and engrave; 
ideal working conditions in high class 
jewelry store. E. L. Adams, Lakeland, 
Fla. 


WATCHMAKER, salesman, fight 
jewelry repairman and an _ all 
around man; good salary and steady 
position to the right man. J. W. 
Nichols, Uniontown, Pa. 








WATCHMAKERS:; if you wish a good 
permanent position in this locality, 
we can place you; top salaries. Beck 
Brothers, wholesale watch material 
house, Lau Bldg., Fort Wayne, Ind. 

WATCHMAKER, excellent § working 
and living conditions, best class re- 
pair work; real salary to capable, 
congenial man. Carpenter-Matthew, 
Asheville, N. C. 








(Continued on page 146) 





FOR JULY, 1943 


145 








Special Notices 





(Continued from page 145) 


HELP WANTED—Coatinued 


WATCHMAKER, to take full charge 
of repair shop; permanent position ; 
high salary. Weinberg’s Watch Re- 
pair, 102 South Saginaw St., Flint 3, 

Michigan. 


WANTED, engraver, stone setter, per- 
manent job; good salary; in old 
established jewelry store; send ref- 
erences. Address Jolly’s, Raleigh, 
Py 

WATCHMAKER wanted, middle aged, 
good fast worker; permanent job guar- 


anteed if you are looking for a good 
steady job with good pay; answer im- 
mediately if interested to F. H. Salas 


& Co., 413% Fannin St., Houston, Tex. 


JEWELERS; experienced in special order 
work; steady work with overtime; ex- 
cellent working conditions; living quar- 
ters in city easily obtainable at nominal 
rentals. J. A. Buchroeder & Co., Colum- 
bia, Mo. 





WANTED, dependable and capable man 
or woman for a jewelry department 
and loan shop; excellent chance for ad- 
vancement to right party. Please write 
to Dobbs Jewelry & Loan Co., 126 E. 
Trade St., Charlotte, N. C. 


WATCHMAKER, dependable and capa- 
ble; excellent opportunity; pleasant 


working conditions; permanent; state 
age, qualifications; salary $50 per 
week. Soldwell’s Jewelers, Lake City, 
Fla. 


WATCHMAKER wanted, in fine jewelry 





store in northern New Jersey, to take 
in work and give estimates only (do 
minor repairs optional); write vi 
full particulars. Address “F 

care Jewelers’ Circular-Keystone. 


WATCHMAKER; steady position: 


first 
class mechanic able to estimate on 
watch repairs; easy commuting, 35 
minutes from New York City or Brook- 


Ivn by L. I. R. R.: salary $60. William 
Green, Lynbrook, N. Y 

FIRST CLASS all around jeweler and 
diamond setter to work in pleasant 
light and airy trade shop in southwest 
Texas; excellent salary for capable 
and steady man Address “V., 3726,” 
care Jewelers’ Circular-Keystone. 


WATCHMAKER, dependable and capa- 
ble excellent opportunity; pleasant 
working conditions; permanent: state 
age, qualifications and salary expected. 
Address ‘“J., 4321,” care Jewelers’ Cir- 
cular-Keystone. 

WANTED, watchmaker, engraver, in 

old established jewelry store, North 

Carolina city 50,000; permanent 

job; good salary. Address “HL, 

3743,” care Jewelers’ Circular-Key- 

stone. 


WANTED, Al watchmaker for perma- 
nent position; $70 weekly straight 
time, time and one-half all over- 
time work; average $100 per week 
and more; plenty of work. Ander- 
sen’s Jewelers, Macon, Ga. 


. 





WANTED, combination jeweler-en- 
graver-watchmaker; to take charge 
of repair department; $75 per week 
to first class workman; fine climate; 
old established business; permanent 
position. Capo-Upp, Tucson, Ariz. 





SALESMAN wanted; 


ENGRAVER, 


WATCHMAKER-SALESMAN ; 


Busch & Sons, an 
old established firm, offer an excellent 
opportunity to a salesman of initiative 
and interested in progressive* advance- 
ment; please write or call for an inter- 


view. Busch & Sons, Inc., 875 Broad 
St., Newark, N. J. 


SNGRAVER, all around jewelry en 


graver or combination jewelry and 
pantograph operator (2 and 3 dimen- 
tional) for defense plant in California ; 
steady, all year around; give details. 
Address “K., 3680,” care Jewelers’ Cir- 
cular-Keystone. 





diamond setter or 
combination man; good position in a 
town or 75,000 population; large air 
conditioned shop on first floor; ideal 
working conditions; $60 per week or 
will pay according to ability. Kinton’s, 
Inc., Durham, N. C. 


jeweler, 





steady 
position in long established retail store 
ideal working conditions and hours; 
must be draft exempt; $60 per week; 
give experience and references. Hasel- 
tine Jewelers, 305 N. Main, Kokomo, 
Ind. 





WATCHMAKER, capable on general 


run 
of work, sober, draft exempt: town of 
5000 in heart of “Ozarks,” hunting and 
fishing; good working conditions, 
sonable living; give particulars 
salary expected. H. S. Fuller, Jeweler, 
West Plains, Mo. 








Effective Immediately 





Advertisements to appear in the 
Classified Section of THE 
JEWELERS’ CIRCULAR - KEYSTONE 


must be received at our office not 
later than the 17th of each month 


preceding publication. 





WANTED, 


watchmaker; can 
week; no overtime if 


first class 


make up to $100 


good; 50 hours week; time and a half 
for overtime; daylight all day; new 
location; easy to get along with. Ad 
dress “B., 3733,” care Jewelers’ Circu- 


lar-Keystone. 


WATCHMAKER wanted by old reliable 


concern in clean up-to-date town in the 
health spot of Texas; excellent climate 
for out of doors recreation the year 
around; position permanent with good 
salary. H. Krezdorn and Son, Seguin, 


Tex 


WATCHMAKER: we need two first class 


watchmakers; straight salary $65 per 
week, plus a bonus”) arrangement: 
pleasant surroundings; air conditioned 
store; permanent positions: rapid ad- 
vancement for men with ability. Ad- 
dress “S., 3590,” care Jewelers’ Circu 
lar-Keystone. 


FIRST CLASS combination man _ will 


fini real opportunity here; watch- 
maker; engraver and light jewelry re- 
pairs; casn store serving discriminat- 
ing people; permanent position; pleas- 
ant working conditions; if can qualify 
apply with references and full details. 
James W. Uncles, Butte, Montana. 


ALL AROUND feweler for repair 


shop; a large southern city; $1.75 
per hour, 40 hour week, time and 
half for overtime; must be draft 
exempt; no floaters, or liquor head 
need apply. Address “G., 3676.” 


eare Jewelers’ Circular-Keystone. 








WANTED by diamond cutting firm, 
man or woman with some experi- 
ence in diamond assorting, to assist 
in office of diamond cutting works; 


communications confidential. Ad- 
dress “L., 3685,” care Jewelers’ Cir- 
cular-Keystone. 


WANTED, three men; an experienced 


engraver; an experienced watch- 
maker; an experienced combination 
jeweler and diamond setter; all per- 
manent positions; salaries $65 a 
week. C. A. Schnack Jewelry Com- 
pany, Alexandria, La. 


WANTED, A-1 jeweler for one of the 


South’s oldest stores in a town in 
middle Tennessee with a population 
of 175,000; wanted also, A-1 watch- 
maker; these jobs offer permanent 
positions, Address “A., 3658,” care 
Jewelers’ Circular-Keystone. 





WATCHMAKER to 


lease watch repair 
department or work on _ percentage; 
will pay 80% on percentage basis; seat 
of University of Michigan, 11 miles 
from Willow Run bomber plant; county 
seat; excellent opportunity to right 
party. Haller’s, 717 North University 
Ave., Ann Arbor, Mich. 


WANTED first class combination man, 


and light jewel- 
fine old established, cash 
man held job 19 years 
8.30 to 5.30; will pay $50 
per week. Apply with references and 
experience ; will wait for the right man 
W. H. Cotham, Columbia, Tenn. 


watchmaker, 
ry repairer; 
store; last 
store hours 


engraver 


SALESMEN wanted for states of Ohio, 


FIRST 


= 


TATCHMAKER 


Indiana, Michigan and Kentucky 
for Keepsake diamond rings; men 
of proven ability, highly recom- 
mended and substantial producers. 
among better class of trade. Send 
complete information with reply. 
A. H. Pond Co., Ine., Syracuse, N. Y. 


CLASS jeweler, all around 
trade shop experience; small special 
orders, jewelry repairs, diamond 
setting; can earn upward from $75 
per week; long established firm in 
Ohio; full details and references 
first letter. Address “E., 3506,” 
care Jewelers’ Circular-Keystone. 

wanted with top quali 
front man, but must know hi 
business; incompetent, mediocre men 
need not apply; salary $100 per week 
permanent position with pleasant work 
ing conditions; southern city in Ten 
nessee Valley; references required. Ad 


fications ; 


dress “B., 3637 care Jewelers’ Circu 
lar-Keystone. 

WATCHMAKER, or combination man 
who is looking for a permanent posi 
tion that will last after the war; $500 
per month; ideal working conditions 
first floor air conditioned shop; best 
schools and Duke University, if you 
have children to educate; largest and 
finest store in town of 75,000 popula 
tion. Kinton’s, Inc., Durham, N. C. 
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A GOOD concern with many years in 
business is desirous of a working for 
man who possesses initiative, busin 


ability; a wonderful opportunity for a 





man seeking advancement and ipabl 
of taking charge; give information in 
detail as to experience and ju what 
you can do. Address “B., 3701,” care 


Jewelers’ Circular-Keystone 


EXCELLENT opportunity for experi- 
enced salesman, capable of trim- 
ming effective windows; permanent 
position; unlimited possibilities; 
draft exempt; send complete de- 
tails including photograph, refer- 
ences and salary expected to Jack 
Gerson, 200 E. Washington St., New 
Castle, Pa. 


WATCHMAKERS, 
store, three hours from New 


two, for fine upstate 
York City 


excellent conditions, good salary and 
regular bonuses and commissions; op 
portunity for the right mechanics to 


money and enjoy thel 
detail stating age and 
experience; the future that you've al 
ways looked for Address “F., 3716,” 
care Jewelers’ Circular-Keystone 


make excellent 
work; reply in 


WANTED, good engraver who can do 
light jewelry repairs, such as ring 
sizing, ete., for high class store; 
high grade work; write full particu- 
lars with references; good salary; 
permanent position; must do good 
work; excellent working conditions; 
air conditioned store, in southern 
city. Address “B., 3669,” care 
Jewelers’ Circular-Keystone. 


WANTED, saleslady who has had 
jewelry experience, for position in 
high class jewelry store; position 
pleasant and permanent; excellent 


opportunity; give full particulars 
and references; excellent working 


conditions; air conditioned store in 
southern city. Address “F., 3671,” 
care Jewelers’ Circular-Keystone. 


FIRST CLASS man wanted to take 
charge of sales department in high 
class jewelry store; position pleas- 
ant and permanent; excellent op- 








: portunity for right man; give full 

| . . 

; particulars and references; excel- 
lent working conditions; air condi- 
tioned store in southern city. Ad- 
dress “D., 3670," care Jewelers’ 
Cireular-Keystone. 

: WATCHMAKERS, live in the city of 
roses, enjoy the pleasures of the beauti 

ful Pacific northwest where payroll 
have increased from $8 000,000 pel 
mofith to more than $36,000,000 per 
month since October, 1941 perma t 
positions now and after the wa ex 
cellent salary arrangements well wortl 
nvestigation; 3-A draft classificati« 
r better write us today M. Jacoby 
Jeweler, 529 S$ W Broadway ! rt 
land, Ore 


MMEDIATE opening, watchmaker; 
good all around man experienced 
in diamond setting and jewelry re- 
pair; must have own tools; excellent 
opportunity for right man to assume 
complete charge of department and 
work into manager’s position in old 
established business; modern store; 
good salary; excellent living condi- 
tions; write or wire at our expense 
giving age and experience. H. E. 
Runnels & Son, Port Huron, Mich. 





MEN, WOMEN, jewelry salespeople 
payrolls have increased from $8,000,000 
to more than $36,000,000 per month 
since October, 1941, in Portland, Ore 
decide now to live in the beautiful city 

enjoy the pleasures of the 
enchanting Pacific northwest perma 
nent positions xcellent salary al 
rangement well worth investigating; 
salesmen must have 3-A draft ela 

fication, or better write us today J. 

Jacoby, Jeweler, 529 S. W. Broadway 

Portland, Ore 


ot roses ; 





JEWELRY 








For Sale 


Stores, Stocks and Businesses 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 


-E. excellent repairs and 


STO! 
sales: two safes, five floor cases, wall 
bench, oor clock, ete 26 Wil 


loughby St., Brooklyn, N. Y 


cases, 


SMALIL trade shop in defense city, doing 
excellent business also have small 
private trade price reasonable. Address 
. asi ire Jewelers’ Circular 
Keystone 

JEWELRY STORE: ill health forces 
to sell profitable jewelry store, with or 
without stock wonderful opportunity 
for watchmaker: upper east side, New 
York City Address ‘“J., 3679," are 
Jewelers’ Circular-Keystone 

EXCELLENT downtown location jewelry 
store with or without stock for quick 
sale; good repairs 6 o'clock stor 
sacrifice; owner being drafted Firie 


Jewelers, 101 West Broadway, New 
York 13, N. ¥ 

FOR SALE, splendidly located jewelry 
store in thriving nountain town of 
H000: wonderf chance Tor good re 
pair man large toc} of all repair 
parts on hand as vell as complet 
equipment of modern tools; busi s at 
present being carried on by widow of 
recent owner! Address Mrs Frank 
Copeland, 111 Edgar Street, Kane, Va 

FOR SALE « I stablished store witt 
modern equipment and clear ne ha 
dise, located n Ohio city of 50,00 
population ! r very good but re 
tiring on a unt ot age nv tory 
about $25.000 and can reduce have 
been doing n tly a cash busine l 
would make pendid layout 
credit sto Addres “sa 5678 
Jewelers’ Cir ir-Keystone 











For Sale 


Tools, Equipments, Merchandise 
Minimum (25 words) $1.50 
Additional words, 5 cents a word 


charge 


‘RYSTAL pendants ind bracelets t 
white gold i parts for ery il 
pendants and bracelets in nickel lver | 
large quantities. Simso Bros. Refining | 
Corp., 50 Columbia St Newark, N. J | 

| 

CLOSING OUT all imported wat 
glasses l gro assorted, 144 different 
good sizes open face or Genevas (stat | 
which) while they last, $1.75 gro 
cash with order Ki, 43 Maiden Lane 
New York 7, N. Y 


NEW AND USED wheel cutters; slide 
rests; lathes and attachments; casb 
paid for used watchmakers’ lathes 


and attachments. R. P. “Dick” 
Gallien, 220 W. Sth St., Los An- 
geles, Cal. 

MILITARY jewelry for mmediate 


delivery, sterling rings and service stat 


pins with emblems dangling for Arn 
Navy, Coast Guard, Marines, Air Corp 


Waacs and Waves; $10 for complete 
sample assortment. Waar Specia 
Co 178 Eaton St., Providence, RI 








Business Opportunities 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 


EFFORT is made by The Jewel- 
keep its ad- 


EVERY 
ers’ Circular-Keystone to 


vertising columns clean. Advertisers 
under Business Opportunities, etc., 
must furnish trade references. An- 


pass the strict cen- 
The Jewelers’ 


nouncements must 
sorship requirements of 
Circular-Keystone. 


GORDON BROTHERS, cash _ buyers 
of complete jewelry stores and sur- 
plus stocks; for details see our ad- 
vertisement page 91. 

CASH for diamonds, watches and jewel- 
ry; established 37 years; send surplus 
stock to me and receive cash; trade or 

Emil Noel, 29 E 

Chicago, Ill. 


bank references. 
Madison St., 


HIGHEST cash prices paid for surplus 
or entire stocks and estates of dia- 
monds, watches and jewelry. M. 
Iralson, Suite 402, 209 S. State St.., 
Chicago. 

COLMES' BROS.; cash buyers of 
jewelry stores with or without fix- 
tures; we interview vou at our ex- 
pense in any part of the country: 
bank and trade references. 18 
Tremont St., Boston, Mass. 





WILL PURCHASE a half inter 
store preferably ir the far west < 
southwest, tow! nder 0000 \ 
young man, married; draft exempt t 
present manager of top notel 
change necessary be is ess 
family Address “G ca Jew 
rs’ Circular-Keystone 

SAMUEL GANSBERG will buy \ 
urplus or entire stock and fixtur 
estates for cash my direct outlet e! 
ibles me to pay you higher pr 
bank and trade references of tl hig 
est character Write 7 Maid I 
New York Telephone Bowling Gr 
-7151 

NAT LEHRER will buy for 

velry tore com?! ! a? pa 

thereotl! mv direct ( ‘ s I 
let € ible me to pay the best nN 
ill communications held nf 
bank, trade references write or pho 
132 Hester St New York City 
Canal $242, night phone Tivoli 2 l 

CASH paid for your entire jewelry 


watch- 


store or stock of jewelry; 
makers tools, watch materials, old 
movements and any out of style 


jewelry, etc.; I pay best price; wire 
at my expense. M. Harris, 124 
Hester St., New York, N. Y. 


(Continued on page 143) 








FOR JULY, 1943 













































Special Notices 





(Continued from page 147) 








BUSINESS OPPORTUNITIES—Cont. 





JACK M. WERST will pay you spot 
eash for your surplus or entire 
stock of jewelry, diamonds, estates, 
with or without fixtures; operating 
from Coast to Coast; best refer- 
ences; no deal too large or small; 
act now. Miami Savings Bldg., Day- 
ton, Ohio. 





HIGHEST PRICES paid for diamonds 
and diamond jewelry of any amount; 
cash remittance mailed the same day 
shipment received; goods returned 
prepaid and insured if you do not 
accept our offer; we also buy 
chipped, Old Mine and imperfect 
diamonds; turn into cash your ob- 
solete and excess diamonds and dia- 
mond jewelry; best bank and trade 
references; est. 1919. Harry Elkins, 
5 S. Wabash Ave., Chicago, Ill. 





ARE YOU GOING out of business? I 
can guarantee you the cost of your 
merchandise plus the expense of 
running a sale, with my personally 
conducted auction or flat sale; no 
sale too large or too small; I will 
also pay cash for your entire store 
with or without fixtures; write for 
my proposition, all correspondence 
confidential; best of references 
throughout past 30 years. Herman 
_ 5 S. Wabash Ave., Chicago, 


DO YOU WONDER how you can stay 
in business for the duration and re- 
main solvent in view of stringent 
government limitations on the man- 
ufacture of saleable merchandise? 
Do higher overhead expenses, in- 
creased taxes and price control give 
you a headache? Would you like 
to retire from business if you were 
guaranteed the cost of your mer- 
chandise plus a profit of 50% to 
80% and assured your fixtures, ac- 
counts, lease and good-will would 
also be sold at a profit? You will 
never secure a higher price! Our 
ethical special discount selling ser- 
vice (not an auction) has produced 
profitable results for a host of dis- 
criminating jewelers during the past 
quarter of a century; you are not 
only promised but guaranteed by a 
cash bond the above results; we do 
not receive a salary or commission; 
you pay us a small portion of the 
net profit we secure upon your mer- 
chandise; why give this profit to 
some sharp-shooting stock buyer? 
If you prefer we will sell your store, 
stock, fixtures, accounts, lease and 
good-will in its entirety as a going 
concern without conducting a spe- 
cial selling event and get you the 
highest possible cash price; why not 
list your store with us or wire, or 
write us for open dates, full particu- 
lars and the names of our most re- 
cent clients; you will not be obli- 
gated; bank references will also be 
furnished. McRae & Shaw, 6th 
Floor, 168 N. Michigan Ave., Chi- 
cago, Ill. 











Wanted to Purchase 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 


FIRST CLASS watchmaker 32 years at 
the bench; good references, excellent 


experience, wishes to take in some 
more repairs; guaranteed fine, clean 
work; mail orders prompt; location, 
Brooklyn, N. Y.; further information. 
address “S. S., 3734," care Jewelers’ 
Circular-Keystone. 





WANT TO BUY jewelry store for cash, 
in small town up to 50,000 population. 
Address “L., 2513,’’ care Jewelers’ Cir- 
cular-Keystone. 





WANTED, one staking tool; one lathe, 
new or used, for my own personal use ; 
will pay good price. Address “E., 
3661,” care Jewelers’ Circular-Keystone. 





WANTED antique earrings, bracelets, 
rose diamond rings, etc.; highest prices 
paid; bank and trade references. M. 
Lossman, 2460 Mission St., San Fran- 
cisco, Cal. 





WANTED, watchmakers’ lathes, attach- 
ments and tools, engraving blocks, reoll- 
ing mills, scales, drills, ete.; give full 
details. Linick, Green & Reed, Inc., 29 
E. Madison St., Chicago, Ill. 





WANTED, watchmaker’s lathe, attach- 
ments, tools and materials; give full 
details about make and price. R. Curt 
Schramm, P. O. Box 300, Bismarck, 


IN. 2D, 





REGULATOR; one for oxygen tank and 
one for acetylene tank; kindly give 
particulars; also jeweler’s oxygen ace- 
tylene torch. Address “W., 3704,” care 
Jewelers’ Circular-Keystone. 





ONE USED hand driven rounding up 
tool, the model that was in use about 
60 years ago; state condition and price. 
H. F. Turner, 300 North 6th St., Rich- 


mond, Va. 








Effective Immediately 





Advertisements to appear in the 
Classified Section of THE 
JEWELERS’ CIRCULAR - KEYSTONE 
must be received at our office not 
later than the 17th of each month 
preceding publication. 








To Let 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 





LOFT for rent, 36-40 John St., excellent 


north light; suitable manufacturing 
purposes: will divide to suit tenant; 
reasonable rental: superintendent on 
premises or Mu 2-4737, New York City. 








Watch Work, etc., for 
the Trade 


Minimum charge (25 words) $1.50 


Additional words, 5 cents a word 








CAREFUL watch repairing: skilled 
workmanship, reasonable prices; out 
of town deliveries prompt attention. 
Frederick Lowey, 48 W. 48th St., New 
York City. Bryant 9-0757. 





DUE TO NEGLIGENCE we did not take 
out our citizens’ papers; however, we 
are two expert watchmakers with 25 
years’ experience and would appreciate 
your work; honest workmanship, close 
timing and air mail delivery guar- 
anteed; reasonable prices; send us a 
trial package. R. Curt Schramm, for- 
merly in Santa Fe, N. M.; William 
Gruen, formerly in Dallas, Tex., now 
Post Office Box 300, Bismarck, N. D. 





SKILLED watchmaker for the trade; es- 
tablished in New York City; is inter- 
ested in taking out watch repairing or 
casing from importer or retail store; 
prompt service; best references fur- 
nished; for further information ad- 
dress, “M., 3586,’" care Jewelers’ Circu- 
lar-Keystone. 








Special Order Work and 
Repairs for the Trade 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 





JEWELRY AND WATCH repairing; 
since 1914 we have repaired watches 
and jewelry for the trade; all repairs 
finished like new. Hasenjaeger Bros, 
Jewelry Co., 505 Arcade Bidg., St. 
Louis, Mo. 








Patents 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 





| 





PATENT your good ideas; send me your 
simple sketch or model; free con- 
fidential advice-literature ; register your 
trademarks. Z. H. Polachek, registered 
Patent-Attorney-Engineer, 1234 Broad- 
way, New York City. 








Miscellaneous 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 





LEARN WATCH repairing by doing it; 
thorough training under expert in- 
structors. For information write Stand- 
ard Watchmakers Institute, 1841 
Broadway, New York City. 





WATCHMAKERS; increase your ability 
through the highly recommended books ; 
“Rules and Practice for Adjusting 
Watches” and “Practical Balance and 
Hairspring Work” by Walter Kleinlein. 
Your jobber or trade journal. 





RUSTED MOVEMENTS taken apart 
easily; rusted parts cleaned without 
damage; send $3.50 check or M. O., 
for % pint Jarene; no extra delivery 
charge in U. S., $1 for two ounce size; 
money back guarantee. U. S. Deter- 
— Co., 271 Canal St., New York 
sity. 
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450 Greeting Card Designs 
In New White & Wyckoff Catalog 


An unusually complete assortment of | 


greeting cards at all prices and for all 
occasions is shown in the new catalog 
just issued by White & Wyckoff Mfg. 
Co., Holyoke, Mass. 
Included are more than 


designs, all in the popular four-fold 


450 different | 


style, many of them with elaborate die- 


cutting and other special features. Jewel- 
ers with greeting card departments 
should find this catalog a valuable aid 
in the selection of their stocks. 


New Benrus Campaign 
Emphasizes Ladies’ Watches 


Most jewelers find that it is easy to 
sell a man’s watch these days—but that 
ladies’ watches are lagging. Yet there 
is plenty of money around and plenty 
of young women who would treasure the 
gift of a fine watch. 

A recent survey among WAACs and 
WAVEs conducted by the Department 


Store Economist, shows that 75 per cent | 
of them name a watch as the gift they | 





New Benrus displays showing a WAVE, a 

war plant worker, and a WAAC, in full 

color, feature “Lady Lieutenant" watches 
for women in war work. 


most desire. With all this in mind, the 
Benrus Watch Co., has instituted a 
strong advertising campaign to help 
jewelers step up their sales of ladies’ 
watches. The theme running throughout 
the ads is the suggestion that after buy- 
ing War Bonds the reader give a “Lady 
Lieutenant” watch to his Woman at War 
—whether in the WAACs, WAVEs, 
Marines, or in a war production plant. 

To aid retailers in tying in with the 
campaign, a set of three full colored 
displays, illustrating a WAAC, a WAVE 
and a War Worker, has been sent to 
every Benrus dealer. Special “Lady 
Lieutenant” tags identify the watches 
selected as the most suitable for women 
in war service. 

Newspaper mats featuring this group 
of watches are available for dealers’ 
use. 


Celebrates 40th Year in Business 


Harman Watch Co. Inc., this month, 
celebrates its 40th year of continuous op- 
eration. Founded 1903 by Harry Fried- 
man, who is still active as president of 
the company, the progress of the organi- 
zation has been steadily sustained. To 
handle recent substantial increases in its 
business, the company has enlarged its 
quarters and now occupies the entire 
14th floor at 22 W. 48th St., New York. 


FOR JULY, 1943 








Manufacturers’ News 





BULOVA NOW PRODUCING JEWEL BEARINGS 





Synthetic sapphires are now being cut, ground and polished into jewel bearings for pre- 

cision war instruments in one of the new Bulova plants on Long Island. The jewel bearing 

department, a part of which is pictured above, occupies an entire floor in the modern 
block long building, which is entirely air-conditioned and fluorescent lighted. 


Elgin Watchmakers College to Train 
Soldiers to Make Field Repairs 


Streamlined eight and _ sixteen-week 
courses to train Army personnel for 
watch repairs in the field have been 


launched at the Elgin Watchmakers Col- 
lege, where some servicemen at a 
time will be grounded in watchmaking 
fundamentals during the next 11 months. 

An eight week’s intensive course will 
teach the students to fit crystals, re- 
place hands and mainsprings, repair 
straps, and perform other of the less 
difficult operations on 16-size watches. 
Also offered is a more extensive 16 
weeks’ course which will prepare men to 
do more difficult types of field repair, 
such as taking watches down, cleaning, 
reassembling and time-checking for ac- 
curacy. Many of the trainees who were 
selected for the course have had experi- 
ence at the bench and to whom this course 
of study will be a “refresher.” 

For some time past, the Army is re- 
ported to have felt the need for com- 
petent repairmen in the field, since re- 
turning watches to the factory for 
repairs means delay at best and is ob- 
viously impossible to many units on 
active duty. Officials of the Elgin Na- 
tional Watch Co. conceived the idea of 
the new training courses as a further 
contribution to the war—Elgin is al- 
ready heavily engaged in manufacturing 
war equipment—and negotiations were 
recently completed with the Army. 

The entire second floor of the college 
building has been remodeled in prepara- 
tion for these special courses and will 
accommodate 75 students at a time. In- 
struction will be given by experienced 
watchmakers. The men will be quartered 
in the city of Elgin for the period of 
their courses. 

At the same time the college will con- 
tinue its regular activities in training 
civilian students. 


75 










‘Bill’ Schlesinger Opens Buying Office 

William (Bill) Schlesinger has with- 
drawn from his association with Louis 
Adels and opened his own buying office 
at 580 Fifth Ave., N. Y. 

Mr. Schlesinger’s quarter of a century 
in the jewelry industry has brought him 
a wealth of contacts with importers, 
manufacturers and jobbers, which 
should be highly valuable in his new ac- 
tivity, and there is every reason to 
believe that he has the hearty good 
wishes of a host of retail jewelers. 


R. M. Jordan Adds to Sales Staff 





A. V. KASHMAN GEORGE B. KANE 
General Field 


Sales Mar. 


York Sales 


Mar. 


New 


R. M. Jordan & Co. is again enlarg- 
ing its New York offices at 303 Fifth 
Ave. Several people have been added to 
the sales staff, and Arthur V. Kashman 
has been appointed general field sales 
manager. George B. Kane will remain 
as sales manager of the metropolitan 
area. Both men have been with R. M. 
Jordan & Co. for some time. 

An unusual collection of new pins and 
earrings created by the sculptress and 
designer, “Anastasia,” will be presented 
soon by R. M. Jordan & Co. 
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New Magazine for 
Hamilton Employees 


A new company magazine issued by 
and for employees of the Hamilton 
Watch Co made its initial appearance last 
month. 

Eight pages, tabloid newspaper size, 
the new Hamilton publication is filled 
with newsy items and pictures of the 
activities of Hamilton men and women, 
344 of whom are now in the armed forces, 
including 13 WAACs, six WAVEs, and 
one Army nurse. 

The name by which the new paper will 
be known has not yet been selected. The 
first issue is headed “Whatwillwecallit?” 
and every member of the Hamilton or- 
ganization except the editorial board is 
invited to submit an appropriate title. 
A prize of a $25 War Bond will be 
awarded to the winning entry to be se- 
lected by a committee of judges from the 
suggestions submitted. 


Commemorates 25th 
Airmail Anniversary 


Considerable attention was attracted 
by the recent window display of Udall 
& Ballou, 57th St. & Fifth Ave., New 
York, commemorating the 25th anniver- 
sary of the first airmail flight. 

Many of the items shown were personal 
property of J. P. V. Heinmueller, presi- 





dent of the Longines-Wittnauer Watch 
Co., who has a famous collection of air- 
mail covers. Also included was a pro- 
peller from the plane that carried the 
first airmail from Washington to New 
York, and an airplane clock of the 
period. Two other clocks illustrated the 
difference between those carried in 1923 
and today. 

Also displayed were the original tele- 
gram announcing the crash of the first 
airmail plane (fortunately without loss 
of life), and a poem from the magazine 
Flying on the inauguration of the air- 
mail, with the signatures of President 
Wilson, Postmaster General Hitchcock, 
Admiral Perry, and other notables of 
the period. 


Bruner-Ritter Holds Party 


The annual spring dance of the Em- 
ployees Benevolent Fund of Bruner-Rit- 
ter, Inc., held at the Ritz ballroom in 
Bridgeport, Conn., on May 20, was as 
usual a highly successful affair. Nine 
hundred couples enjoyed the festivities, 
service men being admitted free. 

Jitterbug, waltz and polka contests 
were held to the music of the Casa Ritz 
orchestra. 


Joins Benrus as Salesman 


Harry M. Epstein, formerly with J. J. 
Schmukler & Son, has joined the Benrus 
Watch Co., taking over a portion of the 
Atlantic Seaboard territory previously 
covered by his brother, Milton M. Ep 
stein. The latter is now representing 
Benrus in the Middlewest. 
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R. Gsell & Co. Marks 25th Year 


R. Gsell & Co., watch importer, cele- 
brates this year the 25th anniversary of 
its founding. Roland Gsell, president 
and founder of the company, finds much 
in the present world conflict to remind 
him of his start in business in America 
when in the spring of 1918, he crossed 
a submarine-infested Atlantic. 

Through the 25 years that followed, 
Mr. Gsell’s young company has _ been 
called upon to face many difficulties, in- 
cluding the longest depression on record, 
and at both ends of the quarter century 
a world engulfed in war. However, R. 
Gsell & Co., has persevered throughout, 
and by its dealings has earned a host 
of loyal customers and a firm position 
in the American market. 

In 1934, Mr. Gsell founded the Mount 
Vernon Watch Co., Mount Vernon, N. Y., 
where a complete line of men’s and 
ladies’ watches is produced, for which 
R. Gsell & Co. Ine., are the sole dis- 
tributors. 

R. Gsell & Co. marked its 25th an- 
niversary by creating a pension trust 
fund for all employees who have been 
with the company over one year. Under 
this arrangement, an employee may retire 
at 65 years of age on a pension which 
averages 35 per cent of the employee’s 
income at the time of retirement. Sub- 
stantial life insurance is also provided 
for each employee who is insurable. 

On the lighter side, the anniversary 
was observed by the company playing 
host to all employees. This was done in 
a rather unusual way, by giving each one 
the privilege of dining in one of New 
York’s leading restaurants with a friend 
or relative of his or her own choice, the 
company footing the bill for the evening, 
including a pair of tickets for any thea- 
ter that the employee might select. This 
novel and individualized means of enter- 
tainment was warmly welcomed by 
everyone concerned. 

Currently, the Gsell company’s offices 
at 15 W. 37th St., in New York City, 
have been enlarged and modernized to 
offer improved facilities and services to 
its customers. 


Costume Jewelry of 
War-Time Materials 

Irving Sacks, who has been actively 
engaged in merchandising jewelry for 
almost half of a century, had added to 
his line an extensive assortment of cos- 
tume jewelry, novelties, simulated pearls 
and military items. In his showrooms 
at 864 Broadway, New York, Mr. Sacks 
is exhibiting a large variety of the new 
items in rhinestone, sterling silver, plas- 
tic, leather and other non-critical ma- 
terials developed to conform to war- 
time requirements. 


Bulova Buys Flying Fortress, 
Submarine Chaser and Fighter Plane 


Extra War Bonds in addition to the 
regular purchases of Bulova employees 
through the payroll deduction plan, 
were bought by the employees and the 
company during the Treasury Depart- 
ment’s War Bond Drive in May in suf- 
ficient amount to provide a Flying For- 
tress, a Submarine Chaser and a Fighter 
Plane. 











Sonora Radio Starts Campaign 
To Prepare Trade and Public 
For "Merchandise Armistice” 


“Straws in the wind are now point- 
ing to a merchandise shortage, before 
the war ends,” say executives of the 
Sonora Radio & ‘Television Corp., and 
should these trends be borne out some 
package appliances, including Sonora 
radios, will be delivered during a period 
of gradual reconversion while millions 
of people will still be engaged in war 
production at peak war wages. 

Estimating a billion-dollar market for 
radio set and parts production, Sonora 
has just published a booklet, “Radios 
to Sell.” 

Copies of “Radios to Sell,” may be 
obtained from the Sonora Radio & Tele- 
vision Corp., 325 N. Hoyne Ave., Chi- 
cago, Ill. Weiss & Geller, Chicago, is 
the agency. 


Gruen Profits at All-Time High 

Net profits of the Gruen Watch Co., 
after taxes, amounted to $908,078.79 for 
the fiscal year ended Mar, 31, 1943, says 
Benjamin S. Katz, president of the 
company. These earnings, which are the 
largest in the history of the company, 
are equal to $2.30 a share on the 384, 
25614, shares of common stock of the 
company outstanding on Mar. 31, 1948, 
and compare with $899,415.02 for the 
fiscal year ended Mar. 31, 1942, or $2.04 
a share on the 430,76714 shares then 
outstanding. 

The effect of the war on the company’s 
business, as well as its direct participa- 
tion in the war effort, were fully dis 
cussed in Mr. Katz’ annual report to 
shareholders. 

Mr. Katz pointed out that no one 
shipment was lost, during the fiscal 
year just ended, of the movements 
brought to this country from abroad. 


Mexican Hollowware and Jewelry 
Now Stocked by Fred Leighton 


A large and varied assortment of 
hand-wrought sterling silver jewelry has 
just arrived from Mexico at the show 
rooms of Fred Leighton’s Mexican Im 
ports, 24 University Place, New York. 

According to Clifford D. Hunt, manag 
ing director, the designs are primarily 
European in feeling, plus a few that are 
Karly American in treatment, and these 
pieces are not to be confused with “In 
dian” handicraft. Mr. Hunt stated that 
it may not be possible to fill repeat 
orders on the more elaborate pieces in 
exact duplicate, since the outstanding 
feature of these native designs is their 
individuality. Wholesale prices for rings 
and pins range from $2.25 to $10, ear 
rings from $2 to $5, necklaces from $12 
to $35 and bracelets from $5 to $20. 


International Silver 


Resumes Broadcasts 

The International Silver Company will 
celebrate the Fourth of July this year 
by bringing the popular radio program 
“Silver Theater” back to the air. 

Effective that date, the dramatic pro 
gram, presenting top stars in original 
plays, will replace Edward R. Murrow, 
famous foreign correspondent, on the 
Columbia Network Sundays at 6:00 
p.m. EWT. 

The new Silver Theater series wi! 
originate in Hollywood, and details « 
the first shows will soon be mailed to 
dealers. 
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THE TIDE TURNS? 


PerHAPs THE Tipe has at last begun to turn against 
those socialistic borers-from-within among Washington 
officialdom, who, under the guise of war-time regulations, 
would like to change the American system of private 
enterprise. 

At least, there have been a few encouraging signs 
lately. First, Professor J. Kenneth Galbraith, B.S., 
M.S., Ph.D., the college economist who tried to use OPA 
to put over his idea of substituting government labeling 
for brands and trademarks, “resigned” as Deputy Di- 
rector of that organization. 

Then an alert investigating committee of the House 
of Representatives uncovered a batch of “confidential” 
memoranda on the subject of using OPA to regulate 
business profits, which David Ginsberg, former OPA 
general counsel, had thoughtfully removed from the files 
when he was drafted into the army. And nothing is so 
disconcerting to the social experimenters as to have their 
intentions disclosed before they have been achieved. 

OPA now vigorously denies “any intention to use 
price control to change the American system of free en- 
terprise.” 

However, Congress—or at least the House of Repre- 
sentatives—is in no mood to take any further chances. 
The War Agencies appropriation bill, which it passed 
by a voice vote on June 18, specifically forbids any of 
the money allotted OPA to be used in connection with 
any program of grade labeling, or to pay the salary of 
anyone engaged in formulating or carrying out any price 
fixing policy or program who has not had at least five 
years’ continuous experience in the business or industry 
concerned. No more professors, thank you. Of course, 
the Senate may or may not concur, but in any event the 
bright boys that want to change America have been 
given a distinct set back. 

Let’s hope that it marks the beginning of a new atti- 
tude in Washington. 


FOR THE LONG PULL 


Up to Now, retail jewelers have enjoyed a pretty 
fortunate situation. Never have people had so much 
money to spend—never has there been so little competi- 
tion from other industries for that money. 

True, the jeweler has had difficulties. Competent 
help is scarce and hard to find—repair departments are 
weeks behind in their work—some lines of merchandise 
can no longer be obtained, or only in limited quantities. 

Nevertheless, thanks to inventories of goods that 
were manufactured before restrictions were imposed, 
and to the availability of some alternative lines, the 
jeweler has been able to supply the wares to meet this 
wave of consumer purchasing, and thus reap the har- 
vest reflected in the statistics of steadily mounting sales 
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by jewelry stores to the highest point in history. 

That situation cannot continue indefinitely. The 
effect of some of the more recent restrictions on pro- 
duction, such as L-45 curtailing the use of karat gold, 
has not yet become fully apparent at the retail level, 
but with sales running way ahead of the permitted rate 
of manufacture of practically all jewelry goods, and 
with the reservoir of existing stocks being constantly 
drawn upon to make up the deficit, the time cannot be 
far off when the jeweler simply won't have the mer- 
chandise he needs. 

The retailer would be wise to try to hold down pres- 
ent sales rather than to promote them—to limit himself, 
perhaps, to selling only so many of this or that item per 
week or per month—so as to stretch his supplies and 
thus insure, so far as he can, that he will be able to 
stay in business. 

A going concern at the end of the war is going to be 
worth more than quick big profits today, the bulk of 
which will only be taken away in taxes anyhow. 


STILL A GOOD IDEA 


A Goop Ipea is hard to kill. Perhaps that’s why the 
suggestion for a united all-embracing organization to 
represent the jewelry industry keeps coming up again 
and again despite all the opposition that has been or 
can be mustered against it. 

Such an arrangement was once more proposed at 
the conference of the National Wholesale Jewelers 
Association in New York last month in the course of a 
speech by Harley Noyes of Oneida, Ltd. Mr. Noyes 
had pointed out the multitude of problems and uncer- 
tainties that would inevitably face the industry in the 
post war era and urged that in order to meet them with 
the minimum of difficulty and dislocation an over-all 
organization should be set up at once in which all 
branches of the trade would be equitably represented. 

The experience of the past two or three years gives a 
good deal of weight to the suggestion. Leaders who 
foresaw the problems that war was bound to bring urged 
at that time the formation of such an arrangement, but 
without success. Had it been done then, we would cer- 
tainly have had less of the friction and working at cross 
purposes that has plagued the industry, and would un- 
doubtedly be in a stronger position today. 

If the lesson has been learned from that experience, 
and the right spirit of mutual good will and understand- 
ing prevails, the jewelry industry can be much better 
prepared to deal with the equally difficult adjustments 
that will follow the war. 


Editor 


THE JEWELERS’ CIRCULAR-KEYSTONE 











BUY WAR BONDS 
AND STAMPS 


A document of 
importance, signed in Philadelphia, 
n the fourth day of this month, 167 years ago, 
guaranteed to this boy and this girl 
“certain inalienable rights” ... among them: 
Life, Liberty and the Pursuit of Happiness. 
These rights were not cheaply established. 
Nor can they be cheaply maintained. 
To win them and to hold them, men have fought 
and died at Bunker Hill and in Tunisia... 
at Yorktown and on Guadaleanal. 
Proudly we pledge ourselves to all thos 
Valiant Americans who have gone before us, 
and to all those who shall come after us. 
No sacrifice shall be so great 
That we will not gladly make it. 
No price shall be so high 
That we will not freely pay it.. 
in order that we may pass on, 
untarnished, the precious 
heritage of Liberty to our childre 


and our children’s children. 


We shall keep the faith 


I.D. WATCH CASE COMPANY 


Factory and office: 121 VARICK STREET, NEW YORK CIT 





Cri! CBusiness 
Féopooned: 


RUE ENOUGH, you are selling bridal gifts today. But many of the 
| poets profitable purchases that brides usually make have been 
deferred until this war is won .. . and Johnny comes marching home. 
The purchase of traditional Community silverplate, for example, 
must wait until that happy day. 

Don’t forget these profitable post-war purchases when you're selling 


wedding gifts today. 


HERE’S WHAT TO DO! . a Talk to the brides who come in. Discover 
their tastes in table settings and patterns. 
4, Get : , . Write ames, ad- 1. — ee 
J. Get a notebook Write down en 4, Valk to the families and friends when 
dresses and all available information on ee ; 

they buy wedding gifts in your store. 
every bride and prospective bride in’ your = ; ae 
- Be Make a note of items brides ask for that 
city. Keep this record up-to-date. z 
: you don't have today but will have to- 
2, Clip the papers for weddings and en- morrow. And when tomorrow comes, get in 


gagements. touch with them immediately. 


« 
PREPARE FOR THE FINEST 
TOMORROW—TODAY! SILVERPLATE! 
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